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ilk modern trend of public 

demand is for high quality. 
To think that warm air heating is 
excluded ts to cling to an old fash- 
ioned and unprofitable habit of 


thought. 





lolks are buying high quality 
warm air heating and the alert 
warm air heating contractor is 


well aware of the fact. 


The Dowagiae Seamless Steel 
l-urnace was designed solely with 
the high quality idea in mind — if 
met with instant approval and de- 


mand for it is growing rapidly. 


k is positively leakproof, one of the features illustrated below, another is 

: heavier copper bearing steel in both body and radiator But there are a 

\ ( ( yu iby nN dozen more features— just drop us a posteard today and know all the reasons 
ei . shy the Dowagiac Seamless Steel burnace is being preferred 


DOWAGIAC STEEL FURNACE COMPANY 
DOWAGIAC, MICHIGAN 



















Cast Steel Door 
Frame electrically welded to 
Feed Section. No joints or bolts (an 










Steel 
Collars are electrically 
welded to body and radiator. 
putty joints. Positively 


Cast 


exclusive feature), Feed Door 










frame extends through 


" . 
leakproof casing. 























The duplex 
grates used mean an : 
extra large ash pit door and excep-* 
tionally wide and roomy ash pit. 
Upright shaker handle makes con- 
venient and easy operation. 


















The only Steel 

Furnace on the market 

with Duplex Grates—-Write for 

circular giving full 
J 
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Left: Tubular 
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Above: Radiant 


Right: 


Meteor Pipeless 


Thatcher Quality and Performance 
Is Always Remembered 


Thatcher dealers are connected with a 
concern whose leadership has been estab- 
lished since the early days of furnace 
building. 


The “Celebrated Thatcher Tubular,” per- 
fected three quarters of a century ago is, 
with modern refinements, the outstanding 
warm air furnace of the day. Over a 
period of many years, dealers who have 
handled the “Tubular”, and other Thatcher 
furnaces, have been universally successful. 


There are still in operation, many Thatcher 
warm air heaters installed several years 
ago on which there have been no re- 
pairs. Such reliability, plus economy of 


ammunition which they can turn into 


steady profits. 


Furthermore, Thatcher dealers have the 
advantage of selling a complete line of 
warm air furnaces, designed and built en- 
tirely by this outstanding manufacturer. 
The “Meteor”, and “Radiant” furnaces in 
both pipe and pipeless designs, and the 
Thatcher Tubular have proved a source of 
steady profit and satisfaction to hundreds 
of smart dealers. 


You are invited to participate in Thatcher 
popularity and Thatcher Furnace profits, 
with assurance that you will be given 
every selling assistance and protection. 
Write today for information concerning 
the complete Thatcher Warm Air furnace 


operation, gives Thatcher dealers sales 


line, and for detailed dealer proposition. 


THE THATCHER COMPANY 
39.41 St. Francis Street, Newark, N. J. 


New York: 21 W. 44th Street Chicago: 341 No. Clark Street 


THATCHER 


BOILERS-FURNACES-RANGES 


Published Weekly by American Artisan and Hardware Record, Inc., 620 South Michigan Avenue, Chicago, Ilinois, AMERICAN 
ARTISAN—the Warm Air Heating and Sheet Metal Journal—entered as second class matter, March 26, 192%, at the Post 
Office at Chicago, Illinois, under act of March 3, 1879. Formerly entered on June 25, 1887, as American Artisan and Hardware Record. 
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ODAY Mueller offers the heating trade the most complete 
line of heating equipment in the industry. 
No matter what the heating specifications call for, Mueller can 
supply it—for home, apartment, commercial, or industrial heat- 
ing, coal, wood, oil and gas-fired furnaces, boilers, Furnacette 
cabinet heaters, registers, pipe and fittings. 
Mueller dealers find it decidedly to their advantage to handle 
such a line as this, which covers not only the complete range of 
heating in the matter of equipment, but also in price. 
The high standard of quality which Mueller has maintained for 
more than seventy years is lived up to in the manufacture of every 
item in the line—and prices are as low as is consistent with this 


Convector” Pipeless 
double door. 4 sizes: 


If you are undecided as to a heating line for 1929, get in 
touch with us right away. If we are not already properly 
represented in your locality, perhaps we can come to a 
mutually satisfactory arrangement. 


L. J. MUELLER FURNACE CO. 





Established 1857 


193 Reed Street Milwaukee, Wis. 
Heating Systems of All Types for All Fuels 


tomatic Gas-Era, 

multiple unit, all- 
Warm Air Furnaces. 
4 and approved by 
n Gas Association 


~ 
_— 


\( + 


BRANCH OFFICES: 


Detroit Baltimore St. Louis 
Fort Collins, Colo. Salt Lake City Seattle 


Se. Paul 


MUELLER 
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The Most Complete Line 
in the Industry 
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Forced Air Unit Heat- 
ers for schools, 






churches, factories, 
arages and lie 
uild ngs. 850 to 6,000 
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WARM AIR FURNACES 


Pipe and Pipeless 


BOILERS 
Hot Water Steam Vapor 


Coal Fired Gas Fired 
Oil Burning Wood Burning 


for 















Homes Stores 
Schools Churches 
Garages Factories 
Apartment Public 
Buildings Buildings 





HEATERS 


The Most Complete Line 
in the Industry 
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“Hi-Power” All- G-@ rE . | 
Steel Furnace. 5 — > 
sizes: 22” to 34” : 
drums. Electric 
welded and riveted 
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Automatic Gas-E 
Fired, sectional § 
Hot Water Boilers. 
and approved by A 
Gas Association 
tories. 


Steam and Hot Water 
Boilers. Double dome. 
20 sizes: 16” to 34” 
ates. Single dome 
oiler will be jacketed 
in attractive design 
and color in 1929. 
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—TSirst and always for 
Better Warm Air Heating 


—the first steel warm air furnace on the mar- 
ket (now in its 47th year) 


—first to devise and provide ways and means 
of obtaining hard coal results trom ordi- 
nary soft coal 


—first to reprint the Standard Code in 
Catalog 


—first to adopt ratings based on National 
Warm Air Heating research and use brass 
plate attached to front showing certified 
ratings 

—always maintained a strictly Warm Air 
Heating Engineering Service second to 
none. 


ul 


“e~ always first in 
Exclusive Features 


——elimination of all undesirable cement joints 
inside of casing, by extending pouches thru 
front and doors fitted by surface grinding; 
electric arc-welding instead of caulking 
riveted seams 


—water pan located where tests and imitators 
prove it should be 


—damperless radiator construction 


—double leakproof casing rings, found in no 
other furnace. 


—combination clean-out, check-damper and 
- smoke collar. 




































































Say you saw it in AMERICAN ARTISAN—Thank you! 
























December 29, 1928 AMERICAN ARTISAN 181 
eo @ en Or OO sO Om OF” GC: 
SAS AND SOOT A a, 
‘CONSUMING’ —- : 
@ 4G) 60: GO .=.6 @ Os 


































— and first again 
_ with NEW and 
Important improvements 


Improved Gas and Soot Consuming Fire Pot 
Lining (sectional Iron or Special Tile optional) 


—this original WEIR feature was never 
equalled but the new may be compared to the 


Cadillac motor of 1910 and the 1929 model. 
And it must be seen to be fully appreciated. 


mproved Grates 
Ball Bearing Duplex style (something new in steel 
furnaces) with Leyer (waist high) Shaker 
and/or 
An entirely new (patented) 4-Bar Type, distinctly 
different from any other grate on the market— 


handles any fuel—fine or coarse—without waste, 
yet shakes and dumps with utmost ease. 


Beautiful, Durable Fronts 
Pearl Gray Vitreous enamel for the discriminat- 





ing or, optionally, indestructible flame-proof silver 
bronze finish without extra cost. 

















GheMEYER FURNACE Co. 


Peoria-Illinois 
Gentlemen: 


Send me 'full details and de- 
scriptive literature showing new improve- 


ments in the WEIR. 
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BUILDING 
FUTURE SALES 


HE American Self-Clean- 

ing Furnace is massively 
constructed to assure effici- 
ency, stability and perma- 
nence. Complete satisfaction 
always builds future sales. 


The American will prove by 
rule to be full-proportioned. 
Dependability in heating ca- 
pacity is determined by grate 
area and heating surface. 


The dealer receives our full 
support in extensive dealer 
advertising and convenient 
time-payment plan. 


PROGRESSIVE AMERICAN FEATURES 


. Self-Cleaning . Large Ashpit Door 
. Covered Joints . Large Double Fuel Door 


. Feed Section Thru Front. - Two-piece sl otted Firepot 
. Full-proportioned 


- Ball-bearing Grates . Entire Grate Removed thru 
. Deep, Roomy Ashpit Ashpit Door. 


Write for Catalogue and Prices 


AMERICAN FOUNDRY & FURNACE Co. 


BLOOMINGTON, ILLINOIS 


I IRI ROP RPP IIS 
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PROFITABLE 
HEATING SALES 
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HE Lincoln Furnace is 

* one of the complete line 
offered by the American 
Foundry and Furnace Com- 

pany. Our prices, sound pay- 


¢ ment plan, and dealer helps 


assure a handsome profit to 
our dealers. 


aia. 


Actual measurements of the 


5 + grate area, heating surface, 


ie 


firepot and fuel and ash doors 

will demonstrate the superior- 

ity of the Lincoln dust and gas 
» proof furnace. 


<x 


(tl, I ln 


LINCOLN IMPROVEMENTS 


1. Easy to operate 5. Covered Joints Thruout 
2. Ball-bearing Grates 6. Two-piece Slotted Firepot 


rr 


3. Feed Section Thru Front 7. Upright Shaker Handle 

é 4. Large Fuel and Ash Doors 8. Deep, Roomy Ashpit ‘ 
9. Radiator Cleanout and Smoke pipe cast in One Piece 

§ —All Collars cast on. « 


Ay 


Write for Catalogue and Prices 


/ AMERICAN FOUNDRY & FURNACE CoO. + 


> BLOOMINGTON, ILLINOIS 


rrr tx 
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NEW! 


HE latest addition to the 

Sunbeam line is the NEW 
Steel Furnace. It is riveted 
and welded—both; is equipped 
with Duplex Grates and has 
many other superior features. 
The coupon opposite will bring 
you advance information. 
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The 1000 Series Sunbeam—Now 
Equipped with Duplex Grates 


A Furnace 
FOR EVERY 
REQUIREMENT 


LOWEST PRICES 
IN Sunbeam 
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600 Heating Contractors were added to the list of 
Sunbeam Dealers in 1928! For 1929, the largest makers 
of heating equipment in the world have a better 
proposition to offer. 


Return the coupon. Get the complete details. You 
will be well repaid. 


The FOX FURNACE COMPANY, Elyria, Ohio 


Largest Makers of Heating Equipment in the World 
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The conscientious 
furnace man who 
wants to sell quality 


warm air heating 


can do so 
with us— 


























Backed by ~ SOu 
°Peration 


ee "re a do 


SUPeriorizy  ~°" Mor 
now, Ority—jusy send fcatures 


We bel . complete. 
é lev, : 
WARM 4/2 %d bel 
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If you are the type of man 

who buys and sells on a 7 * 
quality basis we can show you 
how to make more money with 


the PREMIER DE LUXE and 


our superior merchandising plan. 
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Backed by-an engineering 
Service that is prompt 
reliable and thoroughly 
experienced. 








* i - 
< 9uarantee nis 
rid (NEAR S Service 
Wi al Tt says 1S FREF 
and that in. J Tall 
Spires cop. | Premier 
Nidence ies ealers, 
actually 
(Yeates 












—and if you will just say so by 





RICAN ARTISAN 


returning this coupon we 
send you the complete story 
or send a representative. 

[] Mail full details. 


[] Have your representative call. 
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Net Facts About Coal 


and the furnace that burns it 


ELOW is an actual analysis of one of 

many grades of soft coal on the market. 
Conscientious retailers buy their coal from 
the mines with such an analysis as the basis 
of comparison. There are many kinds and 
grades of coal and their analyses vary. This 
one represents a fair average. 


Any furnace worthy of the name should 


burn the carbon in the coal. 
But peculiar as it may seem, 
few furnaces are so con- 
structed as to burn and get 
the heat from the volatile 
gases which constitute an 
average of 38% in weight of 
the coal. 


Suppose you pay $7.50 for 
a ton of good soft coal. If 
your furnace only burns the 
carbon or 54% of it then 
you get the heat from $4.07 
worth of coal. But if it 
burns and gets the heat 
from the gases also (38%) 
your furnace is nearly 100% 
efficient. 


$6.00 Worth of Gas 
in One Ton of Coal 


Another striking com- 
parison is now made by 
scientists. They find that 
the potential heat in gases 
distilled from one ton of 
soft coal, while burning, is 
equivalent to the heat con- 
tained in 8000 cu. ft. of com- 
mercial gas. At a rate of 
75c per 1000 cu. ft. the heat 
value of the gas in one ton 
of soft coal is $6.00. It is 
evident that a furnace can 
be wasteful or efficient de- 
pending on its ability 
to burn coal gas. 


Nearly Complete Combustion 

The XXth Century Hot Blast Furnace 
has been designed to give nearly complete 
combustion—to burn and get the heat from 
both the carbon and the coal gas. 


In the XXth Century Furnace, air is 








na 


S87 
38% 







An Actual Analysis 
of a Popular SoftCoal 


Moisture - - - - 


Gas------- 38. oO 

Carbon - -- - - 54.3% 

Ash---+-+--+- 6.1% 

100.0% 

Most Furnaces Burn 

Only the Carbon 54% 
Read 


how the XXth Century 
Hot Blast Furnace burns 
the carbon 54% and the 
gas 38%. 
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brought in from a small air draft pipe 


in the rear. It strikes the 
metal shield which diverts 
it around the sides of the 
firepot as indicated by the 
arrows. Because the out- 
let pipe to the chimney is 
much larger than the intake 
pipe a bellows action is se- 
cured. It is the same prin- 
ciple as a blacksmith mak- 
ing a hot fire with his 
bellows. 


The fresh air coming in 
contact with the firepot, is 
preheated. The metal shield 
directs it up through the 
slotted air tubes and out 
over the burning coals 
where it ignites and liber- 
ates the heat contained in 
the rich gases being distilled 


from the burning coal. 


Air in the average fur- 
nace is brought in under the 
firepot. It must pass through 
5 or 6 inches of burning coal 
before it reaches the gases 
at the top. Hence little 
oxygen is left to ignite and 
burn the gases which make 
up 38% of the weight of the 
coal. These gases either es- 
cape up the chimney or 
striking the colder surface 
of the radiator, form soot— 
a non-conductor of heat. 
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XXth 
Century 
Self-Clean- 
ing Tap- 
ered Air 
Tubes 


RE small- 

er at the 
top than at 
the bottom. 
Ashes that get 
inside, easily 
fall down to 
the ash pit 
below without 
clogging the 
air passage. 
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Science Approaches Perfection 
in this modern heating plant 


Truly science has approached perfection in 


this modern XXth Century heating plant. 
Fuel economy, maximum heat, long trouble- 
free service—it gives them all. These 
improved features, large oversize capac- 
ity and quality materials cost more 
money—but they are in- 
finitely worth it in the 

years of sheer sat- 
isfaction they - ig 
bring. +4 
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FURN, 


“Standard of Fine Furnace Value for 35 Years 





TISAN 


For the dealer who wants to build his repu- 
tation and sales on the solid foundation of 
quality the complete XXth Century Line will 
more than meet his requirements. The 1929 
Dealer Proposition is ready. Write for 
it today. 


The XXth Century Heating 


Aer AKRON, OHIO 


ci ed 





& Ventilating Co. 
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ITHOUT an interesting margin of profit Wise Furnaces 
would not hold our hundreds of steady year in and year out 
dealers. Without that high quality which truly satisfies custo- 
mers Wise Furnaces could not build the kind of business for 
dealers that would make them retain the Wise agency. Wise 
Furnaces are the product of men who have been constantly build- 
ing them for over thirty-six years. 


No “frills” but genuine exclusive 
improvements are found in 
Wise Furnace construction 


‘THE Wise 40 Series Open Dome shown at the 
left is distinctly the leader for this type of 
furnace. 

It has a new cellular one-piece firepot which sup- 
plies an evenly distributed air blast which provides 
complete combustion. 

It has an Elbow Shaped Flue Collar on the inside 
of the radiator turned up so the heat within the 
radiator must follow the castings to the top before 
entering the flue. 

Notice the heavy castings, ribbed firepot, shaker 
handle and correct design. Our catalog No. 23 
gives complete description—write for it today. 









Sales Cooperation 


Wise Dealers are given practical and 
consistent sales cooperation. Your 
request for information will bring 
full details. 
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~ heat 


” PROFITS — 


— for dealers 


The Wis¢« 
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FURNACES 


ing thousands : 
of fine homes- 


— SATISFACTION - 


— forhomeowness SZ 


NOTHER example of Wise high quality is found in the construction of 
the Wise 20 Series Return Flue Radiator Type Furnace shown on 
the right. 
The PATENTED construction of the radiator eliminates the objectional dirt- 
collecting and clean-out nuisance of the ordinary flue types. 
Feed chamber and top radiator are constructed to allow communication between them, 
bringing the opening of the fire flues of the radiator directly into the feed chamber. 


Flues are easily cleaned through the upper feed door, the dirt falling into the firepot. 
This is a feature your customers will appreciate. 


A complete high quality line 
of Cast and Steel Furnaces 


WISE did not bring out a steel furnace until it could 
offer something exclusive and better. 

Its success was instant. 

It has a riveted and welded body of heavy steel with large 
radiating surfaces. 

It has all the good features found on the better furnaces. 
Its exclusive feature is in the radiator which design elimi- 
nates the big weak spot in other steel furnaces. 
Notice the cast iron soot box and 
clean-out at the bottom of the 
radiator. 

Your customers who 
want a steel furnace 
will prefer this bet- 
ter design. 


urnace Co. 


















offering real honest value at the right 
price enables you to make good profits. 
It offers a well known and complete line 
enabling you to confine all your purchases 
to ome source. It offers you the backing 
of a sound company that is constantly 
growing. It offers progressive dealers 
close cooperation and exclusive territory. 
Write for Catalog No. 23 today and 
agency details. 
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Come Into The New Year 


penen® t 
“— six year* ae 
na sires Leng Ue Nr 
profits: Durirces, nowe 
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3usioM, compeny: + 
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“A superior fur- 
nace” and “selling 
co-operation” are 
the reasons given 
by Mr. C. J. Wiggs 


for his success. 


MR, C. J. WIGGS 


“Have enjoyed constant increase in sales 
and profits,” writes Mr. Wiggs of his ex- 
perience as a Homer agent. Mr. Smythe’s 
letter reveals similar satisfaction. Month 
after month, such letters come to us. 


And Homer dealers continue to renew their 
contracts, although their success frequently 
brings offers of other agencies. Their 





25 YEARS EXPE RENCE 


H. A. SMYTHE 


Homer Furmaces 


WARSAW INDIANA 


Furnace Company, 
Coldwater, Wichigen. 


Gentlemen: 


mace". Ite simplicit 

el a one heating qualities and low fuel = 
iption recommend it readily t 

urchasers of furnaces, eee ta 





~ & have had to c te with dea 
otner mexes of furnaces <n toveral jobs aan te te 
he how readily the prospect can see the 
= a Homer Furnace and how it excels 


Tt ts very eretifyi te ae to 
have been 
selected as tne agent in this 
Sar teen ietrict for the 


Yours very truly, 


ect ge 








After 25 years in 
the furnace busi- 
ness, Mr. H. A. 
Smythe is thor- 
oughly sold on 
Homer Furnaces. 


MR. H. A. SMYTHE 


loyalty is based on appreciation of the cash 
value to them of Homer heating comfort 
and Homer sales and co-operation. 

You, too, can enjoy greater prosperity in 
1929. Get into the Homer organization. 
Let our advertising and sales counsel help 
you. Write today for more information 
about 


HOMER—THE COMPLETE AGENCY 


Plan with us for a Greater, more Profitable Business 


HOMER FURNACE CO., Coldwater, Michigan, U. S. A. 


Capacity over 
30.000 Furnaces 
Annually 


a-5 
i-I 
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There's Harmony 
in Homer Heated 
Homes 
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And NewPro sperity* HOMER 


Experienced furnace men 
quickly appreciate the won- 
derful heating power of 
Homer Furnaces. The 
Homer “Grand,” Homer 
“Ace,” and Homer “Steel 
King” are scientifically de- 
signed by master builders 
according to the Standard 
Heating Code. One Homer 
installation in a community 
always wins you other sales 
—because Homer Furnaces 
give your customers com- 


plete heating satisfaction. “HOMER “ACE” 


HOMER “GRAND” 


Ten Ways Homer Helps You 


| Homer year-around advertising in your 
town creates a demand. 


2 Homer sales methods help you sell at 
profitable prices. 


3 Homer special direct-mail campaign 


reaches difficult prospects. 


4 Homer record-keeping system is a prac- 
tical safeguard of profits. 


5 A Homer representative is always ready 
to advisé and help you. 


The Homer Portfolio provides sales am- 
6 p 
munition. 


7 Homer Furnaces make Homer boosters of 
your customers. 


8 Homer B. T. U. method of figuring heat 
losses wins your prospects’ confidence. 


Q Homer co-operation and weekly sugges- HOMER “STEEL KING” 


tions increase your sales 


10 Homer financing yields you 92% of the 
contract price at once. 


HOMER—THE COMPLETE AGENCY 


Plan with us for a Greater, more Profitable Business 


HOMER FURNACE CO., Coldwater, Michigan, U. S. A. 
Whee ’ There's Harmony 


in Homer Heated 
Homes 
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Capacity over 
30.000 Furnaces 
Annually 
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The Story of a Ci 








Above—Duluth, Minn., in \ 
1870, looking east on Supe- 
rior St. at First Ave. East. 


Right — Duluth in 1928 as 
seen from the Boulevard 
Drive. The narrow strip of 
land is Minnesota Point, sep- 
arating Lake Superior on the left 
and St. Louis Bay on the right, 
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Duluth has grown from an unknown vil- 

Ser aren. lage to the shipping center of the midwest. 

: Located at the head of the Great Lakes with 

shies on a peace sicisn the ore mines of the Mesaba, Vermillion and 

Cuyuna Ranges only a few miles to the north 

and west, Duluth shipped in 1927 $101,898,684 

worth of iron ore. The inter-lake navigation 

¥ season for the Head of the Lakes Harbor 

‘@ averages about eight months, from April to 
December. 





Duluth has built itself up to its present 
position by the many industries that have 
taken advantage of the opportune location. 
The present comparison of important ports 
in the United States ranking according to 
total freight tonnage arriving and departing 
is as follows: 








1. New York 5. Baltimore, Md. 

2. Duluth-Superior Harbor 6. Norfolk, Virginia 
3. Philadelphia, Penn. 7. Buffalo, N. Y. 
4. Los Angeles, Calif. 8. Toledo, Ohio 


Western Steel Products Company 


130 Commonwealth Ave., 
DULUTH, MINNESOTA, U. S. A. 
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Western Steel Products Com- 
pany has grown up with Duluth. 
Since 1899, it has been developing and 
growing, supplying the furnace trade with 
products of standard, dependable quality 
all the while. 


The iron ore mines are only a few miles 
inland. Lake Superior offers low-rate 
contact with all water points. Duluth has 
helped Western Steel grow as Western 
Steel has helped Duluth. The Western 
Furnace is sold from Alaska to Florida and 
exported to New Zealand, Australia and 
Canada. 


Additional distributing points listed 
below enable the Western Furnace to be 
delivered to any part of the country at 
advantageous freight rates. 
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Above—Western Fur- 
nace completely as- 
sembled at Factory, to 
insure perfect fit of all 
parts. 


Left—Western Steel Prod- 
ucts Company factory at Du- 
luth. The labor turnover in 
the Western Plant is very small, 
especially in the furnace depart- 
ment. As a result, the men have 
become experts in the building of 
dependable furnaces. 









Special Features of the 
WESTERN FURNACE 





Unusual strength—corrugated top equalizes ex- 
pansion and contraction. 
Copper Bearing Steel—Western Furnaces are made 
of special alloyed Keystone copper bearing steel. 
Complete Heat Extraction—Two-flue radiator 
with “V” baffle plate retards smoke travel. 
Gas tight. 
High Fire Brick Lining in firepot. 
Water pan gives correct amount of moisture. 
Greater Brushing Surface—45 inches from top of 
— to head in combustion chamber. 

eams are held by close space cold driven rivets 
and are calked. 
Complete combustion due to sufficient amount of 
oxygen admitted by hot blast smoke and gas 
consumer. 











Distributed by 


Rien, Biscc ss cvesee Moncrief Furnace Company 
i RS dene cewe Kansas City Furnace Co. 
Pittsburgh, Pa. ..Wagener-Proie Furnace Company 
San Francisco. .Pacific Sheet Metal & Furnace Co. 





on eete 6¢ TOO 
22: oe Bist Saecctac 
CArR eats PSE nen ss.0'S: Boos aS 













Cincinnati, Ohio...... Niehaus Furnace Repair Co. 
Ravenna, Ohio........ Ravenna Furnace Company 
Chicago-Western Steel & Products Co........ 
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— Better Business 
























There is now a demand for 
warm air heating in high 
types of homes! Such homes 
naturally require a bigger and 
better type of installation. 
Moreover, price does not enter 
into consideration. Here’s.a 
fine market for better futtiace 
men — a market which has... 
been opened up by — = 





—which include a Front Rank Furnace and the following units 
—insurance of a comfortable, healthful home in cold weather. 


Standard Code Installation— 


Is your best assurance that the heat losses have been figured in 
a scientific way and that the job is fire-proof. That the plant will 
heat properly and is large enough for your needs. : 


Fan—!°s heat instantly to all rooms, near and far. Equal- 
izes the pressure in each pipe. Works automatically. 


Automatic Control iintins fren chou 


the entire house and saves fuel. 


keeps the air clean. 


Catches dust particles that would other- 

4 Air Filter— wise find bee way into the rooms. It 

Raises the oxygen content of the air. Keeps 

S Ozonizer “—"rhe air as pure as “after a thunderstorm.” 

Eliminates odors and prevents respiratory diseases. 

Automatically supplies moisture to the 

& Humidifier—; and keeps it at the right humidity 
or comfort as well as health. 


7 Coal, Coke, O01 es Ge ou 


18880041 YEARS OF CONTINUOUS SERVICE ~1929 
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We want to complete our 
dealer group with that type 
of men described by Roger 
Babson as having Integrity, 
Industry, Initiative, Inten- 
sity an Inspiration. If you 
are that type of man (even 
though you are now an 
employee without a busi- 
ness of your own), write 
us for details. 


LANGENBERG MEG. Co. 





L\MERIC 











4545 Euclid Ave., St. Louis, Mo. 
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course /bjit it, means getting 
better asi thfough the 
medius of better furnaces,’ 
better ady rtising and sales 
aii 






ter ins Hations t 
conscientious use of the 
Standard Code. | 


This pee makes a better 
grade of furnaces. That is why; 


we are i ed-in ent . 


and future’dealers-gf the € bet: N 
ter type+-men who know the _ 


ae of the Standard C6de* 


ASS 


Vide-Pres., Langenberg Mfg. Co. 


FRESH AIR 











REGISTERE®D 
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1888041 YEARS OF CONTINUOUS SERVICE ~1929 
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The Invincible 


TITAN FURNACE— 
originally called super- 
heater—because of its 
high heating capacity—is 
essentially a furnace of 
quality, long life, and 
maximum efficiency. 


The HERO FURNACE has be- 
hind it a quarter of a century of 
satisfactory service. Quality and 
dependability have always been 
synonymous with Hero. 


THE CHALLENGE FURNACE is the 
ideal installation for those who seek 
quality and efficiency, but where selection 
must be controlled by price. Meets com- 
petition squarely both in weight and cost. 


Due to the consolidation of these companies, the increased pro- 
duction facilities make deliveries most prompt and satisfactory. 


Standard Foundry & 


Consolidating - Hero Furnace Co., Sycamore, IIl., 
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Heating Trio 





In-built are all the ele- 
ments—all the features— 
that the experience of 
years has proven are 
sought in a warm air 
heater where quality 
alone is the sales factor. 





FURNACES 


Unusual features, such as the pop- 
ular air-washer, make the Hero 
“600” a real leader. With its 


national reputation, the Hero is a 
dominant business builder. EL 


NIG 
LEG 


Dealers—whatever class of furnace your trade wants—here is the answer. Write 
today for full descriptive catalogs. State which furnace you are most interested in. 


sive—put it in a class far above that in- 
dicated by its cost. Especially fitted for 
volume sales to builders. 


Without question, the quality of the 
Challenge—the features that are exclu- 





DeKalb, 
Furnace Company fi 
and Standard Foundry & Mfg. Co., De Kalb, IIl. 
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The New Superb 
FAULTLESS FURNACE 





BUILT TO GIVE THE BEST 
DEMANDED IN A 


STRICTLY HIGH CLASS FURNACE 


Jobbers and Dealers will find it advan- 


tageous to obtain full information. 


The GRAFF FURNACE CO. 


116-118 Wooster Street 
NEW YORK 
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—one-piece radiator, col- ae : 

, gama through ERE it is—new design, new construc- ad a 1 
<nteamatioes tine. tion, new efficiency—the greatest fur- oade 
teed 2. cation comes nace yet, by a eg tnd that res = 39 Get complete details, 
fat end triangular type +: YEARNS’ Experience in furnace making. t is Malt congen today for 

grates interchangeable thoroughly in keeping with the spirit and illustrative and de- 
Po cg hao ona requirements of the Standard Code—full seriptive folders. 

radiating surface, full grate area 

and easier than ever to install. It — 

is a new reason why warm air ) qHE_FORES*CO., 

heating is the healthiest and most | FO Neland, Odi°- 
satisfactory. Send the coupon at , °""" 
once for literature describing and | wie =¢ 
illustrating this new NIAGARA. 4 *" 


\ Name -*"""" 


The Forest City Walworth Run\ ““— 
Foundries Co., Cleveland,O. ‘°° —- 
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TUBULAR 
HEAVY DUTY 
FURNACES 


TOP RADIATOR 
FURNACES 


STEAM OR 
WATER 
BOILERS 


COMBINATION 
HEATERS 


No job too big, No job 

too smallthata FLORAL 

CITY HEATER can’t be 

used. 

SOME CHEAPER 
NONE BETTER 


CHICAGO OFFICE 
1654 Monadnock Block 





ee et nee 
’ 
‘ 


Like Sterling on Silver--- 


Floral City 


on heaters 
means 
L the best— 


an 


IFTY years of success- 

ful building of heaters 
for the better grade of 
homes has proven our 
product right, we KNOW 
what the dealer wants and 
try to fill this want. 


The latest improve- 
ments with the best mate- 
rial and labor money can 
buy is the foundation for 
our product. 


All Floral City Furnaces are 
Rated on the Standard‘ Code 


and each furnace leaving our factory carries a plate with this 
rating and THE MEASUREMENTS THAT THIS RATING is 
based upon, right on the front. 


Think What We Offer All In One Unit— 


APPED joints, castings extending through fronts, door fitted 
direct on outside of casing, shaker grates, upright shaker han- 

dle, almost straight firepot, either slotted or plain. Direct or in- 
direct smoke damper, one piece radiator, built-in smoke burner, and 


extra weight in parts subject to hardest service. 
REMEMBER—WE PROTECT YOU—WE SELL ONLY TO THE TRADE 


Stocks at Chicago and Monroe, Mich. 


Drop us a card today if interested in quality at a price 





well within the range of competition. 


Floral City Heater Company 


MONROE, MICH. 


DETROIT BRANCH 
4452 Cass Ave. 
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Announcing - The New 


“FLORENCE” 
FURNACE 


203 








Made and introduced by the makers of the 
famous line of Florence Hot Blast Heaters and 
Stoves—successful for over half a century. 


it’s a real Hot Blast 





HE Florence Hot Blast Furnace embodies the 
same patented principle of combustion as the 
famous Florence Hot Blast Heater—recog- 
nized everywhere and ever so long, as the best 
ever developed. It-is the only coal furnace that can 
be positively controlled to any degree of heat. Oper- 
ates best on cheap grade slack or lump coal. The 
Florence Furnace burns the smoke and soot—noth- 
ing is wasted. The only furnace that will maintain 
even temperature without the use of a thermostat. 





Many New Features 
The Florence Furnace embodies all the newer de- 
velopments of Furnace construction. It is attractive, 
durable and the most economical consumer of fuel 
ever offered. Heating problems vanish when a 
Florence is on the job. 


Fully Guaranteed 


Florence Dealers and Buyers are amply protected 
against every and any defect in material, construction 
and workmanship. The C. Emrich Company has 
always stood squarely behind its products and pro- 
tected dealers and buyers alike throughout its long 
business career. 

Liberal Dealer Proposition 

An exceptionally broad and profitable proposition 
awaits the Dealers with vision, initiative and who 
have a desire to make more money in the Furnace 
business than ever before. The first inkling that this 
company proposed to enter the furnace field brought 
many unsolicited requests from Dealers for first con- 
sideration. They are being taken care of—so will your 
application receive the utmost courtesy. Write now, 
today for full particulars and literature. 


C. EMRICH COMPANY 


Founded in 1861 
COLUMBUS - - OHIO 


Manufacturers also of the famous SUPREME 
FLORENCE HEATER and FLORENCE STOVES. 


(Arrows in above picture show direction of heat) 


The Florence Furnace is a scientific heating unit 
designed to give the most heat, perfectly controlled, 
at the greatest possible saving in fuel. 

The Florence is easy to sell—easy to operate and 
easy on the pocket book. The smoke consuming, 
fuel saving and heat controlling device is an exclu- 
sive patented feature that eliminates costly forced 
air*or stoker under feed appliances. 

Approved by smoke inspectors and smoke abate- 
ment leagues everywhere. 


! AM INTERESTED! 


Please send full details -and descriptive 
literature about FLORENCE FURNACES to 


PEED Sh IN eV oc creccrcasedcedeneesecscetonesesnsec 
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The 


» \ Vy 
Series C 








{ me IMPROVED 


line of furnaces presents 







a combination of modern 
features that. make selling 
easier, installing quicker, 







and heating more efficient. 






The Moncrief proposition 
should be investigated by 







every dealer ambitious to 






build a more profitable 
substantial business. 






The HENRY FURNACE 
& FOUNDRY CO. 


3471 East 49th Street 
CLEVELAND, OHIO 


Distributors and warehouses in the principal cities 
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Look it over — notice its 
high quality construction 
and features—and 

remember this 


IT COSTS YOU LESS 


Hundreds of furnace dealers know this to be a 
fact—we can convince you too 


WE can show you real quality and up-to-date’ Brillion Furnaces are noted for their heavy cast- 
construction and give you a price that will ings and fine workmanship and features that your 
surprise you. customers desire. Just send the coupon—let us tell 

’ you all about our different sales and manufacturing 
Why ?—It’s no secret—we have less overhead—no methods—find out why Henry Ford bought hun- 


high salaried executives or other dreds of Brillions. 


unproductive expenses. You pay for Know now that during 1929 you are going to buy 
nothing that you don’t get or need. high quality at the right price. 


BRILLION 


VACUUM PORTABLE FURNACE CLEANER Po 


AN? this gets you extra profits and new prospects. The Brillion Vacuum a A.A. 


Portable Furnace Cleaner is sturdily made of cast aluminum, with 
flexible metal hose adaptable for all styles and sizes of furnaces and @#® ppRiLLION 


boilers. It is light in weight, adaptable for a one man job and can be conveniently 
carried in any small car. It operates from any ordinary light socket. a FURNACE Co. 
No dirt or dust while cleaning. 


Get ready for next season, find out about this now o” Gentlemen :— 


Many dealers are grabbing the Brillion for furnace cleaner ‘ one 
business because of its advantage in getting into prospects’ Convince me that Brillion 
houses, gy as for 7 eens po a — Furnaces are high grade and 
erritory for furnace cleaning with the Brillion an . 

you'll learn more about your furnace sales possi- 4 sell at a price unusually low for 
bilities than you ever did before. o” such quality. 







Send the coupon today for full information. r 


BRILLION FURNACE COMPANY = g® Name. oooccccccccccsecsevseseesescstsseeveee 
200-300 Park Ave., Brillion, Wis. 17 N. La Salle St., Chicago ? 


BRILLION, WISCONSIN a Address 
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A MESSAGE OF 
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LEVER RADIATOR 
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Tlo-mORROW'’S [FURNACE 
MIADE Tlo-IDAy. 


N truth, at last, the industry - ben T= “TRUESTEEL” 
has the Perfect Furnace. so ek . franchise in your com- 
All advancements and refine-* \ pe munity means larger profits, 
ments combined to give better satisfied customers, 
“Cleaner Heat.” cleaner heat. Investigate. 


CO-OPERATION REDUCES SALES RESISTANCE 
THE MIDLAND FURNACE CO. “COOPERATES” 


ERE’S the Midland cooperative way—direct mail to your prospects, 

store demonstrations, window trims, newspaper advertising, signs, 

all combined into sure fire sales plans which sell you to your community. 

Every Midland representative is a merchandising man, authorized to work 

out systematic sales plans with the dealer, so as to assure more installations 
at a better profit. 


men who are interested in quality merchandise 
backed by scientific and sure fire sales methods. 


{ We invite inquiries from responsible handise | 


THE MIDLAND FURNACE COMPANY 
COLUMBUS, OHIO 


**4 new quarter million dollar 
plant in operation producing 
furnaces exclusively and not as 
a side line. 
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swiftly... 


the moving finger writes... 


recording rapid changes of this wonder age .. . 


our products keep pace . . . made on modern machines... . 


. in modern designs . . . at high factory standards .. . 


above all . . . our modern sales helps . . . our modern sales 
literature . . . surpass all else ineffectiveness . . . in actual 


selling power ... 


better merchandising methods ...new sales plans... 
modern selling efforts . . . to benefit our trade . . . loom as 


our 1929 program ... 


ask for ... details... 


INTERNATIONAL HEATER COMPANY 


Chicago. . . .Cleveland. .. .Utica. . . .New York. . . - Nashua, N. H. 
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SCHILLS = 


New Idea 


Furndces. 


CHILL quality furnaces have been used and 

praised by the public for over 35 years. This 

is important to you—it means that you can thor- 

oughly satisfy your customers by serving them 
with the Schill New Idea. | 


Constantly Improved, the The Schill New Idea is a high quality furnace 
leader for quality for over in every respect, the kind of furnace you can 


35 years. : 
sell your best friend. 


The durable 

self-cleaning 
radiator — Notice ®— 
immense radiating surface 


This shows the famous —— O other furnace is like this one—the double 
—- 5! cae . Lg Aas firepot which provides a hot blast is excep- 
them. tionally efficient. Don’t take our word for it but 
investigate its merits thoroughly. Send for our 

special circular and catalogs which give full 

details of tests made. Learn why this one fea- 

ture alone will increase your furnace sales and 


bring you better profits. 





Ask us to send you the circular “What’s What 
about Schill’s New Idea Furnace.” 


Get set for next season with this business winner. 


The SCHILL BROTHERS CO. 


Showing the heavy Feed CRESTLINE. OHIO 
Section and % inch deep ? 
cup joint. 
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FORCING SALES with 
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Aree ote 
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LEA ATH eR San ecb | | rN 
SURG Siiaie ea pada ante he pe eke) ; Be ESS Daca — een, 
, Richardson System of Mechanical Heat- 
ing and Ventilating 
ANY heaters in your neighborhood will be “good enough” for a long 
time. That is, unless you tell their owners about the new science 
of forced air heating. 
You can force many sales by broadcasting the story of the Richardson 
System of Mechanical Heating and Ventilating among your prospects. Tell 
them how the furnace fan forces heat into every nook and corner. How 
the humidifier properly moistens the air. Show them how perfect venti- 
lation is assured both winter and summer. : 
There are enough talking points to interest the hardest boiled owner. 
Modern science has paved the way—you force the sales. 


This Company believes in the utmost protection to the 
dealer—the logical link between factory and consumer. 


ICHARDSON 6 Boynton Co 


Manufacturers of “Richardson” “Perfect” Heating and Cooking Apparatus Since 1837 
260 Fifth Avenue New York City 


New York Utica Newark Philadelphia Boston Chicago Bu ffalo Mi polis Ci ti Pittsburgh Detroit Providence 
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Agricola 


We take 
this opportunity to 

















express to our many friends 
and customers in the Warm 
Air Heating Industry our sincere 
appreciation of their friendship 
and good will and wish for 
them a year of real success 


in 1929. 
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Ceaser iy 
Ngicota Furnace Company, Inc. XtABAMA 
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et LATCO Furnaces 




























” Boiler Plate and 
Cast Furnaces 





American Furnace Co., 2719 Morgan St., St. Louis, Mo. 





Cut on dotted line Please send your complete “AFCO” Dealer Plan (without obligation). 


and write in margin i 
| 
| 
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Sell the kind of quality 
that brought the demand 


é¢ 
Famous for steel furnaces 
favorites “THE higher quality of the steel furnace years ago en- 


abled the dealer to sell better warm air heating. 








for The demand for steel furnaces has grown with the public 
demand for better heating, cleaner heating, lasting service 
over and higher efficiency. 
. ‘‘Home Comfort’’ Warm Air Furnaces helped bring about 
Fifty the demand for better heating and with it the demand 
for steel furnaces. 
Years’’ ‘Home Comfort’’ Warm Air Furnaces have over fifty 





years of experience behind them---they have always proven 
profitable business builders for dealers. 


Always high quality and Up-to-Date 
‘Home Comfort” construction has kept pace with the 
times always being of highest quality and having worth 
while features. 













Write for our Catalog 
and Agency Details 


Learn all about the unusually efficient con- 
struction of Home Comfort Furnaces. Find 
out why Home Comfort dealers sell more 
Home Comforts each year. Ask for our 
Special circular ‘A Dozen Appeals to Rea- 
son'’--it gives details of Home Comfort 
features. 
















“HOME 
COMFORT” 


Warm Air Furnaces 











ST. LOUIS HEATING COMPANY 
2901-11 Elliott Avenue ST. LOUIS, MO. 


Pittsburgh Distributor, VASFRER BROS- 
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improved 
exclusive features 
















ELECTRIC PERMANENTLY 
WELDED TIGHT 
ALL STEEL AND 






SEPARATE 
POUCHES 


ABSOLUTELY 1 
LEAKPROOF ; 












COL-BURN HEATER 


NYS this high grade steel heater is even better than ever before. Its new improvements recently incorporated in 
its design are important and exclusive. They have focused the attention of the industry to the Col-Burn. 


The separate pouches are electrically welded to the body, making them absolutely leakproof. 
The heavy cast iron front is fitted to the pouches in such a manner that leakage is impossible. 
This new and exclusive method of fastening front also makes it easier and quicker to put on. 
Another of the new features is Welded Steel Cleanout Collar. 


YEARS OF WELDING EXPERIENCE ASSURE PERFECT WELDS 
The Col-Burn Heater is manufactured by a company having many years of experience in fabricating steel prod- y 4 
ucts requiring AIR-TIGHT construction and PERFECT WELDING. 
Welding is the most permanent and leakproof furnace construction obtainable and the perfection of the A.A 


welds is important. 


The Col-Burn Heater is built right, designed right and sold right. Its body AND radiator are of heavy high grade steel. H a 
No other furnace is like it. There are many other features which we will be glad to tell you about. eater Co., 
Our NEW PLANT using NEW MACHINERY gives us better and added production facilities on this IMPROVED 1955 N. Long 


COL-BURN. Exceptionally attractive agency policy now ready for 1929—just send the coupon Ave., Chicago. 
P a Il am interested 
i the Improved Col-Burn 
ol-Durn KMeater ompany heater. Send me complete de- 
tails and prices 
Division of 


ENTERPRISE BOILER & TANK WORKS ta a. Sines AE ie 
1955 North Long Avenue - CHICAGO, ILL. ft I dee saeseca.c's a 
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SMOKELESS operation is 
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something your customers would pay extra 
for but get without added cost when 


you sell them the 


—with the 
famous 
patented 


N exclusive patented furnace design, not 

just an appliance or attachment. Many 
actual tests of the Ath-A-Nor with fire at maxi- 
mum efficiency have conclusively proven it to be 
Smokeless. This means much to your customers 
—it means complete combustion of all fuel burned 
—it means many dollars saved each year on coal 
bills. 


Learn all about the MAY-FIEBEGER 


line of well known, high grade 
furnaces and the 1929 agency 


HE May-Fiebeger line is complete. There are top radiator styles, with 
The original smokeless, open dome, Ath-A-Nor. 
Last, but not least, new all steel, with riveted and welded joints. The 
May-Fiebeger name is in thousands of homes—it is not only well known, 
but so favorably, that our dealers have a steady customer recommended 
The May-Fiebeger quality, fair prices plus efficient and prompt 


our Solid Comfort. 


business. 
service, will show you greater profits. 








Three-Way 
Air-Blast 
Smoke 
Consumer 


T means cleaner homes. Not only is the Ath- 

A-Nor outstanding because of this important 
feature but also because of its heavy durable 
construction and other worthwhile features. It 
is a furnace that gives your customers added 
value—a furnace that gives you added selling 
advantages. 





The May-Fiebeger Co. 


Newark, Ohio 
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TORRID ZONE for 1929 
Wins Public Approval 


OUR policies for 1929 will be based on the success you attained in 1928. The 
Y thousands of Torrid Zone dealers who increased sales volume and furnace profits 

during the past year are looking ahead to even greater increases in 1929. 
Contractors, architects, home builders and home owners—more of them this year 
than last will demand furnaces that are riveted and calked absolutely gas and smoke 
tight; furnaces that positively do get a maximum amount of heat out of the fuel used 
regardless of whether it is coal, coke, wood or oil; and furnaces that have established 
past records for long life and economical operation. 
The Torrid Zone steel furnace easily meets these requirements. And as a Torrid 
Zone dealer you represent the world’s greatest supply of riveted steel furnaces, 
having at your command over a hundred distinct styles and sizes in gas-tight, riveted- 
steel furnaces to meet every heating requirement. 
If your 1928 records suggest a change of policy and if you seek increased furnace 
profits for the coming year, write us for complete information on the 1929 
Torrid Zone. 


LENNOX FURNACE COMPANY, Inc. 


Marshalltown, Iowa Syracuse, N. Y. 
In Canada 


Lennox Furnace Company of Canada, Ltd. 
Toronto, Ontario 
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Continuous Flame 














How Warm-Air Furnace Dealers Can 


Make Thousands of Dollars—Extra Profits 


Are you overlooking these extra profits? Are 
you taking advantage of this remarkable op- 
portunity of increasing your sales and profits? 
Many Warm-Air Furnace Dealers do not real- 
ize that every installation of a warm-air furnace 
creates a “live” prospect for the McIlvaine Oil 
Burner — because the McILVAINE is the 
“ideal” installation for warm-air furnaces 
and the public is demanding the comfort and 
convenience of Oil Heat. 








Listed as Standard 
by Underwriters 


The success of W. J. Vierck & Son, Rockford, 
Illinois, who have sold and installed McIlvaine 
Oil Burners for several years, and increased 
their profits by thousands of dollars every 
year, shows what any live, progressive warm- 
air furnace dealer can do, by obtaining the 
Mcllvaine Sales Franchise and capitalizing on 
his warm-air furnace installations. You, too, 


can increase your profits—with no extra over- 
head, with the McILVAINE. 


Don’t Delay—Write Now for Full Information 
- About the McIlvaine Sales Franchise 








IVES PAVIA 











Mention AMERICAN ARTISAN in your reply—Thank you! 





December 29, 1928 








December 29, 1928 AMERICAN ARTISAN 








219 


Mechanical Draft 
















The Ideal Method of Operation 


for All Types of Home Heating Systems 


The McILVAINE is scientifically correct for warm-air furnace installa- 
tions. It is quiet and clean. No cracking of furnace firepots. No opening 
of furnace joints. Its continuous flame, mechanical draft and graduaved 
control insure continuous warm-air circulation, with the highest efficiency 
—freedom from odors and trouble. 


The McILVAINE is listed as standard by the Underwriters. The only 
flame is the oil flame. There is no gas pilot to blow out—no electric 
spark to fail—no intricate starting and stopping devices to get out of 
order—no danger from delayed ignition. There is no waste throu. 4 
alternately forcing the furnace, then cooling it off again. 


The McILVAINE has many advantages over the gravity and inter- 
mittent types of oil burners. The flame burns constantly—moderately. 
It is not turned on and off or high and low, but maintains an even tem- 
perature at all times, by the McIlvaine System of continuous operation. 


Mcllvaine Oil Burners (installed since 1924) in hun- 
dreds of homes, are giving perfect satisfaction in all types 
of warm-air furnaces, steam and vapor boilers and hot 
water heating systems. They have demonstrated their 
dependability, economy and efficiency in actual service, 
under all conditions. Performance is the best evidence of 
efficiency and service. 





Write for detailed information about the Mcllvaine 


McILVAINE BURNER CORPORATION 


749 Custer Ave. Dept. A Evanston, Iii. 








OIL BURNER 
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A complete 
new line gi 


TD 


FURNACES 


Constantly Improved 
for over 3// years. 


DEALERS: 


will Ce especially — 


PH.MaGirl Foundry & Furnace 


BLOOMINGTON Works ILLINOIS 
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use of the Hall-Neal Demonstrator. 





Bert Easling (left), salesman, and Mr. Smith (right), proprietor, The Hillsdale Hdwe. 


Co., Hillsdale, Mich., who attribute their remarkable increase in furnace sales to the 











How a Simple Demonstration Sells 
Furnaces for Hillsdale Hardware Co. 








ITH th 

Hall - Neal 
strator the 
heating efficien 
Hall-Neal Victor 
nace is-easily and 
vincingly proved. 


HE Demonstrator is a miniature furnace, divided in the 
center. One side represents usual furnace construction; 
the other, Hall-Neal in construction. Fitted with elec- 
tric heating element, and attaches to convenient lamp socket. 























400% increase in furnace sales! This 

remarkable sales record of the Hills- 
dale Hardware Co., Hillsdale, 
Mich., was established the 
first year the Hall-Neal Dem- 
onstrator was used. 


The Heat Radiating Fins of Hall- 
Neal Boiler Plate Furnaces, pro- 
viding more than 8,000 square 
inches of additional heating sur- 
face, greatly increase heating 
capacity. This outstanding advan- 
tage is so convincingly presented 
by the Demonstrator that it gives 
Hall-Neal Dealers an unusual lead. 


Write or wire for the full facts of 
our interesting proposition! 


The HALL-NEAL FURNACE CO. 
1322-32 North Capitol Avenue 





INDIANAPOLIS, IND. This handy demon- 
strator, complete 
We believe in and belong to The National with carrying case, 


Warm-Air Heating Association weighs only 4 Ibs. 


HALL-NEAL VICTOR 


THE FURNACE WITH FINS 
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WARM AIR HEATING IS 
MORE POPULAR THAN EVER! | 











HE ever increasing appreciation of the superior merits of this 
type of heating is largely the result of the research and adver- 
tising activities of the National Warm Air Heating Association. 


These activities have been made possible by the financial co- - 
operation of the following active members of the Association: 








Armstrong Furnace Company.......... 


Forest City-Walworth Run Foundries Co 
The Pea FPernese Co..........cccccese 
PE EE EAD. wo oct cuseccbonees 
General Steel Ware Co., Ltd. . Toronto, 


Waa! a EE EOD... oc cuswactecese ces 


174 East Long Street 


...London, Ohio 


American Foundry & Furnace Co. . Bloomington, Illinois 


American Furnace Company......... St. Louis, Missouri 
The Armstrong Company............. Detroit, Michigan 
Bergstrom Manufacturing Company..Neenah, Wisconsin 
The Beckwith Company............ Dowagiac, Michigan 
Bridge & Beach Manufacturing Co... .St. Louis, Missouri 
eee Brillion, Wisconsin 
Co-Operative Foundry Co........ Rochester, New York 
Columbus Heating and Ventilating Co..Columbus, Ohio 
Abram Cox Company........ Philadelphia, Pennsylvania 
Detroit-Michigan Stove Co............ Detroit, Michigan 
Farris Furnace Company............ Springfield, Illinois 
Floral City Heater Company.......... Monroe, Michigan 


.Cleveland, Ohio 
....Elyria, Ohio 
Troy, New York 
Ontario, Canada 


Hall-Neal Furnace Co.............. Indianapolis, Indiana 
Hart & Cooley Manufacturing Co....New Britain, Conn. 
Henry Furnace & Foundry Co.......... Cleveland, Ohio 
SP rear Holland, Michigan 
Holland Furnace Co................ Holland, Michigan 
Homer Furnace Company.......... Coldwater, Michigan 
I ER ices ice cue en Utica, New York 
Independent Register & Mfg. Co........ Cleveland, Ohio 
International Heater Co.............. Utica, New York 
Charles Johnson Company, Inc........... Peoria, Illinois 
Langenberg Manufacturing Co........ St. Louis, Missouri 


Columbus, Ohio 


Lennox Furnace Co................. Marshalltown, Iowa 


L. J. Mueller Furnace Co......... Milwaukee, Wisconsin 
The Majestic Company............ Huntington, Indiana 
Marshall Furnace Co................ Marshall, Michigan 
Mt. Vernon Furnace & Mfg. Co....Mt. Vernon, Illinois 
May Fiebeger Furnace Co................ Newark, Ohio 
Milwaukee Corrugating Co...... Milwaukee, Wisconsin 
Meyer Furnace Company................ Peoria, Illinois 
i I ee Sco ccnsetacse Panes Peoria, Illinois 
Midland Furnace Co................... Columbus, Ohie 
Oakland Foundry Company.......... Belleville, Illinois 
Peninsular Stove Company............ Detroit, Michigan 
Premier Warm Air Heater Co...... Dowagiac, Michigan 
Richardson & Boynton Co.............. New York City 
Dey anne sinew sss aces Dowagiac, Michigan 
re Chicago, Illinois 
A. H. Robinson Company............... Massillon, Ohio 
Rock Island Register Company... .. Rock Island, Illinois 
Rybolt Heater Company................. Ashland, Ohio 
Standard Foundry and Furnace Co...... De Kalb, Illinois 
Success Heater Company............. Des Moines, Iowa 
Symonds Register Company......... St. Louis, Missouri 


Tubular Heating and Ventilating Co............... 
Philadelphia, Pennsylvania 


Tuttle & Bailey Manufacturing Co...... New York City 
Thompson Manufacturing Company....Denver, Colorado 
United States Register Co........ Battle Creek, Michigan 
Waterman-Waterbury Company. . Minneapolis, Minnesota 
Warm Air Furnace Fan Co............ Cleveland, Ohio 
Waterloo Register Co... ... 06... ccc cece Waterloo, Iowa 
Western Steel Products Co........... Duluth, Minnesota 
Oe I Nn os cas aos URES 0d tT Akron, Ohio 


National Warm Air Heating Association 


° Columbus, Ohio 
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«V9, THE NEW IMPROVED 


yun FARRIS WATERBASE 





THE GREATEST ACHIEVEMENT IN 
WARM AIR HEATING 


FEATURES 


An Exclusive, Patented 
Automatically controlled 
Air Conditioner, with 
flushing, filling and 
draining features com- 
bined in the base of the 
furnace. 


The Waterbase is not a 
New or untried Prin- 
ciple but has been used 
for years in Thousands 
of Homes in the Cen- 
tral West. It has estab- 
lished an enviable repu- 
tation for Cleaner and 
more Healthful Heating. 


Farris Warm Air Fur- 
maces are again leading 
the field in modern con- 
struction. 15 years ago 
they were self-cleaning, 
with Feed Section and 
Ash Pit extending 
through the Front with 
ground air tight doors, 
smoke consumer, upright 
shaker, etc., now, with 
the Improved Air Condi- 


tioning Features they are Greater Profi ts see Eas 1er Sales 


again years ahead. 





The only Furnace that are assured the progressive Dealer who recognizes the selling advantages 
will not stir up Dust of this (Patented) Automatic Humidifying Air Cleaning Principle. 

ee er nga with. Fon The Home Owners’ instinctive desire for a Cleaner, more Healthful 
n ° 


Heated Home is your opportunity to present a Furnace of instant appeal, 
that will convincingly fulfill that desire. 


Thirty to 55% relative humidity guaranteed. 





If you are interested in a business building 
proposition that knows no competition, fill out 
the coypon below. 






Flusher 


FARRIS FURNACE CO. 
Springfield Illinois 


| 
| 
| 
| 
Gentlemen: 
Please send me your Dealers’ Proposition and 
full Information on the New Improved Water- 
Base Furnace. 
| 


Drain 


aa i i Re Se ee aT or 


FARRIS FURNACE CO. 


Established in 1899 


SPRINGFIELD, ILL. LAAN RE AROS OE 


Say you saw it in AMERICAN ARTISAN—Thank you! 


i a a a ee ok 
























AMERICAN ARTISAN December 29, 1928 


ANNOUNCING 


- A New Line of Improved Registers 
Manufactured by The W. E. Lamneck Co. 











LAMNECK Registers 


Represent the same advanced engineering and the 
same high quality that has distinguished Lamneck 
simplified pipe and fittings. 


A Complete Line - 


Including floor registers, * baseboard registers, both 
two piece and one piece, wafer registers, and cast iron 
cold air faces <*> e+: available to the trade in January. 


Write for complete information on this improved 
line before you place another order for registers. 






THE W. E. LAMNECK CoO. 416 Dublin Ave., Columbus, Ohio 


MANUFACTURERS OF LAMNECK SIMPLIFIED FITTINGS AND THE LAMNECK LAUNDRY DRYER 







e does not permit a complete description of the entire new line here. To give you an idea 
of the superiorities of Lamneck Registers some of the outstanding features of the Lamneck Floor 
Register are given on the page opposite. 
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*A More Efficient and More 
Sanitary Floor Register - 








AMERICAN ARTISAN 





The new LAMNECK Register has two outstanding advantages o- 


In the first place, when the register is open the fans are directly 
behind the grill bars, reducing by half the frictional resistance to 
the passage of air. Moreover, the opening at the bottom has a free 
air area actually greater than that at the grill; there are no flanges 
in the bottom to diminish the size of the opening and cause friction. 


Secondly, the fans close tight against the grill bars, so that all dust 
that accumulates in the closed register can be removed by passing a 
vacuum sweeper over the grill. In the conventional register the fans 
when closed are approximately two inches below the grill, forming 
a deep dust trap that is impossible to keep clean. 


As a result of these two advantages the LAMNECK Register makes 
any furnace job more efficient and decidedly cleaner. 


In addition to these primary advantages this new register makes a 
much better appearance — due to the fact that the fans close tight 
against the grill and are finished to match. The LAMNECK Register 
gives the appearance of a neat grill rather than a black hole in 
the floor. 


The LAMNECK Register is just half as deep as the conventional 
register; hence it requires only half the space in shipping and in 
storage — a feature which furnace installers will appreciate. 


In spite of its many advantages, the LAMNECK Register costs no 


more than the conventional type that has been made without any 
actual improvement for over seventy years. 
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“Not just a place that fills orders 
but a House that truly serves you” 


HENEVER we hear this said about the F. Meyer & Bro. Company we feel 
that we are doing our job. 


Hundreds of our thousands of regular customers ask us for information and help 
in figuring installations according to the Standard Code. That’s part of our service 
and we like to do it. 


We know your problems and it has been our life long work to make their solutions 
easier by serving you with better merchandise and doing our bit to help improve 
both the conditions of the warm air heating industry and installations. 


We make or sell everything needed by you to make good warm air heating in- 
stallations. It is our job to serve you not only promptly with good merchandise but 
to make it easier for you to do better work at a better profit. 


Start the New Year by availing yourself of our service. 





F. MEYER & BROTHER CO. 


Peoria, Illinois 
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30 years— 
NOW—better than ever 


_— easy long curves used in Handy Pipe con- 
struction mean less heat loss, an even flow of 
warm air to the rooms, and better satisfied 
customers. 


Every section of Handy Pipe is designed with the 
frictionless idea in mind—only one place for the 
warm air to go and it is gently guided there by 
curved angles. 





O 
Friction 


HEN you get the idea of air flowing like water then 
you see the importance of curved angles like these— 
no retardation—no “whirlpools” to cause trouble. 


The favorite with thousands of the livest warm air heating 
men for over 30 years—now better than ever—its money 
saving features are important as well as its better heating 
features. Handy Pipe saves more time and goes together 
quicker. Handy Pipe is Union made by journeymen me- 
chanics and is first quality in material. 


Write today for free sample 
and our complete catalogue 
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One-piece 
bard Regis 





No. 150 Two-piece 
Baseboard Register 


AG Tey 


rN WYK Bascbeatdl Register 


\Y 
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XY | 


the Air Capacity Line 
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Till You Get 


Proposition 


Sign No Orders/. Stand ‘em all off/ 








No. 345 
Reversible Sidewall 
Register 






No. 280 
Pebble Design Cold Air Face—Cast Iron 





No. 255 Steel Cold Air Face 
No. 350 


No. 200 
Steel Floor Register 








No. 390 
No. 2250 Adjustable Sidewall Register No. 340 
Ceiling Ventilator Sidewall Register 





THE HART & COOLEY MFG. CO., New Britain, Connecticut 
NEW YORK—101 Park Ave. - - PHILADELPHIA, 1600 Arch St. 
&, CHICAGO, 61 West Kinzie St. (Western Warehouse at Chicago) 


Hate 


Capac ity Line 
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Great new improvement insures set- 
ting registers straight in crooked stack 
heads. Movable lugs permit: quick, 
sure adjustment. : 
This lug slides right or left 5" in 
frame to permit straightening 


of feeey, oo ann 


Attractive designs finished in a va- 
riety of colors. Greater than usual 
open area. Simple and permanent 
valve adjustment. 


Hardened steel screw 








NoRartehe Hardened steel screw 
engages lug at left 


BASEBOARD SELF STRAIGHTENING 
REGISTERS WALL REGISTERS 














vy 








“FABRIKATED” FLOOR REGISTERS 


COLD AIR FACES 





Combine utmost efficiency and econ- 


omy of floor space. Grille of steel 
strips set on edge, extremely strong 
and rigid. Any size, any finish. 





oa 


Strong and good looking. Faces are 
made of wrought steel of nearly dou- 
ble the usual thickness. 


Send for Catalog of our Complete Line 
INDEPENDENT REGISTER 
AND MFG. CO. 

3741 EAST 93rd ST., CLEVELAND, OHIO 
New York Branch—150 Colvin Street, Rochesier, N. Y. 
OER 
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SO neat 
—so desirable 


begs exclusive design was not accidental. 
It was fashioned from the ideals and { an OY 
specifications expressed in the Standard 


Code. It’s the register that has registered the 
biggest hit. Folks like it for its looks, its STEEL 


cleanliness, its practicability. BASEBOARD 
ccna itiailt REGISTER 


is Dee face of the New Standard is secured 
i by two screw heads and is easy detach- 
oe able. The operation is extremely simple 
1 and fault-proof. Shutters are of polished 





































































4 


steel and finished same as register. The 
easiest register to keep clean. Constructed 
of the highest grade durable material and 
made in all sizes to conform to the Standard 
HE operation as well as the design is different and Code. 

commands positive air control. Its wafer thin shutters 


allow maximum air capacity. Highest quality, all sizes and 

colors to match modern interior decorating. pen 
Write for. prices—the New Standard is popular priced. 
Our illustrated catalog tells you more—send for it today. 











so distinctive — 
so practical — 


WATERLOO REGISTER CO. 


Waterloo, lowa 
Seattle, Wash., Office: 2211 Ist Ave. 
Los Angeles, Cal., Office: 822 Clanton St. 
Mention AMERICAN ARTISAN in your reply—Thank you! 
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Nothing to get out of order— 


No other register has so 
simple and efficient an 
OPerating AEViCCemernnamemy, 





































All 
100 Per Cent 





Standard ' , 
Finishes Air Capacity 
~— — 

: All 
Attractive a 
Practical Sj 

Desi izes 
esign 
— 
—, 
Patented 
Qua lity Springless 
built of Opeiating 





heavy steel Device 






STEARNS 
REGISTER 


HE out-of-the-ordinary and Patented operating device is but one of the reasons why 
folks prefer Stearns Registers. They like its lines, its sturdy construction and at- 
tractive finish. It comes in all the regular electroplated finishes and also the popular 
lacquer finishes such as Brush Brass, Antique Brass and a perfect reproduction of Oxi- 
dized Copper. These lacquer finishes sell on same list price as White Japan. 
They like its large free Air Capacity and the fact that for such high quality they are 
economical in cost. 
You can increase your profits by selling Stearns Reg- 
isters—write today for catalog, free sample and prices. 











STEARNS REGISTER SHIELDS 


Here’s a new Stearns product—It is different than 
others—neat, attractive and well made. It can be had 
in Any Size and Any Color. 


Price 50c—write for Dealer’s Discount. 

















THE STEARNS REGISTER CO. — DETROIT, MICH. 
1234 Mt. Elliott Ayenue 
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=< and with this present day demand for modern 
heating, color, square casings, fans and conven- 
iences, the public certainly wants clean walls 




















Is a When 
Standard you install 
Code this 

installation register 
up to you can 
present day guarantee 
standards your 
if it doesn’t customers 
guarantee that the 
clean walls? walls will 
not become 
— streaked 
The a oe 
increase 
in better Highly 
warm air attractive 
heating designs 
has and many 
brought beautiful 
an finishes 
increased including 
demand some brand 
for new ones. 
this Just 
modern send the 
register— coupon today 


ROCK ISLAND REGISTER CO. 


2435 5th Avenue - ROCK ISLAND, ILL. 
Gentlemen: Send me your Catalog ond Price List. 


1 
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of Interest to the 
Warm Air Industry 


FOLLOW THE LEADER 


Since 1846 we have been leaders in the 
values and originality of Warm Air Reg- 
isters offered to consumers. Others have 
followed us. 






















Not so long ago we introduced 
the REVERSIBLE WAFER. 
It won the sincere flattery of 
imitation. 

Then came our TANBO color 
finishes which we have 


watched become a habit with 
both users and makers. 


Most recently of all, though, 

we created the COBBLE Line . 
and again there are signs of 

imitation. 








In a few days we will announce two new 
types of Registers—our New Year’s 
contribution. 


WATCH FOR THEM! THEY WILL 
BE DIFFERENT! 


*TUTTLE 6— BAILEY: 


UPER~REG 


RecitstTerep U.S. Patent Office 


TUTTLE & BAILEY MFG Co. 


Established 1846 
441 Lexington Avenue, New York City 


BOSTON CHICAGO KANSAS CITY BRIDGEBURG, ONT. 
Makers of FERROCRAFT Cast Grilles and T&B Radiator Cabinets 
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Our 1929 Offering will Interest You 










NARROW SQUEEZED BARS GIVE GREAT- 
EST CAPACITY and a Delicate Design of 
Art and BEAUTY unequalled by any Line of 
Base Registers—Simply say— 


“JONES-NATIONAL or NATIONAL” 


U. S. Special 


Steel Faces 
(Oak Finish) 


Made of slightly 
lighter steel than 
Regular Steel 
Faces. Supporting 
bars are welded to 
the face. 

A Superior Prod- 
uct in Oak Grain 
Finish. 





JONES-NATIONAL and NATIONAL 
REGISTERS ADD CLASS and TONE to 
any WARM AIR INSTALLATION At No 
Extra Cost and Great LABOR SAVING 


A Perfect Copy and 
Match for Wood 
Floors. Quicker to In- 
stall, Stronger than 
Wood or Cast Iron 
Faces. The Finish is 
Durable — A Multi- 
Baked Product which 
we back up with our 
own Positive Guaran- 
tee of SATIS- 
FACTION and 
QUALITY. 


U. S. STEEL FLOOR REGISTERS, FACES and GRILLES—SATISFY 


Fill in and Mail to our Nearest Office 


wee ea ee ----- 8 


| UNITED STATES REGISTER CO. 


] General Offices, Battle Creek, Mich. Branches: Minneapolis, Minn., Kansas City, Mo., Albany, N. Y. 
i Shall we mail catalog and Jan. 1st Discount Sheet? ....... >, CS I 

, Shall we have our Representative call?........................ If so, When 

. NS Mo, Sh ae 

. EE re ee Te eee ER oe nn ore Street 


- 
| 
| 
| 
I 
| 
| 
| 
! 
! 
I 
I 
! 
| 
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~ FeoJex-Wall 


UST what the name im- 

plies—it protects the 
wall and present day de- 
mands require clean walls. 
Pro-Tex-Wall is the one 
positive, permanent means 
for accomplishing a non- 
leak connection between 
register and box, eliminat- 
ing streaked walls. 





















PATENTED 














The ARISTOCRAT shown 
on the right is the finest type 
of register combining air ca- 
pacity, decorative and conceal- 
ing features. Conforms to the 


Standard Code. 
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Something NEW and BETTER 


For Cleaner Warm Air Heating 


| 
Register 


ASPECIALLY devised 
asbestos flexible strip, 
so clinched to the back 
frame of the register that 
it curves outward, engag- 
ing the register box and 
frame in such a manner 
that an airtight packed, 
permanent connection re- 
sults. Can be used with 
any standard register box. 


Write for full details and Catalog of 
the entire AUER quality line 


Below is shown one of the 
Auer Floor Registers. 
steel and all steel are obtain- 
able in all sizes and finishes. 


Semi- 

















All Auer Baseboard Registers 


are equipped with Auer Patented Per- 
fect Operating Adjustment and have 
Greater Air Openings. 


Each is a creation of harmony in Pro- 
tection, Beauty, Concealing Features, 
Quality and Practical Installation. 


Write for Catalog No. 27 


“RroTex Wall Li 


HE register shown above you'll 

use for complete customer sat- 
isfaction and better profits. The 
Aristocrat plus Pro-Tex-Wall fea- 
tures. 












T the left is shown one of the 
many designs available in 


Auer Wrought Metal Grilles for 
Radiator Enclosures and Ventilat- 
ing Purposes. 








Mention AMERICAN ARTISAN in your reply—Thank you! 





The AUER REGISTER COMPANY, Cleveland, Ohio 
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— Patented Ss 


THERMOSTATIC 
MERCURY 
CONTROL 


—= 


FOUR BLADE 
FAN 


— 
10 INCH OPENING 
— 


PATENTED 
FAN UNIT 


oa 


EMMERSON 
MOTOR 


—, 
all included 
~ inthe price s 
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COMPLETE 
TO THE DEALER 














When the A-C Furnace Fan was designed it was borne in mind 
that every warm air heated home is a prospect for a good and 


truly automatic furnace fan. 


Our wide manufacturing experience was the foundation for 
seeing the necessity that the A-C Furnace Fan must be the 
height of simplicity and efficiency at a price that would turn 
these thousands of prospects into customers. 


--and dealers are telling us that we are right 


They say the public likes 
They like its noiseless, 


They are telling us with orders. 
this strong, high grade, efficient fan. 
vibrationless construction. Dealers say they can sell the A-C 
because it is foolproof, because it can be used with oil or coal 
fired furnaces, because it can be used with any number of cold 
air returns. The fact that the A-C has no louvres, nor back- 
draft and no obstruction to gravity operation are other points 


in its favor. 


The big feature, the Mercury Control is extremely simple in 
operation. The control fits in the casing and when the temper- 
ature reaches 130 degrees F. the fan starts and keeps ruunning 
until the temperature falls to 110 or less as set when it auto- 


matically stops. 


The A-C Furnace Fan comes complete ready to install 
with all equipment as described and illustrated. Easy 
to sell and easy to install. Give your customers better 
heating at a low cost and with good profits for your- 
self. Sell an A-C with every new installation. 


A-C Manufacturing Co. +” 


417 Sherman St. ene gnsmesas, ILLINOIS s%, = 








A-C 


INCE the first appearance of the A-C Fan just a short time 
ago the trade has marveled at its high efficiency, simplic- 
ity, thermostatic control and its breath-taking low price. 


Mention n AMERIC AN ARTIS. iN 


True Automatic Forced Air Heating 
AUTOMATIC 


THERMOSTATICALLY CONTROLLED 


URNACE AN 








=—_x 
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SE 


























HE Patented Unit is easily installed in the by- 
pass of any warm air furnace cold air return. 

The Mercury Control fits in the casing. Write 

jor full details. fo | 
THE ONLY ONE OF ITS KIND a 
HERMOSTATIC Control Warm Air A. A. : 
* Furnace Fan licensed under Re. 4 

Pat. No. 15531, can be used only a A-C_ MFG. 

by the A-C Mfg. Co., of Pontiac, COM PANY 

Ill. We control the patents on F 4 417 Sherman St. 

this simple, efficient, high Pontiac, Ill. 


grade furnace fan. Gentlemen :- 
° 4 O Enclosed find check 
Send this ? for $37.50 for one A-C 


AUTOMATIC FURNACE §f 
coupon FAN. 


today 4 © Send full details. 


(1 Have a representative call. é 


ee re State. at 
es ef 


in your reply—Thank you! 
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Wire or Write 








NOW IS THE TIME 


FOR S7/EDIFHAT SALES 


Wise furnace dealers will foresee the profits 
that can be made in vigorously pushing the 
sale of a reliable furnace fan during the com- 
ing Fall and Winter months. SPEE-DEE- 
HEET is now offered in two new Booster 
models—SPEE-DEE-HEET SENIOR and 
SPEE-DEE-HEET JUNIOR—low in cost— 
easy to install — two-speed motor —all cast 
aluminum aeroplane blade. Deliveries at low- 
speed are respectively 660 cubic feet per 
minute and 850 cubic feet per minute. Fan is 
controlled by simple switch which accom- 
panies the unit. Motor is brushless, fully en- 
closed against the entrance of dust and built 
especially for the unit. 


SPEE-DEE-HEET will benefit any furnace 
installation — but it works wonders where 
circulation is poor or where the furnace is 
undersized—complaints that are encountered 
every day. 


SPEE-DEE-HEET claims high efficiency because 
of the patented Nozzle, or Distributor, which is 
furnished as part of the unit. Note illustration. The 
Nozzle is placed within the cold air shoe directly 
in front of the fan, so as to receive the driven 
stream of air. Because of its peculiar construction, 
the air is distributed downward and outward away 
from the ashpit, so that the full force is exerted 
against air within the casing. With some furnace 
fans, the so-called “back-pressure” is largely back- 
—_ of air from the ashpit, against which it is 
riven. 


Try a SPEE-DEE-HEET on your next job! 





today! 





The SPEE-DEE-HEET line of Furnace Fans 
includes Boosters and Pressure Fans from 
12” diameter to 36” diameter of blade. It is 
the most complete line offered. Units can 
be furnished for any warm air heating job— 
no matter how large. 


SPEE-DEE-HEET Boosters are unusually 
quiet. That is because of design, and also 
because the motor unit—the only moving 
part—does not touch sheet metal at any point. 
Quiet—simple—trouble-proof. 


We can also furnish shoes in several styles for 
SPEE-DEE-HEET. Investigate this feature—you 
can obtain the complete shoe and fan unit, with 
collars in place and cut to fit the furnace casing, at 
an unusually low cost. 





















— 


Don’t Delay! 


THE WILLIAMSON HEATER COMPANY 


399 West Fifth Street 


:: Cincinnati, Ohio 





When writing mention AMERICAN ARTISAN—Thank you! 
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You Can Install the Most 
Efficient Furnace Fan —~ 


December 











at a Price any 
furnace owner 
will pay 

















= Throughout 
/ the — 


Building 


~ /; FPREQUENT warm air 
change’ means a_ well- 
heated, comfortable and 
healthful home. No more 
sluggish circulation. No more 
warm ceilings and cold floors. 
The Canton Furnace Fan puts 
pep in a lazy furnace. 
It is also used to cool the entire 
house in summer supplying an 
abundance of cool, invigorating 
air, forcing it up through the fur- 
nace pipes. 


Easily and Quickly 
Installed 


Fan comes already installed in a sec- 
tion of cold air pipe. Simply cut out 
a short piece of the cold air inlet pipe 
and insert with a draw band. Then at- 
tach with extension cord to an electric 
socket and start the fan. 


Gets Big Furnace Results 


with small Furnace Costs 


| Bypad piping cost when a Canton Fan is used 
and the difference not only pays for fan but 
there is a profit besides. 


Everybody wants a furnace fan. You can cash in 
handsomely with the Canton Furnace Fan because 
of its high efficiency and low price. It’s the most 


for full 
details to PR nis aaled Tar pelt Iofonmation. 


The Canton Furnace & Manufacturing Co. 
Canton, Ohio 


Say you saw it in AMERICAN ARTISA N—Thank you ! 


Above—the fan 
blades close when 
not in use. 


Right—the blades 
open when current 
is turned on. 


Mail 
a 
post 
card 
today 
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WARM AIR 
FURNACE FAN 


REED 
feet 
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SEURNACE 


FILTER 


FAN HERE 


We are now exclusive national distributors 
of Reed Furnace Filters 


We have recently contracted to be the sole dis- 
tributors of Reed Furnace Filters. A’ filter is very 
important in conditioning the air from warm air 
furnaces, and we wanted the best. 


Health demands that the air indoors be in motion, 
be evenly distributed to all the rooms, giving nearly 
uniform temperature from floor to ceiling. The Miles 
Automatic Furnace Fan accomplished that. The next 
step is to cleanse the air of dirt and germ-laden dust. 
Reed Furnace Filters do that. 


They are built on the same principle as the famous 
Reed Air Filters which are now filtering the air in 
thousands of public buildings. The filter media per- 
mits the passage of air, but over 85% of the dust 
carried in the air is removed. Any warm air job is 
better for this filter. 


New No. 500 
= Automatic 


This new low "2 fan, for 
buildings up to 12,000 cubics, 
makes Miles the most complete 


announce a larger engineering 
staff. We are now able to give 
you uick action on — for 
your “Forced A ir jobs 





line of furnace fans. We also 


The combination of a Miles Automatic Furnace 
Fan and a Reed Furnace Filter with any good warm 
air furnace gives heating efficiency as well as heat- 
ing healthfulness. It gives your customers the best 
heating system money can buy: Filtered Forced 
Air. Means plenty of clean warm air in every room 
in winter; refreshing, clean cool air in summer. Walls 
and ceilings keep cleaner. Furnishings and curtains 
look fresh and last longer. Clean dust-free air to 
breathe. Year ’round heating and ventilating service 
—at the lowest possible price. 

Filtered Forced Air gives you very definite results 
to talk about. You can give your customers advan- 
tages they can’t get with steam or hot water heat. 
It opens many new, profitable heating opportunities 
to you. Our engineers will help you—layout your 
forced air jobs for you. You can beat competition. 

You can buy Reed Furnace Filters when you’re 
buying your Miles Automatic Furnace Fans. Our 
branches and distributors have them, too. 


Send for full information about our 
special introductory offer 


THE WARM AIR sat aaa FAN COMPANY 
6521 Cedar Avenue Cleveland, Ohio 


AUTOMATIC 





December 29, 1928 





MILES runnade ean 


WARM AIR FURNACE FAN CO., 
6521 Cedar Avenue, Cleveland, Ohio 


Put me on your list to receive 
FAN FACTS regularly, free 








Send me prices and full information 
about your complete line 














When writing mention AMERICAN ARTISAN—Thank you! 
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POLELANSEEE 
Pittsburgh 
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HEATING 









ROBINSON 
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HE illustration tells the story. 


Here is the 


. 


efficient fan 


the rising warm air directly into the leader pipes 


customers 
tast 


your 
this 


modern warm 
elling high quality furnace fan 


It is the simplest, most efficient fan and naturally the 
is easily installed in the top of any furnace 
vibrationless, no back pressure and only one moving part. 


alr 


and 
to 


biggest 
obstruction 


No 


heating at little extra ¢c@st 


Write today for prices and full details 








The A. H. ROBINSON COMPANY 
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The heat travels to where you want it to go—to all rooms or to any particular room 
and with the amount of force you desire 


profhtable 
gravity, quiet 


most 


sm¢ 


Make large extra 


MASSILLON, OHIO 
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T has created a sensation, the kind that counts, a business stimulus that has long been needed. 
g 


Robinson Forc-Air is the first complete warm air heating plant—the “Sport Model” of all furnaces 
in looks and the “Straight Eight” in heating quality plus DeLuxe equipment. 







The body is the standard high grade Robinson electric welded furnace with cresent Radiator: furnished 
for coal, wood, oil or gas burning. 






It is equipped with the famous Robinson Heat Distributor for mo dern heating in winter and ling in summer. Square cas 









me enthused—Robinson dealers are selfing the Robinson 1 Air. You can t Write today for full details 


aK 


SO 


fanutactured hy th 


A. H. ROBIN 


f the Robinson Electric Welded Furnace and the Robinson Heat Distributor 


N COMPANY - - MASSILLON, OHIO 







The 






The Ultimate in Modern Warm Air Heating 
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Complete Furnace Regulation in 


METAPHRAM 


First-—A Metaphram Furnace Regulator is shipped 
complete with chain, pulleys and counterweights, ready 
for installation. There is nothing else for you to buy 
or furnish. 


Second—A Metaphram Furnace Regulator is, in itself, 
a complete system of temperature control for gravity 
warm air furnaces. 


For years we have manufactured and installed complete 
systems of temperature control. We have not deviated 
from that policy in perfecting the METAPHRAM Fur- 
nace Regulator. However, possibly it is a little difficult 
to understand how a complete system of temperature 
control can be so compact, so simple and yet so efficient, 
without the aid of room thermostats, electrical connec- 
tions, mechanical motors and other complications. 


Exclusive Patented Features—lIt is possible in MET A- 
PHRAM Furnace Regulation because we are able to 
employ our own exclusive, patented feature of META- 
PHRAM Expansion Wafers. 

Six of these thermostatic units, four inches in diameter 
and filled with a gas that is highly sensitive to slight 
temperature changes, furnish abundant power to oper- 
ate the regulator lever. 

It is in this exclusive feature that a METAPHRAM 
Furnace Regulator differs entirely from all other control 
devices. 

METAPHRAM benefits by comparison—If you com- 
pare the construction of a METAPHRAM Expansion 
Wafer with the thermostatic unit of any other regulator 
you will quickly see why METAPHRAM Furnace Regu- 
lators are so powerful, so sensitive, so practical and so 


National Regulator Co. 


2303 Knox Ave. Chicago, IIl. 





free from trouble after installation; why they are so 
much stronger, and why they are good for years of 


continuous service. 


You will also see how it is possible in METAPHRAM 
Furnace Regulation to control draft and check dampers 
so much more gradually than with any other kind of 
regulation, and thereby maintain such a uniform tem- 
perature of air flowing through the warm air pipes. 


Of greatest convenience—While great fuel savings are 
possible with METAPHRAM Furnace Regulation, we 
make no definite claims, as you know, and so do we, 
too much depends on who tends the furnace. However, 
we do claim that METAPHRAM Furnace Regulation 
is the most convenient form of regulation available. 
There is no room thermostat to adjust or get out of 
order; ho batteries to get weak; no motor;rs to oil; no 
electrical connections to loosen. 


METAPHRAM Furnace Regulation is just a simple, 
compact thermostatic control unit, 
quickly installed in a warm air pipe, 
connected to draft and check damp- 
ers, and let alone—except for occa- 
sional simple movement of the slid- 
ing weight to compensate for wide 
changes in outside temperature. 





National Systems of 
Heat Regulation and 
Humidity Centre!, 
Metaphram Dampers, 
Metaphram Motors, 
Industrial Thermo- 


. ° . later for h pressu 
It is shipped to you complete, with |] Setters, Meelonrem 
chain, pulleys and counterweights— |] Sombsj, eaulaters ter 
- y ; = $< vacuum and hot water 
ready to install. ah hg 
phram Furnace 













An attractive bulletin, giving com- 
£ £ 

plete detailed description, is yours 

for the asking. 
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METAPHRAM 
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NATIONAL REGULATOR CO, 2303 Knox Ave. Chicago | 
Send us the details of METAPHRAM Furnace Regulator | 
| Name 
. Address | 
| Town and State : 
Please check Dealer Jobber Manufacturer | 

J 





Mention AMERICAN ARTISAN in your reply—Thank you! : 














Write for our 
catalog and 
agency details 





AMERICAN 











features. 
of superiority: 


. One-piece radiator. 
. Double feed doors. 


. Two-piece firepot. 
. Large water pan. 


a a ee 


ARTISAN 


. Large combustion chamber. 
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6. Clinker-proof grates. 

7. Lever shaker. 

8. Deep ashpit. 

9. Full cast front. 

10. Every “Gem” oversize. 


We want you to examine the Gem on your floor. 
know that when you do after knowing its price you'll 
find it the one furnace you’ve been wanting. 


JOBBERS and DEALERS 
time to find out about territory openings. 


ROBINSON FURNACE COMPANY 


now is the 


205 West Lake Street, Chicago, Illinois 





_— Robinson (re ms 1 


An Outstanding Quality Furnace 
—yet Priced in the Competitive Field 


UNDREDS of dealers have found the “Gem” the 
supreme product of our half century experience 
in designing and manufacturing high quality furnaces. 


We can’t illustrate or tell you all about a// of the Gem 
Here are a few of its sales winning points 


We 


























ERE is the new furnace 

with new and better 
features—Every part, every 
feature is an improvement 
—it is the furnace that your 
customers will prefer be- 
cause of these features— 
“Oversize” construction. 
Extra Large Humidifier. 
Pouches extend thru and be- 
yond the front. 
Solid one-piece base. 
Brass bolts and hinge pins. 
Large doors. 
Heavily ribbed firepot and 
combustion chamber. 
Upright E-Z Shaker if 
desired. 














The Furnace for 1929 


and Better Business 


Nestit 
Moist Heat 


RECISTERED 


{ OVERSIZE F 


FURNACE 


Complete Furnace Service At Your Command 


OMAHA, NEBRASKA 








HE main parts of the 

New Nesbit Moist Heat 
Furnace are Machine Mold- 
ed, making better, more 
uniform and cleaner cast- 
This modern method 
of manufacturing and our 


ings. 


long experience in building 
and designing warm air 
furnaces are some of the 
reasons why this high qual- 
ity is available to you at 
ordinary prices. Write for 
our complete catalog which 
gives full details. Ask 
about the agency for your 
territory for 1929. 














Say you saw it in AMERICAN ARTISAN—Thank you! 

















~. that different 
and better 








STEEL FURNACE 


ITH the demand for steel air-tight furnace construc- 


tion the demand for the Boomer has grown. 


It has all the usual qualities of high grade steel furnace 
design and construction plus the greatly increased radiating 


surface of three large cast radiating flues. 


Because of this exclusive Boomer design it is Soot, Gas and 
Smoke consuming, making it more efficient and durable. 


With the Boomer Steel Furnace your customers are as- 
sured of clean heating because of the scientific design of 
the radiating flues. The proportions cause even tempera- 
tures below the point which usually causes great expansion 


and contraction of cast iron. 


It is the ideal furnace for high grade installation at a price 


that is favorable to customers. 


Boomer dealers are having large profitable Boomer Steel 


Furnace sales. 


Write for the BOOMER catalog today 


Tit. TIE 93-SN 





BOOMER 
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REX GAS FURNACES AND UNITS 


1928 Was the Greatest Year in Our History 
Sales of More Than 120% with an Increase in Dealers of 65% 


Were you one of these 
Dealers that made great 
strides in the Gas Furnace 
business in 1928? If not, 
we invite you to join them 
now—the prospects for 1929 
are even greater. 

REX Gas Furnaces have 
been manufactured by us 
for years and are instalied 
in thousands of homes giv- 
ing entire satisfaction. 

Mr. Dealer or Furnace 
Manufacturer, you may pur- 
chase these Rex Units with- 
out casings if you choose 
and make casings to suit 
your own requirements. The 
Square Coal Furnaces are 
coming, why not install one 
of these Rex Units on each 
side or one side only of your 
Coal Furnace and enclose 
all in a square casing for 
that combination job? 
Then your customer can 
burn Gas or Coal or both 
at the same time, hence an 
extra proht. What do you say? 
Shall we send you our folder 
with price lists? Now is the 
time to line up, write today. 


CALKINS & PEARCE 


751 East Long Street Our first gas furnaces were made in 1893 and some of these are still in service 


an Increase in 





Columbus, Ohio 




















When writing mention AMERICAN ARTISAN—Thank 
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MELLOW 


—the furnace of extra value 


ITH the Mellow you can give your customers more 
value at the price of an ordinary furnace. This 


extra value is something they can see. 





Notice the lugs’ reinforcing the top of the combustion 
chamber—this gives added strength and a solid support 


for the radiator. 


Doors hinged directly to main castings, no bolts or cement 
needed to place front in position. 


The fine quality of material used, the tight fitting doors, 
ribbed construction of dome and fire pot and large water 
pan are other points folks appreciate. One piece radiator 


is still another feature. 
Warm Air Furnaces 


Two Styles Grates 


AUTOMATIC OIL BURNERS 


(FOUR TYPES) 
TERMS AND PRICES RIGHT 
Ask us! 


SECURITY STOVE & MFG. CO. 


Kansas City, Mo. 


fom Gutomati Elec 


REGULATOR 
ON YOUR | 


Secure the MELLOW agency — 
1 Dealer’s Price 


Y out. find that Mellow quality will build real busi- ysaapta couse 
ness for you. You'll see why hundreds of dealers make | Only 











extra profits by giving more value without extra cost. : 
You'll get real honest goods and prompt service. 55 
There are more features of the Mellow that will interest $17= 
you. Just write for our catalog and agency details today. rei S 

Write 


Sales Representatives 
ee ee 1210 Penn Ave., Pittsburgh, Pa. = : or 
Bi ee GS cc cccnsewan 8000 Linwood Ave., Detroit, Mich. § Wi 
J. F. O'Donnell 403 Hoyt St., Portland, Ore. tre 


L. P. Phillips 3304 S. W. 7th, Des Moines, lowa aN 
St. Paul Furnace Co. ......... 343 University, St. Paul, Minn. H M SHEER CO 
- > e * 


LI B ERTY FOL J N DRY COM PAN Y —_ an Quincy, Illinois 


ST. LOUIS, MO, 
Established 1888 Hi 











Mention AMERICAN ARTISAN in your reply—Thank you! 
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eaten AIR MOISTENER 


Fits in the top ‘of any 
Varm Air Furnace 


Truly Automatic, 
No Working Parts in Hot 


Water, Positive Shut-off, Complete 
Control of Water and Sight Feed--- 


HE automatic shutoff works on the lever and coming in contact with water, being brass, or copper, 
fulcrum principle. Evaporating pan is suspended cannot rust. The moistener is easily installed in any 
from the pipe near the front, while at rear of trough furnace. It is simple in construction and operation 
is a counter weight. When enough water is in trough, —nothing to get out of order. Is adjustable for large 
weight of water lowers trough at rear, raising front and small casings. 
end, which forces rubber gasket to seat into the drip FURNACE MANUFACTURERS! The Simplex Automatic Air 


valve, thereby positively and surely shutting off flow Moistener being high quality, reliable and exceptionally efficient, 
of water will add real value to your furnace 


a JOBBERS! Here is an opportunity to get distribution on a 
Trough is made of cold rolled copper. All parts high grade profitable heating accessory 


Write today for full details, prices and literature 


SALLADA MANUFACTURING CO. 


720 South Fourth St. Minneapolis, Minn. 

















THE 
Automatic (ptr... ihe Navin 


Drip 


____ SUPPORT PIPE ii ~ L— EXPANSION TUBE 
Humidi fier’ 


EXTENSION - 
, * PIPE EOR 
The Only Heat LAPCE “TURNACES ’ DRIP PAN 
controlled device = 4 


’ ' FURNACE RADIATOR 
on the Market! OVER’ FLOW Pipe Pt ae eee 























The Automatic Drip Humidifier gives you more for you ! rite tod for our 
It is reasonable in price, eas to install, works automatically, gives Worth It tells you al ibout our three differ 
absolute satisfaction and helps to increase your furnace sales for al makes of furnace This « ab me ” is oa 
salesman and we furnish a liberal s upply with orde 
' 


The drip system is the secret of correct humidity. It is controlled Drip Humidifiers Wr today for your 


rol 00 
Se See Se a ee Sense. Ss & ale Scranane Oe meee ee = Atematlc Heunidifier Cn. Cedar Falls, lowa 





























water, as well as being automati« 


erican Seal” | Adjustable 
FURNACE CEMENT / RADIATOR SHIELDS 


A general increase od Pag dl 
—_ ble Radiator ields has 

Root Cement Stove Putty co a enn two new features 
Plumbers Putty brought out this year—the water 


humidifying pan and the —. a = 

NI : finish. 10 popular sizes, adjustable to 

PAI Ss and SPECIALTIES tive ivory radiator top a a. ee 
WILLIAM CONNORS PAINT MFG. CO. § 11” to 65”. Retail at $5.00 to $8.00. Beh 


Established 1852 NEW YORK & Co., 1140 Broadway, New 


York, N. Y. 
JAMES L. PERKINS i ; 
Western Distributor Buy from your jobber 
140 S. Dearborn St., Chicago, Ill. = 
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Known as the 


wood registers 


FOR 
OVER 
TWENTY 
ONE 




















REGISTERS 






Extra Cost 





—you can rely on them being 






Skilled artisans who have become 






finest type of modern machinery. 






ceive 





shipment is your guarantee. 






—and only the finest 





Ours is not a side line business. 






isters. 








Registers. 






you—ask for it. 








PLYMOUTH, INDIANA 











Add Extra Value Without 


OU can be sure of these wood faces 
quality in material and construction. 


cialists make them and we employ the 


Any American Wood Register you re- 
is fit for the finest home—our 
rigid examination of all stock before 
And an- 
other important point to consider— 


We make only wood registers 


specialize in making fine Wood Reg- 


Add extra value to your installations 
without extra cost by using these extra 
strong, accurate and fine looking Wood 


Our catalogue and price list will convince 


THE AMERICAN 
WOOD REGISTER CO. 


first 


spe- 


We 




















We make nothing but 


WOOD REGISTERS 
~--and omy the best 


ee a tite cuca 













———< oo 
er Otten 
Re eee eens Seer vere — 


ee ee 





HEY are accurately made of the highest quality lumber 
and the finish is the smoothest you ever saw. 
McClure Wood Registers unlike many others are not 
made from leftoyers but built especially for high grade 
installations. 

McClure Wood Registers are made in all sizes in any 
specified wood for all Wood Register purposes. 


—that’s why McClure 
Wood Registers are better 


Large stocks for prompt shipments. 
Write today for folder and prices. 


McClure Builders Supply Company 


East Palestine, Ohio 




















ANNOUNCEMENT FOR 1929 


OF VITAL IMPORTANCE TO EVERY FUR- 
NACE MANUFACTURE, DEALER AND IN- 
STALLER OF WARM AIR FURNACES 


The De Luxe in Liquid Asbestos Colors 


ARE YOU GETTING THE CREAM OFF 
YOUR TERRITORY? 


F not, get on a new trail. Set 

a new high mark this year, 

USE LIQUID ASBESTOS 
IN COLORS. Standard colors 
are RED, BLUE, GREEN, 
GRAY, ORANGE and WHITE. 
It’s easy to make a DE LUXE 
THREE COLOR INSTALLA- 
TION—Casings WHITE, warm 
air runs ORANGE, cold air re- 
turns GREEN. (Special colors 
at slight additional charges.) 
TRADE MARK YOUR OWN 
INSULATIONS by using tasty 
colors schemes. MAKE EVERY 
INSTALLATION A DE 
LUXE, and watch your sales 
increase. 





It’s so easy it spreads with 
a Brush. 

ORDERS ARE RECEIVED DAILY FROM NEW CUSTO- 

MERS, as well as repeat orders from regular users of LIQUID 


ASBESTOS, that new and better covering, Coating and Insula- 
tion for warm air furnaces, WITH ITS USE THE DEALER 
CAN TRUTHFULLY SELL CLEAN WARM AIR HEAT. 
EVERY PIPE CAN BE MADE AS A SEAMLESS TUBE 
100% TIGHT, eliminating dust, dirt and basement fumes. 
EVERY USER IS INTERESTED in CLEAN WARM AIR 
HEAT. It’s only necessary to tell the customer of LIQUID 
ASBESTOS—THAT PERMANENT, POSITIVE, SEAMLESS 
COATING, that WATERPROOF covering that may be washed 
and kept clean to clinch the sale. 

DEALERS WHO SELL LIQUID ASBESTOS ARE BUSY 
THE YEAR THROUGH. Practically every heating plant is a 
prospect. THINK OF IT. This brings in new and profitable 
business.) MANY DEALERS ARE TAKING ADVANTAGE 
INCREASING THEIR 


OF THIS POSITIVE WAY OF 


B & F MFG. CO. 
422 Court Ave. 


PROFITS. 


Ask your Supply Jobber 
or write for 


Dealers’ Proposition Des Moines, lowa 
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If 
you 
want 
to be 


HE special machinery we use enables us 
to make stronger, cleaner and more 
serviceable wood faces. 


Marsh Wood Faces are better looking, too— 
their cleaner finish makes them richer and 
more harmonious. Only first grade woods 
are used. 


SPECIFY They would cost more than others 
MARSH but for our large production 


WOOD Ordinary prices for these superior wood 
faces make them doubly desirable. They 
FACES come in all Standard and Special Sizes for 
above doors, in the ceiling and baseboard. 
me 
. Style 40-C 
Your Marsh Faces are Flawless—no others Marsh Wood Face 
. , os . w MIs a 
are shipped. Write for illustrated You will find this Style 40-C an unbeatable design. 


Cold Air Wood Faces require special care in manu- 


Jobber catalog which shows the complete line facturing to enable them to stand up under use— 
~ Marsh Wood Faces insure satisfaction on every in- 
has them ae weed Va ntietncti 


and the name of your nearest jobber. Marsh 
THE MARSH LUMBER COMPANY --- DOVER, OHIO 








Announcing an Expansion 


A new plant will be ready by the first of the year 
to manufacture warm air furnace pipe and fittings. 


We invite your order for samples, prices and comparison! 


Peerless 
4) quality will 
| be built 

into this 


. new line. 


32571 square feet of added manufacturing space. 


THE PEERLESS FOUNDRY CO. 


Indianapolis, Ind. 
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—all along 


Brings your 
the line 


costs down 









Shears, Plate Bend- 
ing Rolls, Pressure 
Gauges,FlueWelders, 
Punch Presses, Etc, 










The operator is using the 
Marshalltown Rotary Shear — it 
has Only Three 
Moving Parts— 


T is easy to operate—a fast worker and nothing to 
get out of order. Its high quality and all around 
cfficiency make it pay for itself in a short time by 
enabling you to turn out cleaner, faster work. Hand or 
Power Operated. Takes sheets and plates of unlimited 
width and cuts curves in any direction. Write for com- 
plete details today. 


















The Shea 
Keeps Sharp 
Even After 
Months of 
Hard [ ise 


\ ‘ \ 7 
——— —re we 




























The Marshalltown shown on the left is our No. 18 Hand 
Power Shear, the size for every shop. It will do all 
your cutting; takes sheets of any size and does accur- 
ate cutting quickly. Capacity 18 gauge and lighter. 
Write for more details and attractive price. 


Write Dept. A. A. for 
our complete catalog 















BOLTS 


WE MANUFACTURE A COMPLETE 

Rates LINE OF BOLT PRODUCTS, INCLUD- 

ING STOVE BOLTS, CARRIAGE BOLTS, 

MACHINE BOLTS, LAG BOLTS, NUTS, 

$2 50 COTTER PINS, ETC. ALSO STOVE 

. RODS, TSMALL’ RIVETS AND HINGE 

PINS. CATALOG ON REQUES 

THE LAMSON & SESSIONS CO. 

THE KIRK-LATTY CO. 


1971 W. 85th St. Cleveland, O. 






















































CINCINNATI’ S son . 
FINEST PATTER STOVE 
E N AND HEATERS 
NE of the Nation's outstanding hotels THE CLEVELAND CASTINGS PATTERN COMPANY 
embodying every modern convenience CLEVELAND, OHIO 
that so attracts travelers throughout the world 


In the heart of the business, financial and 
theatre centers. Pp A | } E; R N 


Accommodations for 1200 guests. FOR STOVES AND HEATERS 1x woop sna InoN 
VEDDER PATTERN WORKS ‘*°"s.;°"*° TROY, N. Y. 


Hotel Sinton enon 
CINCINNATI STOVE PATTERNS 


JOHN L. HORGAN Managing Director 
QUINCY PATTERN COMPANY 


QUINCY, ILLINOIS 





































Say you saw it in AMERIC AN 





Thank you! 





ARTISAN- 














Jecember 


1) i9 2x 








\MERICAN 


L\RTISAN 




















Buffalo Circular 


linners’ Snips 
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Chicago Slitting Shears 


“Mighty 
Midget” 


Unishears 















Model (A-14) 








WE CARRY A VERY 
COMPLETE LINE OF 
HAND & POWER 
SHEARS 


THE J. M. & L.A, 





CLEVELAND-BUFFALO 
“Everything Used in Sheet Metal Work” 

















No. 


lhroatless Shears 










Ring and Circle Hand Shears 


MODEL 
(A) and (QO) 
UNISHEARS 


Have a Capacity 
of 14 Gauge and 
higher. 


Model (QO) 
do inside and out- 
side cutting. 





will 






Model 0-36 (36” thro: 


































18 Marshalltown 




































2S “¥ £95 
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Greater Vo ume > Advertis 


In any sheet metal job—whether it be 
for gutters, flashings, downspouts or cor- 
nices, labor is only one part of the cost— 
materials the other. The labor cost is the 2 | A good product, 
same whether the material is short-lived well advertised, 








~~ ame = 


or everlasting, rust-proof Copper. But he means good busi- 
with Copper your profit is greater. Keep- ab ness. That is the 
ing your mark-up at the usual rate you ee Why second reason 


why sheet metal 
men are using 
more Copper 
PER every year. The 


make more money on Copper jobs be- 
cause you handle more dollars’ worth of 
business. That is one of the reasons why 
so many Sheet Metal Contractors report 



































they are using more Copper every year. and story of Copper’s 
pouts permanent proof 
hears against rust is 
ENHANCE THE VALUE AND COMFORT sy aed being advertised 
OF YOUR HOME BY RUST.PROOFING terete widely and con- 
Se we tinually. It is im- 
Be ae yee fs gto nea SEP ras pressing millions 

' — = 
Te peed athens — of home-owners 
renin ornate A Rust-Free Home Hi wes through adver- 

is a Care Tree i Vs 
























What constitutes Gow | 
a Rust-Proof Home? | 


‘ rs ate annually by 

gum is expended on © ible metals. ke in & 
qremendous, unnecessary extravagance. s 
\ ‘Are you paying » part of this bill? You ase, 
ible marerials 






| 3increk 


A third great 
factor is that 
builders and 
home-owners 
who have used 
Copper are en- 
thusiastic about 
Send for these Books its performance. 


Many Sheet Metal Contractors are finding They tell pros- 
these two books, COPPER FLASHINGS and 
COPPER ROOFINGS, of great value—particu- 
larly to their assistants. Both contain full de- 







a R t& BRASS 
eaes COPPER 
1D Bevedoy 


‘ASSOCIATION 
New You 


i 
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Miaberoers 
— 
RASS. BRONZE 


rn, 8 
CORE ides Mont Uvefal Metal 












pa me c BRASS 


ae 
esse we ¥ 
prostwar™ te Coan O88 
















- oxtt— 
anaes, OF _ mevan® 
corre® nose ont 
awe 





meee 
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scriptions and diagrams of the best methods of 

applying Copper for roofing work. Copies are > O PPER 

free on request, and a return post card is en- 

closed for your convenience in ordering them. RESEARCH i 
We Pay the Postage 25 Broadway 


Midwestern Office 
Landreth Building 
St. Louis, Mo. 
Canadian 
67 Yonge >t 








| £e.——) 
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i 
d, § tisements like 
ji. — those shown 
re here. The na- 
n tional magazines 
al @ and the daily 
1g | ~newspapers will 
_ carry 200,000,- 
re @ 000 advertising 
“< Mf} messages on rust- 
of @ proof construc- 
is tion to your 
.q § customers. This 
n. | advertising will 
,»- & build business 
1s @ for every sheet 








“RUST RESISTANT” 


If you are planning to build, buy or remodel a home 


. ane 
t© fin, , 
ne a 
tals a 1 ney 
- ye attack of time 
rain oI rORm, 
a wa 
ashings, gutrers ar A Rapouts Py * an 
. t 
© plu g and solid Brass ronze for hardware and lig zg i” of ¢ 
fherures hese materiabs wi t as long as your house sands They ia du, 
te 
bot rf witate Co 3 or replacements “Ming jp oT 
> 
Var 
Jur & ding Ser Jepartment will adly asst you «ithout 
Cost of obligation 1 are contronted with any problem quer 
ing the use of vur metals RUST. 
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does not mean 


RUST-PROOF 





t che 


m bulletin « 
United States Burcae of Standards 






semnots WETALe 
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PROOF COPPER PLASHINGS 


Coprpen& BRASS | GUTTERS AND DOWNSPOUTS 
troeanes arconet eowe even ' 
25 Broadway, New York | . “S HAVE To > — 
a. . BE PAINTED 
Kendreth Busideng 67 Veuge Sarees Arcturcts Bushing 4 can pe thle feshun 


Slee te Terensn, Owe Lew Angee, Cal 
| 

















rs metal man who Q COPPER, BRASS, BROVZE-—THE WORLD'S NesT tsertL | i 
of it. [ 
Pi | - i. 








pective builders and 
buyers of homes that 
Copper Cannot Rust; 
‘S$ @ that it therefore never 
d @ requires costly repairs or 
’ @ replacements. That is a 
it ® selling force in steadily 
*» B increasing the demand 
* & for sheet Copper. 


D asing Demand LS: as | 











Hil ASSOCIATION 
New York 
Pacific Coast Office 
Architects Building 
Los Angeles, Cal. 
an Office 
ae Toronto, Ont. 











. S @ 6 ~@ 


Coprer & Brass 








OF O°EE- THe Womens Mest 


4.A Double Market 


Every piece of rusted sheet metal in a house or build- 
ing means a sale of sheet Copper to come. Sheet Metal 
Contractors who have been in business many years 
report that the demand for Copper continues to show 
a steady increase. Copper is particularly in demand 
where other materials have been used first and have 
proved unsatisfactory because of rust. 





Building ownérs who have once paid for repairs 
want permanent materials the second time and insist 
on Copper. 
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Cheaper than tapping—easier than riveting 
more secure than bolts 
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Self-tapping Screws provide the — then turning in the Screw with a 
simplest, quickest, most economi- — screw driver. They cut their own 
cal way of making sheet metal thread in sheet metal, like a tap, 

assemblies! as they are screwed in, drawing 
the sections securely together— 
making fastenings that stand up 
even under vibration and severe 
service conditions. 







No other method of joining sheet 
metal or making fastenings to 
sheet metal can compare with 
Parker-Kalon Hardened  Self- 
tapping Sheet Metal Screws. These unigue Screws are used 
d-ily by over 35,000 sheet metal 
workers “saving them from 50°% 
to 75% in time and labor. 








Machine screws involve a slow, 
costly tapping ‘operation and 
expensive machinery. Riveting 
requires more time and Icbor. These Screws will do the same 
Bolts loosen under vibration and for you. Try them. Mail the 
necessitate fumbling with nuts coupon now, for samples. 













magiheerasit PARKER -KALON CORPORATION 
But Self- tapping Sheet Metal 190 Varick Street, New York, N. Y. 
Screws require only two simple Distributed in Canada by 

operations. Drilling a hole— Aikenhead Hardware Ltd., 19-21 Temperance St., Toronto 





PARKER-KALON 


HARDENED SELF-TAPPING 


“4 Sheet Metal Screws we 


TENTED 
APR. 1, 1919 -No 1299232 — MAR 28,1922-No.141I18@ 
AUG. 14,1923-No 1465148 — FEB 10. 1925-No 1526162 
OTHERS PENDING 















Parker-Kalon Corp. 
190 Varick St., New York, N. Y 


Please send me a handful of Hardened Se!f-tapping Screws. I want to try them out for... 

















Name iitadaune ae : 
Address 



















When writing mention AMERICAN ARTISAN—Thank you! 












lyecembLe 


29, 1928 


AMERICAN 


NAIL it to masonry 


with these unique Nails 














Save time and labor 


When you have cornices and 
flashings to attach; ventilating 
ducts, gutters, and leaders to 
hang—nail them fast to masonry 
with Parker - Kalon Hardened 
Masonry Nails. You can make 
secure fastenings in a fraction of 
the time required to use expan- 
sion bolts, hooks or anchors. 
And Masonry Nails make the 
easiest possible fastening. 

These unique Nails were designed 
especially for use in brick, mor- 
tar, concrete, etc. They are so 
made that you can drive them 
into masonry just as ycu hammer 
an ordinary nail into wood. Even 


ARTISAN 














in concrete you need only drill 
a small hole to start the Nail. 
Sheet metal workers everywhere 
are saving time and labor—; 
ting more profit from jobs by 
using Masonry Nails. 
Parker-Kalon Hardened Masonry 
Nails are made in three sizes: 
46" x 17, 14” x 116”, and 14” x 
2”. Electro- galvanized finish. 
Packed 100 in a box, and in kegs 
Test Masonry Nails on your 
own work. Thecoupon will bring 
samples without obligation. 


PARKER - KALON CORPORATION 
New York, N. Y. 


gct- 


190 Varick Street, 


Distrtbuted in Canada by 
Aikenhead Hardware Ltd.,19-21 Temperance St., Toronto 


Parker Kalon 


> Hardened 





Masonry Nails 





PATENTED 


Parker-Kalon Corp. 
190 Varick St., New York, N. Y. 


I want to try Parker-Kalon Hardened Masonry 


Name . 
Address. .... 


FEB. 26, 1924 -No 14685202 


Nails. Please send samples to: 
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Published to Promote 


Etta Cohn 
J. F. Johnson 


Eastern Representatives: 
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f\ merican, irtisan 


Published EVERY SATURDAY at 620 South Michigan Avenue, Chicago 
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Franklin Butler 
Chas. E. Kennedy 
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Price: 


Better 
Warm Air Heating United States..... 
and Canada ......... 
Sheet Metal Work SD concn eam 


G. J. Duerr 
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Can Anyone Else Do This For You? 


Here you are—a sheet for every pur- Backing up these two divisions is the 
pose, more than twenty kinds, carried in machinery department giving complete 
stock for Immediate Shipment. All these service on all sheet metal working tools 
sheets are prime quality, stored in special- such as beaders, turning machines, snips, 
ly heated rooms, with every precaution etc. You can combine orders and ship 
taken so that the quality and finish are ments through this one source and save 
fully protected. You can draw on these checking and office work as well as con- 
stocks as you would your own storeroom _ siderable time and money. 

—a bundle or a ton, your order is de- : : ; - , 

: Use this three-way service. The Ryer 

livered at once. “hii, .. * _. 
son Journal and Stock List is your guide 

In addition to this broad service on to the large stocks of steel. Catalog No. 
sheets the general steel departments fur- 27 gives complete information on the 
nish bars, angles, channels, rivets, bolts tools. If you haven't the current copies 
and other steel items, needed by the sheet of both, write and we will mail them at 
metal worker. once. 


Here is a partial list of the 1001 items in stock for immediate shipment. 


Bars Strip Steel Rivets Firmtread Plates Welding Rod Ascoloy 

Shapes Refined Iron Wire Billets Boiler Tubes Tool Steel 
Structurals Plates Chain Turnbuckles and Fittings Small Tools 
Rails Sheets Reinforcing Steel Babbitt Metal Alloy Steel Machinery, etc. 


Write for the Journal and Stock List 


Josepu T. Rverson & Son inc. 


Established 1842 


Plants: Chicago, Milwaukee, St. Louis, Cincinnati, Detroit, Cleveland, Buffalo, Boston, Jersey 
Representatives in: Minneapolis, Tulsa, Newark, New York, 
Denver, Los Angeles, San Francisco 


RYER 


ST SeBeLe- SERVIC & 
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slo? 
roaky pails! 






O! Who wants a pail that leaks? Or 

anything else that leaks? Especially 
a furnace that sooner or later sends up 
dust, soot and coal gas! 









Several methods are used to prevent leaks. 
Furnace putty. Cemented joints. Rivets 
and calking of various parts. All of these 
methods prevent leaks for a while. 









The Waterbury Seamless Furnace is 
PERMANENTLY gas-tight. Its heavy 
steel body is welded into a single, solid, 
sealed piece. There is no chance for leaks 
anywhere at any time. Even the front 
panel is welded. 
















Not only does the Waterbury stand out 
conspicuously in this respect but also in 
fuel efficiency and for the exclusive 
Waterbury humidifier that gives controlled 
humidity, fully semi-automatic. 










This seamless steel furnace will put new 
life into your heating business. Waterbury 
dealers seem to get a flying start, with 
steadily increasing sales. Begin the new 
year right. Send for full information now! 


Waterman-Waterbury Co. 


1122 Jackson St. N. E. Minneapolis, Minn. 














THE WATERMAN-WATERBURY CO., 
1122 Jackson St., N. E., Minneapolis, Minn. 









NATION-WIDE SERVICE! 


Send me full information about the Waterbury Seamless , ; ) 
Complete stocks carried in 


Furnace and your Agency Proposition. 







Philadelphia Kansas City 
Pittsburgh Denver 
New Orleans Seattle 





Albany San Francisco 





Mention AMURICAN ARTISAN in your reply—Thank you! 

















i a, am, 
\ 


ae! 


Ey 








Vol. 


CHICAGO, 


qncrcan rtisan 


> —; lournal ) 


na She et 


DECEMBER 29, 1928 


Metal moat} ) 


"Here, Sonny, tnake? Cy 
/ warm-air minded. | 


mtd 








I» 


NG 








t 
) 
= 
= 


— 1929“ ¢7 ane 





Let’s Hope He Learns How to Handle That Shovel Better Than His Immediate Predecessor Did 


Know Costs and Use Every Legitimate Means of Getting 


Business 


Have Ideals About Type of Business 


You Want, 


ITH the opening of the new 
year, warm air furnace instal- 
lers are naturally casting about to 
see how they-can improve their own 
situation so as to enable them to 
make more money during 1929. 
One of the best things they can 
do to improve their own situation is 
to put their houses in order. By 
this is meant that they should en- 
deavor to figure their work so as to 
include a fair profit on each job. 
No work is worth doing which does 
not show a fair profit to the owner 
of the shop after all expenses coinci- 
dent to the installation are paid. 
In this issue there are articles on 
phase of the 


almost every warm 


air heating industry. A thorough 
digesting of each and every one of 
these articles and the. putting of 
their precepts into practice will go a 
long way towards assisting the fur- 
nace installer to make more money 
during 1929. 

There are stories inéluded in this 
issue which show that warm air 
furnace installers who are making 
an honest effort to get business at a 
which 


profit are making 


proves that it can be done if the 


money, 


furnace installer only has the nerve 
to go out and do it. 

All of which 
proposition is a matter of 


pre ves 
entre 


salesmanship. Ideals count a great 


that the 


Then Go Out After It 


deal also. ‘These men who are get- 


ting these large jobs have ideals. 
They do not enter the price com- 
petition class; they leave that kind 
of work for someone else, and go 
into the fields that have the cream 
and the least amount of grief. 

To get more and profitable busi 
ness during 1929 make an honest 
effort to go out after it. Be sure 
vou know your costs, because, after 
all, that is the all-important thing 
If you know what you can do and 
what you cannot do, it 1s an easy 


job which 


matter to say no to the 


will not net a fair profit. Use every 
legitimate means of getting business 


and work them to the limit. 
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Prospects for Banner Warm Air Heating Year Excellent 
for Certain Class of Installer 


How Good! and Not How Cheap! 
Should Be 


By Cuarzes E. Hatt, President National Warm Air Heating Association 


T WOULD seem the outlook for 

1929 is most encouraging to those 
furnace dealers who strive to install 
warm air heating plants so to reflect 
credit upon their ability as good in- 
stallers upon the manufacturers as 
makers of good furnaces, and upon 
the industry as a whole. 

To those dealers whose only ap- 
parent ambition is to cut the price 
to beat some other misguided, mis- 
informed poor fish out of a job, 
there is nothing to look forward to 
but constant grief and trouble. 


Warm air heat is “coming in” 
and is coming fast. With correct 
installations, made in accordance 
with the developments of research 
work which has been so carefully 
and well done by the Illinois Uni- 
versity research department for the 


National Warm Air Heating Asso- 


ciation, many of those elegant resi- 
dences heretofore considered to be 
best adapted to other methods of 
heating have been heated most suc- 
cessfully and_ satisfactorily with 
warm air. 


Warm air heat has the advantage 
of easier control—economy in origi- 
nal cost, upkeep and operation— 
more healthful—more  sanitary— 
provides several changes per hour 
of circulation air for occupants to 
breathe, and instead of that close, 
stuffy, drowsy feeling, people living 
in houses properly heated with 
warm air enjoy better health, a feel- 
ing of exhilaration, and that inde- 
scribable something called. pep. 
These are facts determined by un- 
biased, disinterested authorities, not- 
withstanding exaggerated claims by 
makers of other kinds of heating 
apparatus to the contrary, and the 
Dear Public is rapidly coming to 
realize and appreciate the advan- 
tages of warm air heat. 


After all, except for food, what 


Slogan for 





can be more important to human 
beings than heat? In these days of 
unprecedented luxuries, how many 
of them could be enjoyed if it were 
not for heat? People have been 
educated to indulge in a 
amount of amusement and enter- 
tainment. How much fun would 
we get from our radio, phonograph, 
theater, church, school, office, shop, 
store without heat? We might 
hibernate, but only animals do that. 


We might pile the covers on and 


liberal 





Charles E. Hall 


stay in bed, but who would want to 
do that all winter? In this tem- 
perate zone of the Northern hemi- 
sphere we must have some good 
means of providing ourselves with 
heat for seven months each year. 
Warm air is the best and most satis- 
factory method of heating homes 
during each of those seven months 
and is outstandingly better during 
those spring and fall chilly morn- 
ings and evenings when a light fire 
is needed to make the home com- 
fortable. No other method or sys- 
tem of heating will do this with the 


1929 


quickness and satisfaction of a 
warm air furnace. 

With correct information as to 
what constitutes proper installation 
so easy to acquire, through the re- 
vised edition of what is known as 
the Standard Code, which is now 
ready for distribution and will glad- 
ly be sent out by the National 
Warm Air Heating Association to 
all dealers and installers who will 
mail their request to the headquar- 
ters of that association, 174 East 
Long Street, Columbus, Ohio, there 
is no excuse for any dealer not to 
be able to give his customers that 
maximum of heating service and 
satisfaction they should have and to 
which they are most certainly en- 
titled. 


Hit or miss methods will no long- 
er enable a dealer and installer to 
get by. The time is at hand when 
he will find it necessary for him to 
fortify himself with up-to-date 
knowledge in order to convince his 
customer that he knows his stuff. 
It is rapidly becoming generally 
known by the buying public that a 
warm air furnace properly installed 
is far superior to one that is im- 
properly installed, and those dealers 
who are inclined to ignore these im- 
portant certainties are going to find 
it increasingly hard to get business, 
while those who avail themselves of 
the opportunity to build up a repu- 
tation for doing things right will 
find the warm air heating business 
to not only be more profitable but 
also to be a business they will be 
proud of to be engaged in. Fol- 
lowing the Standard Code as it is 
now revised, will be found to be 
an easy thing to do, and anyone 
who can read will find no difficulty 
whatever in determining what its 
requirements are for any average 


(Continued on Page 267) 




















Competition Makes Better Salesmanship Necessary in 
Warm Air Heating Industry 
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National Association and Research 
Activities Raising Level of Industry 


CERTAIN definite 

has certainly been made during 
the past twelve months in the art 
and general standing with the pub- 
lic of warm air heating as well as 
in the activities of the National 
Warm Air Heating Association, 
representing that industry. 


progress 


No survey is required to prove 
this assertion, for every manufac- 
turer of warm air furnaces, or of 
warm air heating accessories, as 
well as every installer, will recall 
that during 1928 more radical 
changes were made in the general 
style and equipment of a warm air 
furnace plant than in any one pre- 
vious year. Such departures from 
the conventional warm air plant in- 
clude the material increase in the 
popularity of the square case fur- 
nace, the dressing up of the heating 
unit and the cold air returns with 
duco, or other finish, in color, the 
more frequent use of rectangular 
ducts for domestic warm air heat- 
ing plants, the appearance of nu- 
merous furnaces for the exclusive 
use of gas, and the serious consid- 
eration of such accessories as fans, 
automatic humidifiers, air filters, 
and thermostats. 

Whether more or fewer warm air 
furnaces were made and sold dur- 
ing 1928 than in 1927, there is little 
or no Guestion but what more first- 
class, high-grade, complete—or 
whatever they should be called— 
warm air heating plants have been 
installed in homes during the past 
year than in any previous twelve 
months. 

As to the industry’s association 
activities, it was during 1928 that 
the National Warm Air Heating 
Association made a comprehensive 
change in its set-up as a necessary 
preliminary step toward extending 
the organization’s activities and 


By Atten W. Wixiiams, Managing Director, National Warm Air Heating Association 





adding others extremely important 
to the growth and success of warm 
air heating. 

The change referred to also made 
it possible to consolidate into the 
National Warm Air Heating As- 
sociation the Western Warm Air 
Furnace and Supply Association 
and the Midland Furnace Club, or- 
ganizations of long standing in the 
industry. 














Allen W. Williams 


The education of the consumer 
public has also been continued to 
good advantage and will be vigor- 
ously pushed during the coming 
year. 

There is no question but that our 
industry has held its own against 
the competition of other industries 
to a remarkable degree. This fact 
should be an encouragement and 
compliment to warm air heating, as 
it surely indicates the public’s grow- 
ing confidence in warm air for heat. 

There is no question but that to- 
day the dealer must be: better posted 
in the science of warm air heating, 
and be a better salesman than was 
necessary even a year or so ago. 
This does not mean that he must 


necessarily increase his overhead, 
have an elaborate showroom, or be 
located where rents are high, but it 
does mean that, as the saying goes 

-‘He must know his business.” 

The National Warm Air Heat- 
ing Association’s research work car- 
ried on in co-operation with the 
University of Illinois, its various 
publications, and the work of its 
Better Business Committee, which is 
getting under way, will be found 
helpful means to that end. 

Salesmanship, both wholesale and 
retail, has improved to a consider- 
able degree, and this is one more 
encouraging feature. 

There is no reason in the world 
why further and better progress will 
not be made in the manufacture, 
sale, and ‘nstallation of warm air 
furnaces during the year 1929. 
How Can This 
Chimney Be Made 
to Function Properly? 

A chimney 30 feet high and 
16x28 inches 
draft and blows the fumes from a 


inside has a down 
gas stove into the room. A building 
about 20 feet higher than the chim- 
ney stands 8 feet to the east of it, 
but there is no interference to the 
west. Is there a way to make chim- 
ney draw properly without building 
it up? 
GEORGE A. RHEINISCH. 

Sidney, Ohio. 


Zinc Interests 
Come to Agreement 
on Production 


Delegates to the conference of 
European and American zinc indus- 
tries at Brussels, Belgium, where 
they are meeting, concluded an 
agreement by which production will 
be restricted as from Jan. 1 along 
lines previously suggested by Amer- 
ican producers. 
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The Bigger They Are the EASIER They Fall in Line 
to Use Warm Air Heat 


Ed Stahler Sells’Em and Fred Goodall Keeps 
"Em Satisfied with Good _ Installations 








46 HE only way to sell gas- 

fired warm air heating in- 
stallations successfully,” says Ed. 
Stahler, the “S” part of the G. & 
S. Stove and Furnace Company, 
4224 West North Avenue, Chicago, 
“is to sell the prospect on the idea 
of insulation first.” And Ed. knows 
his stuff when it comes to selling 
warm air furnaces in the larger than 
average home. He has at the pres- 
ent time eight gas-fired warm air 
furnace installations to his credit 
for the year 1928 and they are all 
installations running well over 
$1,000. 

“T find that is just as easy and 
doesn’t take any more time to con- 
vince a man building a $30,000 that 
he ought to have a warm air heat- 
ing installation in that home than 
it does to sell some little prospect 
for an installation in a 
brick bungalow ; in fact, it is easier 
to sell in the $30,000 home class, 
because you are dealing with more 
intelligent individuals for the most 


5-room 


part and when you make an im- 





Grorcrt DuERR 


By 








pression it registers. 
there is not apt to be the amount of 
quibbling over little details as in the 
case of the smaller jobs. 


Fred Goodall, the G Part of G. and S. 
Stove & Furnace Company 


“A difference’ of a few dollars 
here and there is not given the im- 
portance in the former case it is in 


Furthermore 







the latter. 
intention in making the statement 


Of course it is not my 


to minimize the importance of each 
factor of the warm air heating in- 
dustry. They are all equally impor- 
tant and each one has its own spe- 
cial place. But what I mean is that 
when you are dealing with people 
with money, the attitude is far dif- 
ferent. These people are looking 
for results. Economy is given only 
secondary consideration insofar as 
the actual purchase is concerned, 
but the result that is to be produced 
is the outstanding motivating ele- 
ment. You know that from the 
start and, therefore, all of your 
sales effort can be directed toward 
producing conviction that the de- 
sired result will be forthcoming 
with the use of the product you are 
offering and the service that goes 
with it.” 

In two of the accompanying illus- 
trations are shown the basement and 
exterior views of the new home of 
Dr. Jaros at Riverside, Illinois. It 


is equipped with a Mueller, gas- 

















Residence of Dr. Jaros, Riverside, Illinois, in Which Gas-Fired Warm Air Heating System Was Installed by the 


G. & S. Stove & Furnace Company, Chicago 








December 29, 1928 


MERICAN 








Basement of Dr. Jaros’ Home at Riverside, Illinois, Showing Gas Era 


fired warm air furnace installed by 
by the G. & S. Stove & Furnace 
Company. It is of the trunk line 
gravity type system and is working 
100 per cent perfect. 

This job was originally laid out 
for hot water. Therefore to sel! 
warm air here required real sales- 
manship. But when it is learned 
that this gas-fired, gravity warm air 
heating job went in at a price $165 
higher than the hot water job for 


which the house was originally laid 
out, you begin to. think that there 
surely must be something in this 
idea that warm air has merit far 
superior to other types of heating. 

Men like Dr. Jaros are not the 
ordinary mine run of individual. 
They are highly successful in their 
professions and have the money to 
buy just about anything they want 
in the way of a heating system. It, 
reason that 


therefore, stands to 





Furnace and Connections 
when they select warm air in pref- 
erence to other types of heating, 


especially when the furnace installer 


asks a price that is even higher than 


competitive types of heating equip- 
ment, there certainly must be a 
reason. 

But it is going to require a great 
deal of the type of salesmanship 
that Ed. Stahler uses to get folks 
like Dr. Jaros and Mr. Kellerman 


(mentioned hereinafter in this ar- 





AMERICAN ARTISAN 


December 29, 1928 





Home of L. W. Kellerman, North Oak 


ticle), to put their trust in warm 
air. 

This home of Dr. 
equipped with a sheet metal canopy 
over the cooking range and a fan 
located in the attic to draw smoke 
and fumes away from the range. 
In the furnace installation there are 
all side wall registers and baseboard 


aros is 
J 


cold air returns. 

Some time ago there appeared a 
story in AMERICAN ARTISAN con- 
cerning a sale of a warm air fur- 
nace installation that had been made 
by Ed. 
cumstances. The man who bought 
the installation was L. W. Keller- 
man, an insurance broker, and the 
home is a $30,000 dwelling situated 
in Fair Oaks, the most exclusive 


under rather unusual cir- 


residence section of Oak Park, IIli- 
nois. 

Mr. Kellerman is a man who is 
in the habit of doing his own think- 
ing. When he came to the point of 
building a new house he set out to 


investigate all types of heating sys- 





Park, Illinois, in Which G. & S. Stove & Furnace Company Has Installed 


Torrid Zone Oil-Burning Furnace 


tems for that home. In the course 
of his investigations he sought out 
Ed. Stahler and had him “strut his 
stuff” so to speak. Then he went 


Ed Stahler, the S Part of the G. & S. 
Stove & Furnace Company 


home, thought the matter over, com- 
pared notes and came to the con- 
clusion that Ed. knew whereof he 
spoke. He came to this conclusion 
because Ed. had sold him and he 
sold him right. He told him the 
truth and he told just what he could 
expect from the system that had 
been laid out for him. 

What Mr. Kellerman was look- 
ing for was the health-giving com- 
fort that is possible with the warm 
air heating system. He has. several 
children and was determined to do 
everything possible to insure that 
these children were given the right 
kind of winter atmosphere in which 
to live. It so happens that that 
section in which he lives is dom- 
inated by the steam and hot water 
men. When Mr. Kellerman’s 
friends learned that he had de- 
termined to put in warm air, they 
laughed at him, told him he was a 
chump to do so, and said he would 
regret it to the en! of his days. But 
he was sold and I said before that 
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Basement of the Kellerman Residence Showing Oil-Burning Warm 


he was a man who es his own 
thinking. He said, “I believe in the 
boys who are putting this thing in 
and I’m going to give it a trial.” 

The job is completed now. Mr. 
Kellerman is living in his home and 
the system is working to perfection. 
It has a Torrid Zone oil-burning 
furnace, a Duplex oil burner and a 
fan. But the system was so well 
balanced that even before the fan 
was connected up it worked per- 
fectly under gravity. Those who 
came to laugh, admired instead. And 
as is always the case, the G. &. S. 
Stove and Furnace Company has al- 
ready secured two live prospects for 
similar jobs as the result of the way 
this Kellerman installation is func- 
tioning. 


A peculiar coincidence is con- 
nected with the securing of one of 
these prospects. He is the son of an 


old warm air furnace installer 
whose jobs in and around Chicago 
are known to all warm air furnace 
installers and they are nothing to 
his credit. It certainly is to Mr. 
Stahler’s credit that he is able to 
sell a man a warm air heating sys- 
tem whose background must have 
been anything but desirable insofar 
as his knowledge of troubles from 
warm air furnaces is concerned. 
“Another thing which has helped 
to sell warm air heating to the bet- 
ter homes,” said Ed., “is the total 
absence of radiators in the rooms 
above. In the basement we use the 
trunk line system of placing our 
ducts, and consequently we _ get 
away from that unsightly appear- 
ance of the pipes sticking all over 
the basement for the owner to strike 
his head against. It was this fact 
and the absence of the radiators in 


Air Furnace and Connections 


the rooms above that decided the 
wife of one of the prospects in 
favor of warm air. She visited the 
wife of Mr. Kellerman and learned 
about the system in that way. Con- 
sequently she wants a system like it 
in her new home.” 

“Tt is this sort of selling that is 
going to bring the warm air heat- 
ing industry back to occupy a fore- 
most position in the heating world,” 
continued Ed., “and we are out to 
sell all we can of that type of in- 
stallation.” 

The second prospect which Ed. 
has had come to him as the result 
of the Kellerman job is a general 
contractor who is building a home 
that will cost in the neighborhood of 
$25,000 to $27,000. He is now fig- 
uring on a warm air trunk line sys- 
tem with coal, oil and gas. He is 

(Continued on Page 267) 





OVERALLS VERSUS SELLING 


By E. B. Lancensera, Vice President, Langenberg Mfg. Co., St. Louis 


W OULD you like to buy fur- 
naces from a salesman who 
wore overalls? Your reaction to- 
ward a salesman who came into 
your place of business wearing 
overalls would not put you in a re- 
ceptive frame of mind to listen to 
a story about the good piece of 
goods at a fair price. 

Now 
imagine what your customers would 
say and think if you try to sell them 
a warm air heating system and came 


reverse the process and 


to their house dressed in overalls. I 
do not believe that one would make 
very many sales by going at the job 
in this way. 


Shop Must Be Kept Clean 
and Neat 


Most of the furnace dealers that 
I have met generally put on their 
Sunday clothes when going out to 
meet a prospect and they do this so 
as to look their best and create as 
favorable an impression as possible. 

There is just one thing that keeps 


a shop busy and that one thing is 


an order and more orders. The big 
industries and the big companies of 
today have been built on good sell- 
ing and it would have been impos- 
sible for them to reach their pres- 
ent size by going out and selling a 
job and then spending the next 
thirty days making up material and 
doing installation work 

Every large company in the busi 
ness today started from a_ small 
shop, but the man who was running 
that shop realized that he had to 
have more business if he wanted to 
make more profits and that there 
was but one way to get more busi- 
ness and that was to go after it 

A great many dealers have said 
to me, “I haven't enough capital to 
hire a man and pay his wages, 
neither can | hire a salesman for the 
same reason.” My answer to this 
is that he is not getting the volume 
of profit that will permit him to ex- 
pand and increase his output and 
working for 


that he is practically 


a straight daily wage. Economically, 


he would save himself a lot of 
worry and trouble if he would hire 
out to someone else. 

(in the other hand he is an expert 
mechanic. He knows short cuts to 
do things. He doesn’t waste his ma- 
terials, he is interested in his busi- 
ness and can interest other people 
in what he is doing. 

When a man becomes interested 
in his business and sees the possi- 
bilities of the sales end of his busi- 
ness, he finds it much more interest- 
ing and profitable to develop sales 
ability and to spend most of his time 


out selling. 


E. B. Langenberg 


With all that it would be impos- 
sible for a man to go out and sell 
10 jobs to be installed next week, 
then expect to go back to the shop, 
put on his overalls, make up ma- 
terial for the 10 jobs and then ex- 
pect to instal! these jobs within a 
period of a week. Supposing he has 
sold each job for $400.00 and is 
making 20 per cent net, he would 
have a profit of $800.00 and his 
labor would all be paid for even 
though he would have to hire four 
tinners tor an entire week. It would 
not be long before he would have to 
hire an office girl, salesmen and even 
put on a foreman, as it would re- 


quire a lot of his time at the office 


looking after purchases, collections 
and the many details which are nec- 
essary to a successful business. 
Quite a number of furnace in- 
stallers have found a happy solution 
of the whole selling problem by or- 
ganizing a partnership with some 
business man who can furnish addi- 
tional capital. The installer takes 
care of the greater part of the sell- 
ing .and installation work and 
the other partner takes care of the 
purchasing, bookkeeping, office de- 
tail and collecting. The two work- 
ing together can accomplish a great 
deal more than where one man tries 
to do it all and spends three-fourths 


of his time in overalls. 


Installer Often Ashamed to 
Admit Mistakes 


There is another side light on this 
problem which affects other sales 
and that is if a consumer complains 
about a job not working satisfac- 
torily and the installer has actually 
done the work himself, he will in- 
variably place the blame for any de- 
fect on the consumer’s management 
of the plant, as he is ashamed to ad- 
mit his own mistakes. This makes 
the consumer feel that he is wrong 
and he naturally resents this. His 
reaction is to do business with some- 
one else the next time and refer 
friends of his to some other dealer. 
Complaints should be taken care of 
immediately, so as to keep the cus- 
tomer in the best possible frame of 
mind 

(One thousand nine hundred 
twenty-nine offers. you an oppor 
tunity to get into the selling part 
of your business where profits are 
made. Why use your own or your 
nen's time making fittings even in 
so-called dull periods, when by sell- 
ing harder you can keep your men 
going and can buy fittings cheaper 
than you can make them? 

\sk the manufacturer te help 
you. He can and will. Using the 
Standard Code for installing fur- 
naces is one of the best selling argu 


nients that can be used 
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Trend Toward Better Warm Air Furnace Installations 


By GrorGE Harms, Secretary, F. Meve1 


N my opinion there is a decided 

upward trend in furnace installa- 
tion. Much of this is due to the 
Standard Code and the efforts of 
manufacturers and installers to put 
it over. 

The most important link in this 
progressive move is the furnace in- 
staller. If he insists upon high 
grade furnaces, measured and rated 
by the National Warm Air Heating 
Association, and then personally de- 
mands that these installations be oc- 
cording to the Code, then this cealer 
must figure at prices that will per- 
mit him to use the very best ma- 
terials, taking plenty of time to 
make a high-grade and satisfactory 
heating installation and be able to 
guarantee his work in every respect. 
The result of such installations will 
also be assured and the price ob- 
tained must be in accordance with 
the service rendered at all times if 
you insist upon it. 

Give your customer the best that 
can be had, charge a price that will 
show a proper margin of profit, and 
both purchaser and installer will be 
satisfied. 

It may be well to repeat an inci- 
dent that I have mentioned at sev- 
eral sheet metal contractors’ meet 
ings ; namely, 
I met a dealer who had sold a 
number of furnaces for five and six 
room houses at $85.00 each. This 
dealer purchased the very cheapest 
furnace oliainable with the other 
materials and his installations were 
in accordance. It was absolutely 
out of the question that there would 
be any profit in this deal. The con 
sumer did not receive what he paid 
for, and, <nerefore, in a very short 
time was ovt $85.00 and the price 
of another 1stallation. You can 
well imagine his feelings. 


The next day I stopped at an 


Definitely Shown 


x Brothe 


hundred miles 
away. There I was told he had sold 


other dealer a few 
one furnace for a six-room house, 
receiving five hundred dollars for 
it. I again went over the costs and 
shown the best furnace 


was very 


obtainable was figured. Everything 
that could be done to make this job 
right, even better than the Standard 
Code if possible, had been figured. 
The dealer because of the valuable 
service rendered would show a very 
nice margin of profit. 





George Harms 


These two dealers are only an ex- 


ample of what 
rhe question which every installe: 
should ask “Am I an 
$85.00 installer or do I belong in 


the $500.00 class ?” 


occurs every day 
himself is, 


If you belong 


in the latter | know you can not 
only discount your bills, but you 
stand well in your community and 


also have a good bank account. If 
you are in the former class it is 
high time that you reform. You can, 
no doubt, do just as good work as 
the other man and if you strive for 
the best will surely succeed 
Your ’ 


count will soon tell the story to yout 


you 


business and your bank ac 


und entire credit 


satisfaction 


Installers and Manufacturers Must 
Pull Together to Improve Business 


r Co., Peoria, 111. 


PROSPECTS FOR 1929 EX- 
CELLENT FOR CERTAIN 
INSTALLERS 


(Concluded from Page 260) 


residence. In cases of complicated 
jobs every manufacturer will be glad 
to make blueprint layouts for his 
dealers, and give them whatever as- 
sistance they may need if dealers 
will send plans to the manufactur- 
ers of whom they buy their fur- 
naces 

The warm air heating industry is 
rapidly coming into its own and is 
destined to grow in importance and 
volume, and those who are engaged 
in it, in any part of its activities, 
should prepare themselves to keep 
abreast of the times and go after 
the business with the idea of pro- 
ducing and installing perfect heat- 
ing plants upon the basis of how 
good and not how cheap. 


THE BIGGER THEY ARE 
THE EASIER THEY FALL 


(Coucluded from Paa 


265 ) 
sold on warm air and is only wait- 
ing to determine which type of fuel 
will be the best for him to use 
This will be quite a feather in the 
cap of the G. & S. Stove and Fur 


nace Company, because when a 


generai contractor gets interested in 


their work, it means a good deal 
more than when the ordinary indi 
vidual does 

In the 


warln alt 


Kellerman installation the 

itlets are seve n teet from 
the floor, with a baseboard cold ait 
return trom every roorns. This. to 
is an unusual feature 

In both of these cases the houses 
are equipped with copper gutters 
In the Kellerman 


\. W 


lensing & Son of South Oak Park 


and downspouts 


home these were erecte 


[llinois 









OVERALLS VERSUS SELLING 


By E. B. Lancensere, Vice President, Langenberg Mfg. Co., St. Louis 


W OULD you like to buy fur- 
naces from a salesman who 
wore overalls? Your reaction to- 
ward a salesman who came into 
your place of business wearing 
overalls would not put you in a re- 
ceptive frame of mind to listen to 
a story about the good piece of 
goods at a fair price. 

Now 
imagine what your customers would 


reverse the process and 
say and think if you try to sell them 
a warm air heating system and came 
to their house dressed in overalls. | 
do not believe that one would make 
very many sales by going at the job 
in this way. 


Shop Must Be Kept Clean 
and Neat 


Most of the furnace dealers that 
I have met generally put on their 
Sunday clothes when going out to 
meet a prospect and they do this so 
as to look their best and create as 
favorable an impression as possible. 

There is just one thing that keeps 
a shop busy and that one thing is 
an order and more orders. The big 
industries and the big companies of 
today have been built on good sell- 
ing and it would have been impos- 
sible for them to reach their pres- 
ent size by going out and selling a 
job and then spending the next 
thirty days making up material and 
doing installation work. 

Every large company in the busi- 
ness today started from a_ small 
shop, but the man who was running 
that shop realized that he had to 
have more business if he wanted to 
make more profits and that there 
was but one way to get more busi- 
ness and that was to go after it. 

A great many dealers have said 
to me, “I haven’t enough capital to 
hire a man and pay his wages, 
neither can I hire a salesman for the 
same reason.” My answer to this 
is that he is not getting the volume 
of profit that will permit him to ex- 
pand and increase his output and 
that he is practically working for 
a straight daily wage. Economically, 


he would save himself a lot of 
worry and trouble if he would hire 
out to someone else. 

(in the other hand he is an expert 
mechanic. He knows short cuts to 
do things. He doesn’t waste his ma- 
terials, he is interested in his busi- 
ness and can interest other people 
in what he is doing. 

When a man becomes interested 
in his business and sees the possi- 
bilities of the sales end of his busi- 
ness, he finds it much more interest- 
ing and profitable to develop sales 
ability and to spend most of his time 


out selling. 


E. B. Langenberg 


With all that it would be impos- 
sible for a man to go out and sell 
10 jobs to be installed next week, 
then expect to go back to the shop, 
put on his overalls, make up ma- 
terial for the 10 jobs and then ex- 
pect to install these jobs within a 
period of a week. Supposing he has 
sold each job for $400.00 and is 
making 20 per cent net, he would 
have a profit of $800.00 and his 
labor would all be paid for even 
though he would have to hire four 
tinners for an entire week. It would 
not be long before he would have to 
hire an office girl, salesmen and even 
put on a foreman, as it would re- 
quire a lot of his time at the office 


looking after purchases, collections 
and the many details which are nec- 
essary to a successful business. 
Quite a number of furnace in- 
stallers have found a happy solution 
of the whole selling problem by or- 
ganizing a partnership with some 
business man who can furnish addi- 
tional capital. The installer takes 
care of the greater part of the sell- 
ing and installation work and 
the other partner takes care of the 
purchasing, bookkeeping, office de- 
tail and collecting. The two work- 
ing together can accomplish a great 
deal more than where one man tries 
to do it all and spends three-fourths 


of his time in overalls. 


Installer Often Ashamed to 
Admit Mistakes 


There is another side light on this 
problem which affects other sales 
and that is if a consumer complains 
about a job not working satisfac- 
torily and the installer has actually 
done the work himself, he will in- 
variably place the blame for any de- 
fect on the consumer’s management 
of the plant, as he is ashamed to ad- 
mit his own mistakes. This makes 
the consumer feel that he is wrong 
and he naturally resents this. His 
reaction is to do business with some- 
one else the next time and refer 
friends of his to some other dealer. 
Complaints should be taken care of 
immediately, so as to keep the cus- 
tomer in the best possible frame of 
mind. 

One. thousand nine 
twenty-nine offers. you an oppor- 
tunity to get into the selling part 
of your business where profits are 


hundred 


made. Why use your own or your 
men's time making fittings even in 
so-called du!l periods, when by sell- 
ing harder you can keep your men 
going and can buy fittings cheaper 
than you can make them? 

Ask the manufacturer to help 
you. He can and will. Using the 
Standard Code for installing fur- 
naces is one of the best selling argu- 
ments that can be used. 











Trend Toward Better Warm Air Furnace Installations 


Definitely Shown 
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Installers and Manufacturers Must 
Pull Together to Improve Business 


By Grorcrt Harms, Secretary, F. Meyer & Brother Co., Peoria, Ill. 


N my opinion there is a decided 

upward trend in furnace installa- 
tion. Much of this is due to the 
Standard Code and the efforts of 
manufacturers and installers to put 
it over. 

The most important link in this 
progressive move is the furnace in- 
staller. If he insists upon high 
grade furnaces, measured and rated 
by the National Warm Air Heating 
Association, and then personally de- 
mands that these installations be oc- 
cording to the Code, then this dealer 
must figure at prices that will per- 
mit him to use the very best ma- 
terials, taking plenty of time to 
make a high-grade and satisfactory 
heating installation and be able to 
guarantee his work in every respect. 
The result of such installations will 
also be assured and the price ob- 
tained must be in accordance with 
the service rendered at all times if 
you insist upon it. 

Give your customer the best that 
can be had, charge a price that will 
show a proper margin of profit, and 
both purchaser and installer will be 
satisfied. 

It may be well to repeat an inci- 
dent that I have mentioned at sev- 
eral sheet metal contractors’ meet- 
ings ; namely, 

I met a dealer who had sold a 
number of furnaces for five and six 
room houses at $85.00 each. This 
dealer purchased the very cheapest 
furnace obtainable with the other 
materials and his installations were 
in accordance. It was absolutely 
out of the question that there would 
be any profit in this deal. The con- 
sumer did not receive what he paid 
for, and, therefore, in a very short 
time was out $85.00 and the price 
of another installation. You can 
well imagine his feelings. 


The next day I stopped at an- 


other dealer a few hundred miles 
away. There I was told he had sold 
one furnace for a six-room house, 
receiving five hundred dollars for 
it. I again went over the costs and 
was shown the very best furnace 
obtainable was figured. Everything 
that could be done to make this job 
right, even better than the Standard 
Code if possible, had been figured. 
The dealer because of the valuable 
service rendered would show a very 
nice margin of profit. 





George Harms 


These two dealers are only an ex- 
ample of what occurs every day. 
The question which every installer 
should ask himself is, “Am I an 
$85.00 installer or do I belong in 
the $500.00 class ?” 
in the latter | 
only discount your bills, but you 


[f you belong 
know you can not 


stand well in your community and 
also have a good bank account. If 
you are in the former class it is 
high time that you reform. You can, 
no doubt, do just as good work as 
the other man and if you strive for 
the best you will surely succeed. 
Your business and your bank ac- 
count will soon tell the story to your 
satisfaction and entire credit. 


PROSPECTS FOR 1929 EX- 
CELLENT FOR CERTAIN 
INSTALLERS 


(Concluded from Page 260) 


residence. In cases of complicated 
jobs every manufacturer will be glad 
to make blueprint layouts for his 
dealers, and give them whatever as- 
sistance they may need if dealers 
will send plans to the manufactur- 
ers of whom they buy their fur- 
naces 

The warm air heating industry is 
rapidly coming into its own and is 
destined to grow in importance and 
volume, and those who are engaged 
in it, in any part of its activities, 
should »repare themselves to keep 
abreast of the times and go after 
the business with the idea of pro- 
ducing and installing perfect heat- 
ing plants upon the basis of how 
good and not how cheap. 


THE BIGGER THEY ARE 
THE EASIER THEY FALL 
(Coucluded from Page 265) 
sold on warm air and is only wait- 
ing to determine which type of fuel 

will be the best for him to use. 

This will be quite a feather in the 
cap of the G. & S. Stove and Fur- 
nace Company, because when a 
general contractor gets interested in 
their work, it means a good deal 
more than when the ordinary indi- 
vidual does. 

In the Kellerman installation the 
warm air outlets are seven feet from 
the floor, with a baseboard cold air 
return from every rooms. This, too, 
is an unusual feature. 

In both of these cases the houses 
are equipped with copper gutters 
In the Kellerman 
A. W. 
Lensing & Son of South Oak Park, 
Illinois. 


and downspouts. 


home these were erected by 





















Front View of Des Moines, Iowa, Aeroplane Hangar Which Is Heated with a Forced Warm Air Heating System 


Heating Aeroplane Hangars a New Field Open to the 
Warm Air Furnace Dealer 








Competition With Steam and. Hot 
Water Always Will Be Only Negligible 


HE coming of the airplane has 

brought with it, and opened to 
the wide-a-wake furnace dealer a 
new phase of warm air heating. 
This is in the form of airplane 
hangars which at this particular time 
are very popular, 
and the heating 
of them is es- 
sential, for a 
cold airplane is 
about as hard to 
start as a Mis- 
souri mule. 

One would al- 
most be safe in 
saying that every 
city of any im- 
portance in the 
United States 
either has an air- 
plane hangar or 
has plans under 
way for the con- oa ; 
struction of one. Sueeaye Vane, 
Also, 
the smaller 
towns are following suit with the 


many of 


larger cities, and building airports, 
thinking that it will be a means of 
making their towns more progres- 
sive. 

It already appears that there are 
many prospects for good fan in- 


By Epwarp H. Gunton, Engineering Department Success 














stallation jobs in this field, and these 
prospects are far above the average 
that the warm air furnace dealer 
The reason 


comes in contact with. 
for this is that this particular type 
of building does not draw as much 





Des Moines, Iowa, Hangar and Smal] Out House, Showing 
the Extent to Which Sheet Metal Has Been Utilized in the Construction 


of This Type of Structure 


hot water and steam competition as 
do many of the larger buildings. 
The Des Moines hangar, plans 
of which are shown in connection 
with this article, is a municipally 
owned one and represents an ex- 
penditure of approximately $35,000. 


Heater Manufacturing Company, Des 


Moines, lowa 









It is 100 foot square with 18 foot 
walls, and it has an arched roof. The 
building is of steel construction, cov- 
ered with metal on the outside, and 
lined on the inside with Célotex. 
made for a waiting 
room, two toilet 
rooms, and the 
heater room by 
the addition 
which is built 
along the north 


Provision is 


side. 

T wo heaters, 
each of which 
has a grate area 
of 7.2 square 
feet, were re- 
quired to offset 
the heat losses 
of this building. 
The air was 
brought to the 
heaters with the 
aid of two fans 
each capable of 
delivering 
4500 C. F. M. From the heater 
plenum the air was passed to the 
wire grills 


hangar through two 


located at the rear of the plenum 
and from the front a duct was run 
to take care of the two toilet rooms 
and the waiting room. 
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Floor Plan of Des Moines, Iowa, Aeroplane Hangar Showing the Heating System Layout and Location of Furnaces and 
Grilles. The Furnace Shown in the Lower Right Hand Corner of the Illustration Shows How the Application 


The simplicity of construction of 
an airplane hangar of today makes 
an installation of the type mentioned 
above a very efficient one, for no 
long ducts, which cause high static 
pressure, are necessary. An instal- 
lation of this kind will probably 
continue to be the most practical 
for such buildings until cities learn 
more of the importance of the air- 
plane, and more money is expended 
to take care of them. Then the 
warm air furnace dealer will find 
himself confronted with a still more 
interesting problem, which will in- 
volve the heating of many rooms 
such as rest rooms, dining rooms 
and sleeping quarters by means of 
ducts instead of simply one large 
room to house the planes. 

The dealer who is wide-a-wake 





of the Fan Was Made 


and enters this field of heating to 
prove the worth of his product, and 
its manner of heating, is the one 
who will reap the profits to be of- 
fered by installations of this type 
during the next few years. 
Furnace Manufacturers 
Looking for Good Business 
in 1929 
if the 
warm air furnace manufacturers are 


prognostications of the 
correct, the prospects during 1929 
for a good warm air furnace busi- 
ness are excellent indeed. In answer 
to a questionnaire 
AMERICAN ARTISAN 
your opinion, just how good are the 
1929 warm air heating prospects? 
over 75 per cent cf those answering 
the questionnaire stated that pros- 


sent out by 


asking, “In 


” 





pects for a good business were in- 
deed excellent. In almost every case 
the answer was, “Better than either 
1928 or 1927.” 
Oil Burners Finding 
Favor Where Gas Is 
No Competition 

Apparently the use of oil burn- 
ers in warm air furnaces is increas- 
ing. According to a questionnaire 
sent out by AMERICAN ARTISAN re- 
cently, asking the question, “Is oil 
heat making progress in the warm 
air heating industry in your local- 
ity?” the largest competitor which 
oil heat has is gas. In localities 
where gas is cheap the oil burner 
does not have much chance, but in 
has. The replies 


others it were 


equally divided. 
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Urges Furnace Installers to Do All 
They Can to Help Themselves 


Kv E. C. “Buck” Taytor, Vice President Premier Warm Air Heater Co. 


ITTLE BUCK home 
from kindergarten the 
day telling of a visit which Santa 


came 
other 
Claus had made there. Seems as 
though he drew a package and when 
he arrived home, inspection proved 
that it was a game called “Tiddly 
Winks.” 

Until that time I never knew that 
there really was a game called Tid- 
dly Winks. It’s a knockout, a wow, 
as the saying goes. In the first 
place there is a little glass cup and 
a number of pieces of bone. The 
object of the game is to take one of 
the larger pieces of bone which re- 
semble buttons and by pressing on 
the edge of the smaller discs of 
bone, make them jump into the cup. 

I sincerely trust that none of my 
readers will think that I am kidding 
them when I say that this game of 
Tiddly Winks is a thriller. It’s just 
positively devastating to anyone 
who has been in the furnace game 
and got tired waiting for it to show 
Man alive, you get 
action in this Tiddly 
Winks. You get action for your 
efforts, yes, indeed, action, and you 
and everything. 


signs of action. 
game of 


have 
Even a set of rules to go by and 
your opponent has to play the game 
according to the rules. I don't 
know what the penalty is for not 
observing the rules, but I presume 
if you don’t play according to the 
rules “you fall down and go boom.” 


opponents 


All of which reminds me that it’s 
about time we graduated from the 
“Furnace Game” into the furnace 
business. By that I don’t mean that 
there should be no play, no enjoy- 
ment, no fun in the furnace busi- 
ness. Far be it from me to be 
known as a “blue nose,” “kill joy” 
or “reformer.” I am in favor of 
making African golf the official 
game of the furnace business. That 


What Are You GOING to Do About It, AND 


WHEN? 


is the place for chance anyway. 

3ut it is high time we quit play- 
ing “Tag, you’re it,” “Blind man’s 
buff,” “post office” and a lot of 
other childhood games under the 
guise of the furnace game. 

“Tag, you're it,” for you may put 
a fast one over on your competitor 
and figuratively say “you’re it,”’ but 





E. C. “Buck” Taylor 


he in turn starts looking for some- 
one else to tag. It’s an endless 
chain and the fellow who is it gen- 
erally loses money. 

“Blind Man’s Buff,” for an in- 
dustry which goes around blind- 
folded without facts or figures is 
certainly playing Blind Man’s Buff. 
\ccording to the modern grown-up 
version, I suggest that it be known 
as Blind Man's Bluff. 

A few years ago I asked the ques- 
tion, “What are you going to do 
about it?” Today I amend the ques- 
tion to “What are you going to do 
about it AND WHEN?” 

| appreciate the courtesy of the 
editor of the AMERICAN ARTISAN 


in extending the use of his columns 








to me. 
thing for him to do, for when I re- 


It is a particularly gracious 


signed as chairman of the Better 
Business Committee I stepped out 
of the limelight as far as I was con- 
cerned. I grew tired of trying to 
get action out of the manufacturers. 
I appreciate, therefore, the oppor- 
tunity of appealing to the thousands 
of dealers who will read the col- 
umns of this wonderful annual 
issue. 

Let me make one more fervent 
plea for action. Ask every man of 
whom you purchase anything per- 
taining to the furnace industry, 
“What are you doing to make things 
better in this industry, and when?” 
Keep everlastingly at it. There is 
room for everybody in the furnace 
industry, and plenty of money to be 
made in it. You as a dealer have 
made it your life work. You are 
entitled to help, and lots of it. Are 
you going to get it? That depends 
on you. If you want facts to help 
you guide your business, instruction 
and education on how to sell and 
how to install, you can get them, 
but not without an effort on your 


part. 


Ask Mr. Furnace Manufacturer, 
Mr. Register Manufacturer, Mr. 
Fitting Manufacturer, Mr. Steel 
Manufacturer, Mr. Cement Manu- 
facturer: What are you going to do 
towards helping me become a better 
and more prosperous dealer for you, 
AND WHEN? Keep atir. Or- 
ganize if necessary, and take the 
bull by the tail. 
least, start 
NOW to do something for yourself. 
You can do a lot toward helping 
Make up your mind to 
know your costs for 1929. 


And last but not 


yourself. 
To sell 
at a profit and make some money 
for yourself. It’s all right to play 
(Continued on Page 281) 














Heating Industry 


271 


In UNION Their Is STRENGTH in the Warm Air 


Association Membership Fees Not Chargeable to 
Sales Expense But to General Industry Betterment 


. By H. T. RicHarpson, Chairman Publicity Committee, National Warm Air Heating Association 


HERE are those who say that 
the opportunities in the warm 
air industry have lessened during 
the past two or three years, but 
those who make such statements 
certainly have not been very close 
to the industry during that period. 
On the contrary, there probably 
never was a time, at least in recent 
years, when so much of promise 
was held out to those engaged in 
warm air heating as at present. The 
evils that exist, and there are many, 
come not from any weakening in 
the industry as such, but rather 
from the shortcomings of many of 
us who are engaged in it. 
Must Plan to Correct Evils 
of Industry 

Therefore, there seems no more 
fitting time to consider the ills of 
the industry, for which we are re- 
sponsible, than now and to plan for 
their remedy at the beginning of the 
new year. 

It is possible to argue price, in- 
stallation methods, sales policies 
and the like indefinitely, without 
making any headway toward a 
definite goal. In fact there has been 
too much of that sort of effort dur- 
ing the past years. Many criticisms 
are heard but few remedies offered. 

After all, it is possible to make 
much headway as_ individuals 
against conditions which exist in 
any industry. Unless there is some 
uniformity of action, some policy of 
individual 


effort, a collection of 


ideas or resolutions wil! always 
fail—and they have failed 


times in the warm air industry. 





many 


There is in existence at the pres- 


ent time a national association 
whose interests are focused on the 
betterment of the warm air indus- 
try. It is the only common ground 


which the man engaged in the in- 


dustry has where he can voice his 





opinion or bring any effort to 


bear upon a problem with any 


It is 
the union by which we, collectively, 


chance of a successful result. 


can take advantage of the wonder- 
ful opportunity that exists for the 
future of warm air heating. Let us 
profit by it. 

\nd yet the association reports 
at its periodical meetings that there 
are manufacturers who complain 


against the cost of membership, 





H. T. Richardson 


and dealers who expect to increase 


their business through associate 
membership. 

Such an attitude is difficult to 
explain; in fact, the only possible 
excuse for it must be ignorance as 
to the needs of the warm air indus- 
try today. Can those manufactur- 
ers and those dealers correct the 
conditions which need correcting 
so badly unaided? Are they power- 
ful enough to do the job alone? If 
so, the entire industry eagerly 
awaits their el:orts. 

Fortunately, such individuals in 


the industry are the exception. The 





majority of those who are doing a 
large, growing business today see 
effort in 


the salvation of united 


attacking the problems that are 
common to all of us collectively and 
who look upon the cost of member 
ship in the association as one of 
their most profitable investments. 
The fact that they cannot trace the 
result of membership on the ledger 
in the form of added sales does not 
worry them a bit. They know that 
such an expectation would be just 
as absurd as expecting the money 
spent for automobile insurance to 
increase the mileage of the auto- 


mobile. 


Who Is Industry’s Worst 
Competitor ? 

The direct competitor of warm 
air heating is radiator heat. It is 
powerful competition and is mak- 
ing definite strides in many sections 
of the country. Is it possible for a 
few individual manufacturers and 


dealers to meet this competition 


single-handed? If so, there have 
been no evidences of success yet. 
But it can be met successfully by 
a pooling of in- 

Naturally, the 


more individuals who are engaged 


united effort, by 
terests and effort 


in the effort, the sooner the result 
will be accomplished. ‘That is what 
money invested in the association 
is for, and not to increase sales by 
a few furnaces or advance the in- 
terests of any one individual for his 


own selfish purposes. 


It is to be hoped that 1929 will 
see every live furnace manufactur- 
er and dealer a member and asso- 
ciate member of the association. If 
such can be done, then indeed we 
may look forward with confidence 
to a year that will surpass any that 
have gone before in definite prog 
Don't be back- 


ward in taking out memberships. 


ress and prosperity. 

















Home of B. F. Fairless, President of the Central Alloy Steel Corporation, Massillon, Ohio, Equipped with a Forced Air 
Warm Air Heating System with Which He Is Very Pleased 








Alloy Steel Corporation Head Finds Warm Air Ideal 


HE extent of the future de- 

velopment in the warm air heat- 
ing industry is going to depend to 
a large extent upon whether or not 
the men in that industry can pre- 
sent their story in such a way that 
it will attract the attention and 
arouse the interest of that class of 
home owner which the steam and hot 
water men have largely dominated 
heretofore. If that can be success- 
fully done, an entirely new and very 
desirable potential market for warm 
air heating equipment will be opened 
to the wide-awake furnace men who 
have studied the situation sufficient- 
ly to know their “onions.” 

The entering wedge to this new 
potential market for warm air heat- 
ing equipment is, of course, forced 
air. So long as there was no relia- 
ble means of getting the warmed 
air from the furnace casing up into 





Heat for His Home 


Has High Praise for Forced Air 
Principle of Heat Distribution 


the distant rooms of the home, there 
was little hope that the industry 
could ever become a factor of any 
importance in the heating of the 
larger than average home type of 
dwelling. Because, of course, no 
one wishes to purchase equipment 
whose ability to perform satisfac- 
torily under every condition to be 
met with is in doubt. 

The coming of forced air has 
placed an entirely new face upon 
the whole proposition. It has not 
revolutionized the warm air heating 
industry, but rather it has widened 
the boundaries within which the in- 
dustry has heretofore been confined. 
The home owners of today whose 
homes are too large for the gravity 
warm air heating system need no 
longer turn to competitive types of 
heating equipment, in order to have 
their homes adequately heated. The 








same superior, health-giving warmth 
that is possible with the gravity sys- 
tem is now possible in the larger 
homes through the medium oi forced 
air, which makes it possible to drive 
warm air to practically any part of 
the home, regardless of how far 
from the central heating system any 
room in that home may be. 

In the accompanying illustrations 
are shown the exterior and _base- 
ment views of the home of B. F. 
Fairless, president of the Central 
Alloy Steel Corporation, Massillon, 
Ohio, which is an excellent example 
of what the forced air principle of 
warm air heating has made possible 
in the way of greater efficiency and 
greater satisfaction to the customer. 

This home was formerly heated 
with a gravity warm air job. Al- 
though the job of heating was done 
in a satisfactory manner as far as 
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it went under the gravity system, it 
did not go far enough, for two of 
the rooms in the house were inade- 
quately heated. 

One day Mr. Fairless learned of 
the forced air principle of warm air 
heating, and he immediately got in 
iouch with the A. H. Robinson 
Company, Massillon, Ohio, with the 
result that one of that company’s 
new square-cased warm air fur- 
naces, equipped with a Robinson 
heat distributor, was installed. 

In this installation the ability of 
the forced air system 
satisfied customers is well 
Nothing was changed in the Fair- 
less installation but the furnace. 
The system had two cold air re- 
turns which came down the oppo- 
site walls of the basement and ran 
under ground to the furnace cas- 
ing. These, too, were left as they 
were, with the exception that it was 


to produce 
shown. 





<a eel 
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found necessary to renew some of 
the duct work. The two cold air 
returns in question are shown in 
the basement illustration presented 
herewith, as is the 
furnace and the Toncan 
Mo-lyb-den-um [ron casing. 

In the Robinson principle the air 
is drawn through the cold air ducts, 
up through the casing and around 
the castings of the 
means of a fan located in the top 
of the furnace bonnet, and is thence 
forced through all of the warm air 


ducts to the rooms in equal amounts 


square-cased 
Copper 


furnace by 


The system as it now stands 


functions perfectly. Mr. Fairless, 
in sending his check in payment for 
the system, complimented the A. H. 
Robinson Company and the installer 
very highly on their equipment and 
workmanship and on the progress 
which the warm air heating indus- 
try in general has made during the 
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past few years. That is a double 
compliment to the firm. 

Therefore, it should be the ambi- 
tion of every warm air furnace in 
staller to so plan as to get into the 
class of furnace installation work 
which will permit him to get the big 
jobs. He will make more money if 
he does. 


C. L. Featherstone 
Furnace Co. Gets 
Big Heating Contract 


The C. L. Featherstone Furnace 
Co., 520 West Second Avenue, 
Spokane, Wash., have completed 


the installing of a warm air heat- 
ing system in the school house at 
Deep Creek, Wash., and have been 
awarded the contract to install a 
similar heating system in the new 
brick school house now under con- 
struction at Espanola, Wash. 























Basement View of the Home of B. F. Fairless, Showing the Square Cased Robinson Furnace Installed. The Cold Air 
Ducts Can Be Seen at the Extreme Ends of the Photograph. The Installation Itself Was Left as It Was 


Under the Old Gravity System, But a Forced Air System Was Applied and a New Furnace Installed 
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What, If Anything, Ails the Wasim Air Heating 


Business? 


There Is Too Much Knocking and Back-Biting 
in Industry and Too Little Real Service 


By F. G. Sepewicx, Vice President, Waterman-Waterbury Co., Minneapolis. 


UDGING from my observation, 

which covers many hundreds of 
dealers in all parts of the United 
States, the furnace business is a 
pretty good sort of a business. 

Judging from this same observa- 
tion, there are plenty of things 
wrong with the furnace business. 
And inasmuch as this is probably 
true of any business, we should not 
be surprised. 

In this discussion I am going to 
take the good things for granted 
and I am going to try to point out a 
few of the deficiencies in this busi- 
ness and to give my reasons before- 
hand. 

When one talks to an individual 
dealer in an individual town his re- 
action always is that somebody is 
cutting prices and somebody is put- 
ting in installations that are terrible. 

But when you go and talk to that 
somebody’s competitor, he has the 
same story, and as likely as not he 
will point out the very fedow from 
whose place you just came and tell 
you that the other fellow is the 
price cutter and makes the wrong 
installations. 

Wait just a minute before you 
draw your conclusions. I am not 
going to say that the dealer is the 
one who is to blame for this situa- 
tion. On the contrary, I think that 
it is the manufacturer who is funda- 
mentally to blame. But I want to 
point out all angles to the situation, 
so please bear with me just a 
minute. 

We can take the word of most 
any dealer in most any town, and 
most any dealer in most any town 
will tell you that his competitor’s 
installations are wrong. In telling 


you this the dealer doesn’t include 
himself in those who are making 
But you go 
across the street to his competitor 


wrong installations. 


and you will find that in his com- 
petitor’s opinion that other dealer is 
in the wrong installation class. 

I think that the very excellence 
of the warm air furnace has made 
it possible for us to get into this 
state of affairs. If you stop to rea- 
son that a warm air furnace, rated 
at 180 degrees register temperature, 
can be forced up to 250 or 300 de- 
grees register temperature and per- 
haps higher before it sets the house 
on fire, you will begin to appreciate 
flexibility the 
warm air furnace has. 


what an enormous 


Put in a furnace that is half large 
enough, put in pipes that are half 
large enough, force the furnace, and 
still you heat the house after a 
fashion. 

Thus, I say, that the very excel- 
lence of our product makes it pos- 
sible for dealers to skimp their in- 
stallations and still not be driven out 
of business. 

Of course, those skimp installa- 
tions parch the air in the home, 
cause the furnace to burn out in 
short order, cause overheated pock- 
ets and great fluctuations in tem- 
perature within the house, but the 
home owner is an easy going sort 
of fellow and he gets by, and the 
furnace dealer keeps on selling the 
same kind of an installation. 

It seems to me then that the first 
thing we must do is to bring the 
dealer to a _ realization that this 
thing is true and that dealers who 
are getting by with inefficient in- 
stallations should be brought to 
realize that they are doing the in- 
dustry a great wrong. 

I know that this is difficult, be- 
cause the first difficult step is to 
convince the other fellow that his 
installation isn’t right. But it is 
less difficult than it used to be be- 
cause we now have the Standard 





Code, and the Standard Code is our 
textbook—the 
complishment of the National 
Warm Air Heating Association, an 
accomplishment that is rapidly im- 
proving warm air heating, but not 
rapidly enough to satisfy me. I am 
still young, and I want to see the 
warm air heating business on the 
highest possible plane with installa- 
tions that will protect the con- 
sumer’s health, give him comfort 
and at the same time give the warm 
air furnace dealer a decent profit on 
his business. 


greatest single ac- 


And when | say a decent profit, | 
don’t mean a journeyman’s wages. 
The warm air furnace dealer is en- 
titled to journeyman’s wages, but if 
he is a heating contractor he also is 
entitled to enough to pay a legiti- 
mate overhead expense and a profit 
Surely anyone will 
grant this. Surely any furnace 
dealer who does not make that his 
goal is doing an injustice to the 
other fellow in the business. 


What Is the Remedy for This 
First Situation? 


on his business. 


I thought at one time that the 
best remedy would be local associa- 
tions, but they don’t seem to work 
There are so 
many who don’t attend and so many 
who do attend and sit on the side- 
lines and accuse the worker of try- 
ing to take all the glory, when, as a 
matter of fact, the worker is merely 


out so very well. 


trying to do something for his in- 
dustry. 

Another possible remedy is the 
Standard Code written into the stat- 
utes of each city or town. Of course 
the difficulty is to get the code 
across. If your local association of 
dealers wants to put the code across 
they can write the legislative com- 
mittee of the Warm Air Heating 

(Continued on Page 275) 








Urging Cooperative Members of National 
to Watch for Special Message 


It Is Duty of Every Member 
to Get 


Behind Movement 





Association 


By J. Harvey Manny, Member Better Business Committee, National Warm 


HE question is sometimes 

asked, “What do I get out of 
my Cooperative Membership in the 
National Warm Air Heating Asso- 
ciation ?” 

Cooperative Memberships in the 
National Association are sold to 
furnace installers who subscribe to 
the principles of the association and 
who agree to install in accordance 
with the Standard Code. An annual 
fee of ten dollars is charged for 
Cooperative Memberships. The 
mere fact that a dealer holds a Co- 
operative Membership in the asso- 
ciation is of little value to him un- 
less he uses that membership to 
help his business and the furnace 
business in general. The association 
furnishes the Cooperative Member 
with all of the literature and new 
information that is brought out. 

It has been found 
hold the meetings of the association 
in various cities of the country so 


necessary to 


that dealers in each locality may 
have an opportunity at some time 
to attend these meetings. Because 
of the these meeting 
places it is not possible for all of 
the Cooperative Members to attend 
A copy of 


location of 


all of these meetings. 
the complete proceedings of all of 
these meetings is, however, sent to 


each Cooperative Member, which 
enables him thoroughly to digest 


each subject at his own leisure. This 
alone is worth more than his mem- 
bership fee, provided, of course, 
that he studies and uses it. 

A Cooperative Member of the 
National Association enjoys all of 
the privileges of the active or manu- 
facturing member with the excep- 
tion that he is not entitled to a vote 
on questions brought up on the floor 
of the convention. The information 
files of the general office of the asso- 


ciation are Cooperative 


open to 


Air Heating Association 
Members. The managing director 
is daily furnishing information to 
members on various subjects per- 
taining to the industry. 

The membership fees of the Co- 
operative Members would go a long 
way toward expanding the work of 
the association if members could be 


brought in in goodly number. The 
association now has over twenty 
thousand names of active furnace 


dealers. If one-half of these deal- 


ers would become members, the 
funds of the association would be 
results would be 


This is not 


doubled, and the 
immediately apparent. 
a fight for the manufacturer only. 
The dealer must do his share to help 
in the molding of public opinion in 
favor of warm air heat. 

A special representative of the 
Better Business Committee is soon 
to be put in the field. He will have 
a. message for every furnace dealer. 
It is the duty of each Cooperative 
Member to get behind this man and 
to help him in every way to put 
over the program of the Better 
3usiness Committee. 

It must be obvious to every man 
in the entire industry at this time 
that a strong, concerted movement 
must be made at once by manufac- 
turers and dealers alike to put over 
a constructive plan of trade devel- 
opment. The dealer’s Cooperative 
Membership in the association is 
evidence on his part that he is in 
sympathy with the movement and is 
doing his share to help the good 
work along. 


SEDGWICK 
(Continued from Page 274) 
Association and help will be given. 

3ut I have come to the conclu- 
sion after several years’ experience 
in this business that the best possi- 


ble way out of this situation is for 
a few good dealers to take the bit 
in their teeth and make good in- 
stallations. I have been instru- 
mental in the building of one retail 
furnace business which started out 
in the face of cut-throat competition 
and wrong installations, with these 
things that were to be done: 

First—Every installation was to 
be made according to the Standard 
Code. 

Second—Every job was to be fig- 
ured according to a certain price 
schedule. 

Third—No job was to be accept- 
ed unless it bore a fair profit. 

This business is still thriving in 
spite of the cut-throat competition, 
and I can say from first-hand 
knowledge that so far as has been 
humanly possible, these three funda- 
mental requirements of the business 
have been lived up to since its in- 
ception. 

[ have noticed that in this city in 
which this business has been estab- 
lished there has been a very visible 
tendency on the part of competitors 
to better their installations, because 
this strong organization transferred 
the interest of the public from price 
to quality of installation and service 

Stop Consigning Furnaces 

I am purposely omitting many 
things that have been discussed as 
ailing the furnace business, because 
I want to get down to fundamentals, 
and in taking up the manufacturer's 
part of the argument I am going to 
restrict myself to just one phase of 
the situation, because I think that 
this is fundamental. 

I refer to the manufacturer's 
practice of consigning furnaces and 


of giving long dating. 


Did my reader ever see a coddled 
child who amounted to anything? 
Page 270) 


(Continued on 
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Warm Air Furnace Manufacturer of Today GIVING 
A GREAT DEAL for His Money 


Engineering Departments 


Long Way 


T a recent convention of the 
National Warm Air Heating 
Association in Buffalo one of the 
speakers made the remark that upon 
good authority the potential annual 





as to how the business is to be 
stepped up by two-thirds. And to 
many of them it is a real puzzle, 
crossword or otherwise. 

The problem is then one of in- 


Be sure to give the following information accurately 


Date Mov 23 192 8 


Oid-er New Building? Brick 

Height of Basement 7-6 First Fi._9' Second Fi. 8 ' 
Width between Joists First Fi. Second Fi 
Thickness of Floors First Second 


Space Between Studs in Partitions 
. Do Any Beams Extend Below Joists in Basement? 6xk 
If s0, indicate Where and How Much 222 


4 PFS 


8. If an Old Building, Show Locations and Sizes of Registers Already 
Installed 


9. Show location of All Doors and Windows, and Give Sizes 


10. Show Location of Stairways 
(Indicate whether open or closed) 


11. Show Location and Give Size of Chimney 


12. Give Names of all Rooms (Living—Dining—Kitchen—Bed— Bath 
Etc.) 


13. Show Preferred Location of Furnace and Registers 


14. Register Finish Desired: Warm Air—Oxidized Copper 


Brushed Brass 
Return Air Faces: Wood Black 
Iron White. 


15. Indicate Points of Compass (North—South—East—West) 
16. Indicate Direction of Joists 


ADDITIONAL IN ATION 
Ma “ CW faciy mj 


Submitted by Rnourrre Inree a7 3) 


E (Name) 2g 


(Address) 


Figure 1.—Showing How Furnace Installer Has Employed Information Blank. 
Note Absence of Pertinent Information That Engineer Must Have 


market for warm air heating units 
is 1,500,000. Statisticians in the 
warm air heating industry _ have 
compiled figures to show that no 
more than 500,000 warm air heat- 
ing units are being manufactured 
and sold during the year at the 
present time. 

Therefore, if these figures are 
representative, and there is very lit- 
tle reason to doubt that they come 
from good authority, the warm air 
heating industry at the present time 
is only doing one-third of the busi- 
ness every year that it is possible 
to do, without taking into consider- 
ation the natural growth in the 
number of homes being built and 
the consequent increase in business 
from that source. 

But there are so many factors 
mitigating against the increasing of 
the furnace business by two-thirds 
of its present volume that, regard- 
less of how many estimates and 


prognostications that are made con- 
cerning the future business possi- 
bilities, the puzzle still remains un- 
solved in the minds of furnace men 


creasing the profitable yearly busi- 
ness in the furnace industry to 
1,500,000 units. Now to solve the 
problem or, to be correct, to show 
how some furnace manufacturers 
have set about doing this very thing. 
Another speaker at the same con- 
vention mentioned above passed the 


Going 
in Giving Service 





remark that, as is the case in the 
automobile industry, the furnace 
manufacturers are giving a great 
deal of warm air furnace for the 
money today. They are not only 
giving a great deal of actual fur- 
nace for the money, but they are 
giving a great deal more in the way 
of service than they ever have be- 
fore, in an effort to step up the 
business. They fully realize, that is, 
most of them do, that they are not 
doing the greatest volume of busi- 
ness possible, and they are conse- 
quently constantly looking about for 
ways and means of assisting the 
warm air furnace dealer to speed 
up not only his sales, but putting 
him in a way to speed up the me- 
chanical side of his business and at 
the same time increase its efficiency. 


These manufacturers have come 
to the conclusion that the reason 
why business has been slipping 
away from them is that they have 
failed to make every job a booster 
for the industry. Consequently, 
their main objective in this respect 
is to change this condition; so to 
assist their dealers that every job 
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Figure 2.—Basement Plan of Home to Be Heated as Warm Air Furnace Installer. 
Sent It to Company Engineering Department for Layout 
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going in from now on will be as 
nearly in accordance with the pre- 
cepts of the Standard Code as it is 
possible to make it, resulting in 
making that job a booster for the 
industry instead of a black eye. 

In the following article and ac- 
companying illustrations there is 
depicted the method employed by 
the engineering department of one 
warm air furnace manufacturer, 
showing the assistance this manu- 
facturer gives to its dealers so as 
to carry out its ambition to make 
every furnace job put in a booster 
for the industry. Permit it to be 
said at this point that this is only 
one item of assistance that one fur- 
nace manufacturer is giving, in ad- 
dition to turning out a first-class 
furnace for the dealer to sell. There 
are many others, and almost every 
furnace manufacturer is doing the 
same thing, perhaps in a little dif- 
ferent form, but with the same 
objective in view. 

The job used in this instance to 
show what this manufacturer is do- 
ing to step up business for the 
dealer is an actual job now giving 
service, the owner of which is John 
H. Smith. And in this connection 
let it be said that there is a great 
deal that the furnace installer could 
do which he is not at the present 
time doing to assist the engineer- 
ing departments of his manufac- 
turers in giving him the correct lay- 
out for the job. Much time could 
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Figure 3.—Second Floor Plan as Installer Sent lt to Company for Engineering 
Service. The More Details You Give in the First Letter the 
Quicker You Get Your Layout 


be saved if the furnace installer 
would send complete details of the 
job in his first letter. Practically all 
af them know by this time that it is 
impossible to make a furnace instal- 
lation layout in accordance with the 
Standard Code if some of the de- 
tails are missing. 

This omission makes it necessary 
for the engineering department to 
write back to the installer in some 
cases two or three times before in- 
formation sufficient to permit them 
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Figure 4.—First Floor Layout Sent in by Furnace Installer on John H. Smith Job 





to go ahead with the layout is ob- 
tained. This all takes time and 
causes unnecessary delays and dis- 
couragement to the customer. 

In the first place, the Meyer Fur- 
nace Company, Illinois, 
whose engineering layout this hap- 
pens to be, places in the hands of 
they term the 
Information 


Peoria, 


their dealers what 
“Warm Air Heating 
Blank.” It consists of a folder 
form 11x14 inches over all, con- 
taining a blank to be filled out with 
the information concerning the job 
and also space for the drawing of 
floor plans to scale. Illustration No. 
1 shows how the furnace installer 
in this case employed the informa- 
tion blank in the first step towards 
getting engineering service from 
the Meyer Furnace Company. In 
the original this blank is 10 inches 
wide by 5 inches deep. Note the 
meagreness of the information 
given, all of which mitigates against 
the purposes of the engineering de- 
partment when it comes to assisting 
this man in making a layout for the 
job. Considerable time could have 
been cut from that required to place 
a complete layout for this job in the 
hands of this furnace installer had 
he been a little more conscientious 
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Figure 5.—Showing Standard Code Formula Blank Completely Filled Out for 
Furnace Installer on John H. Smith Job by Engineering Department 
of Meyer Furnace Company 
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heating requirements of each room 
in the house of J. H. Smith. All 
the installer has to do is to follow 
this layout, making modifications 


1 








where necessary. 





But the engineering department 
did not stop here. They have gone 
still farther in their effort to assist 
the installer not only to get the job 
in right, so as to make a satisfied 
customer of the owner, but they 
have tabulated all of the fittings that 
will be needed on the job, as it is 
laid out, together with the prices, so 
that the installer, if he follows the 
layout, will not take the job at too 
low a figure to permit him to make 
money. Figure 6 shows in tabu- 
ee. || lated form the actual cost of the job 

to the installer, insofar as the ma- 
terial requirements are concerned. 
The profit, overhead and labor items 
are individual items and must be 
added by each furnace invstaller 
himself. 
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The floor plans of this job as 
worked out by the engineering de- 
partment of the Meyer Furnace 
Company are also shown in connec- 
tion with this article. They give the 
location of the furnace in the base- 
ment, the location of the stacks and 
registers to and on the second floor, 
and the location of the warm air 
registers and cold air returns on 
the first floor. From this layout the 
importance of giving the company 
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Figure 6.—Basement Layout of John H. Smith Job as This Was Laid Out by 
The Meyer Furnace Company Engineering Department from Information 


Received from Furnace Installer full details on the job when re- 
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questing assistance is readily ap- 


parent, and it is hoped that furnace 
their 


installers, regardless of who 


manufacturers are, will cooperate 


with the engineering departments in 
this respect by giving them all of 
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quite familiar with all types of con- 
struction, but there is a point be- 
yond which they cannot be expected 
to stretch their imaginations. 

So from this layout it is seen that 
manu factur- 


the warm air furnace 
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Figure 7.—Showing in Tabulated Form the Actual Cost of the Job to the Furnace 
Installer as Far as the Material Requirements of the Job “Are Concerned. 
The Labor, Overhead and Profit, of Course, Must Be Calculated 


by the Installer Himself 


the data they can in the first re- 


quest for assistance. It saves time 
and removes to a great extent the 
of 


layouts 


error creeping into 
The 


these 


possibility 
the 


gineers 


submitted. en- 


employed by com- 


panies are pretty clever men, but 


they are not magicians. They are 


ers are really giving the furnace 


installers a great deal for their 


money, not only in the furnace it- 
self, but in the way of service, 
worth 


the 


which in many instances 1s 
far more than a reduction in 
actual price of the article. 


In doing this they are not smitten 


with the spirit ot benevolence to 
the 


motive is selfish in a way, but it is 


ward furnace installer. Their 
the type of selfishness that improves 
rather than diminishes the business 
of the the 


warm air heating industry in gen 


furnace installer and 
eral 

It is pretty well conceded by fur 
nace manufacturers that there is no 
substitute for personal contact and 
that the best way for them to mar 
ket their products is through the 


dealer who sets up in business in 
the locality where he does business. 
lt is for this reason that they are 
willing and anxious to give so much 
in the way of engineering service 
to the installer. They know that 
this 


toward making conditions 


they can accomplish more in 
manner 
better in the industry than they 
could by cutting the price of their 
goods. They know that by making 
every warm air furnace installation 
a booster for the industry they can 
go a long way farther toward re- 
cucing the sales resistance than they 
could by merely cutting the price. 
That is sound logic, and the more 
quickly it is put into practice, the 
more quickly will the sales of warm 
air heating equipment be stepped up 
to that 1,500,000 


represented as being 


figure which is 
the possible 
market now existing. 


WHAT’S WRONG WITH 
HEATING INDUSTRY? 


(Continued from Page 275) 

Isn’t it generally the impression 
that a rich man’s son or an only 
child will not make good because it 
has been pampered? 

Now I say that the manufacturer 
who coddles and pampers and babies 
a warm air furnace dealer by con- 
signing furnaces to him and by giv- 
that 


He doesn't make 


ing long dating, doesn’t do 
dealer any good. 
a business man out of him. 

On the contrary, that manufac- 
turer who consigns goods to any 
one dealer in a town makes it more 
difficult the 


make a profit in their business, Be- 


for other dealers to 
cause a dealer who has no invest 
certainly, 


(¢ ontinue d on Pa jt 283 ) 


ment in his business can 
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Figures 8 and 9.—Showing First and Second Floor Layouts of the Job as Sent to the Installer by the Meyer Furnace Com- 
pany Engineering Department 














What Effect Has Been Created by Color Entering the 


Basement ? 


28 1 


Is There Danger of Carrying This 


By L. Wayne Arny, Director of Publicity, 





N EVERY hand in the heating 
industry is the question : “Does 
color on heating. equipment influ- 
ence its salability ?” 

To discuss the subject develops a 
consideration of what has been done 
and not of what shall we do. It is 
a matter of history and not present 
development. 

Color is on everything. Manu- 
facturers of all sorts of commodi- 
ties have gone color mad. It is on 
things which never can justify it; it 
is helping to sell other things which 
would be difficult to sell without it ; 
it is the primal sales influence on 
still other things which cannot do 
without it. 

The question is, in just which of 
these classifications does heating 
equipment belong ? 

From a study of actual sales rec- 
ords it becomes evident that the 
color influence in the sale of heating 
equipment is very largely geographi- 
cal. There are some sections in 
which color has no sales influence. 
People do not care for it at least 
enough to justify an extra expense. 
There are other sections in which 
the leading demand is for colored 
furnaces. The fact, however, that 
a large number of manufacturers 
are offering their furnaces in color 
and also that a large part of the 
. buying public has already been edu- 
cated on color in the cellar is ample 
proof that no furnace line can be 
complete 
least optional. 

As the matter now stands the 
color development cannot hardly be 
regarded as anything but beneficial. 
It has placed a touch of the modern 
on a very prosaic and unattractive 
article; it has enabled the furnace 
to take its place in scheme of mod- 
ern decoration; it has given an im- 
petus to the furnace business. 


without color being at 





Color Idea on Furnaces Too Far? 











But, like all good things, there 
unquestionably is danger. Already 


magazines are featuring the cellar 
beautiful, drawing 
agination of their artists elaborate 
sketches of converted 
into all sorts of attractive living 
rooms. From this movement has 
come a group of people who expect 
their cellars to be all that their 


from the im- 


basements 





L. Wayne Arny 


living rooms should be without 
much additional expense. 

If we unmask this movement and 
bare its practical elements we must 
acknowledge that not one basement 
in a hundred can be anything more 
than room for the heating plant, 
laundry and storage. That to dress 
it up in terms of the game room, 
the music room or*the den is an at- 
tempt to make a peacock out of an 
ostrich. 

With the average furnace there 
must be coal and there must be 
ashes. No matter how carefully we 
enclose the furnace, the coal and the 
ashes must be handled, and neither 
of them has any part in a den or a 
music room. If oil and gas are used 


we face the problem of higher cellar 





Richardson & Boynton Co., New York 





temperatures which again work 
against the idealistic conception of 
an artistic room. 

For the home where 
money is available the idea can and 
is being carried out, but we must 
not let the average home owner be- 
come educated along million dollar 
lines ; otherwise the reaction against 
the average heating equipment will 
destroy all of the benefits that color 
may have brought. Disillusionment 
is always dangerous and costly. It 
is just such disillusionment that will 
follow the color trend if we allow it 


to become too rampant in the base- 


unlimited 


ment. 

Color is valuable in that it con- 
verts an ugly but necessary piece of 
home apparatus into something 
more attractive. As such it has an 
added appeal that can and is being 
taken advantage of by wise sales- 
men. Its sale, however, should 
never be stressed beyond that point 
except in the unusual and excep- 
tional houses. Nor should the color 
ever be used to hide shortcomings 
of installation or manufacture. 

When limited to the added point 
of attractive coupled 
with scientific manufacture, 
tainly has a place in present day sell- 
ing in the industiy and, if carefully 


appearance 
it cer- 


handled, can be developed to a point 
where color will overcome much of 
the apathy which the average home 
owner shows toward heating equip- 
ment of any kind. 


WHAT TO DO ABOUT IT 
(Continued from Page 270) 
games, but the object of going into 
business is to make money. And 
INSTALL BY THE STAND- 
ARD CODE so that your satisfied 
customers will help you build up 
the industry of which you are such 
a vital part. 




























Basement of the Home of Dr. Hoffstadt, Barrington, Illinois, Showing the Manner of Connecting the Cold Air Shoes 
and the Flat Top Bonnet Used. This Type of Bonnet Is Only Possible Where the Head Room Is Ample. 


$30,000 Home Builder Finds Warm Air System Doing 


Perfection Heating 


Dr. Hoffstadt, Barrington, Illinois, Has 
High Praise for Warm Air Heating 


— M air furnace installers of 
the better class in the Chicago 
area, where business during the 
past year has been particularly bad 
because of the adverse political sit- 
uation, have been striving hard to 
keep up appearances, and are mak- 
ing a good fight. Many of them, 
however, are not content to sit by 
simply and allow competitive con- 
tractors to come and take away 
their work, and so are stirring them- 
selves to get jobs in the better class 
homes in the territory surrounding 
the city of Chicago, but not in it. 

One of these men is F. O. Red- 
3025 West Van _ Buren 


Street, Chicago, who is very much 


mond, 


interested in seeing better furnace 
work done and is doing all in his 





power to create a desire on the part 
of the public for better warm air 
heating by putting in every job that 
he installs according to the Stand- 
ard Code. 
many other Chicago Contractors is 


Mr. Redmond, too, like 


going out for the larger work. 

The accompanying _ illustrations 
are those of the exterior and base- 
ment of the new home of Dr. John 
P. Hoffstadt, 
It is understood that the home has 
cost Dr. Hoffstadt in the neighbor- 


Barrington, I]!inois. 


hood of $30,000, which, of course, 
indicates that it is somewhat out of 
the ordinary for the warm air heat- 
ing contractor. It should also be a 
encouragement to the 
warm air furnace installer that such 
men as Dr. Hoffstadt, with money 


source of 


sufficient to permit them to build 
$30,000 houses, are taking notice of 
the warm air heating system. It 
shows that architects are becoming 
warm air minded, something which 
they have not been for a long time. 
And when that happens there is al- 
ways good work for the man who 
has the initiative to go out and sell 
himself to the architect and large 
home owner. 

In view of the fact that the base- 
ment is exceedingly high, a top bon- 
net installation was used, and while 
from the illustration itse!f the build- 
ing looks quite small, nevertheless it 
required a No. 34 Western Steel 
Products Company furnace to make 
good the heat losses. 

A letter from Dr. Hoffstadt indi- 
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Exterior View of the $30,000 Home of Dr. John P. Hoffstadt, Barrington, Illinois, in Which Warm Air Furnace Was In- 
stalled. The Gentleman in the Overcoat at the Extreme Left Is Frank O. Redmond, Chicago, Furnace 


cates that he is very well pleased 
with the performance of the fur- 
nace and the installation in general, 
which is not only a credit to Mr. 
Redmond, but to the Western Steel 
Products Co. as well. 

It is jobs of this type that are 
going to break down a great deal 
of the sales resistance that furnace 
installers have met with in the past. 
Once the public finds men like Dr. 
Hoffstadt turning to the warm air 
heating system they are going to 
cock an ear on one side of the head 
and say that they must look into 
this thing. 

The warm air heating business is 
bound to rise to heights heretofore 
unknown if furnace installers will 
Standard Code in 

practice whether 


adhere to the 
their installing 
they advertise it as such or not. 
Fundamentally the merit of the sys- 
tem is there. Tests at the Uni- 
versity of Illinois have established 
that fact pretty conclusively. The 
only job necessary to do now is to 
get the Standard Code into action, 
not in name alone, but in fact. Then 
the industry will be forging ahead 
on the best possible basis. The 
reputation of the warm air heating 


Installer Who Put the Job In. 


system will be redeemed, the public 
will benefit and furnace manu fac- 
turers and installers alike will also 
profit. The industry has a long, 
hard row to hoe, a lot of uphill 
work must be done, but if it is gone 
about in the right manner, it will 
be triumphant in the end. 

Some idea of the manner in 
Hoffstadt has 


constructed can be 


which home of Dr. 
been gained 
when it is learned that it contains 
two fireplaces each costing in the 
$1,000 to 


struct, ard everything in the home 


neighborhoc nd of con- 


is built in proportion. 


WHAT’S WRONG WITH 

HEATING INDUSTRY? 

(Continued from *Page 279) 
undersell the legitimate dealer, who 
has put his good dollars into that 
business. 

What is consigning furnaces ex 
cept the first step in direct selling 
from manufacturer to consumer. 
Surely if the manufacturer is going 
to supply the capital and take the 
risk, he might just as well reap the 


retail profit. 
If ] were a dealer, a red-blooded 





dealer, and thought my business 
was a red-blooded business, I would 
throw out of my office any manu- 
facturer who offered to consign me 
my stock of furnaces. If the warm 
air furnace business is not a good 
enough business to stand on its own 
legs, | would want to get out of it. 

[ think that 


concerted effort on the part of the 


there should be a 


trade to stop this practice of con- 
signing goods and | am afraid that 
this effort is going to have to come 
from the dealers themselves. 

It seems to me that the two points 
mentioned here tell the whole story 

that they point out the funda- 
mental ills of the furnace business. 

I firmly believe that if the dealers 
will either get together or quit 
worrying about each other, one of 
the two, and if the manufacturers 
will quite consigning furnaces and 
quit giving long datings, that the 
furnace business will automatically 
be raised to the plane on which it 
belongs. 

I may be a visionary, but I hope 
to see these things accomplished for 
the good of one of the finest busi- 
nesses in the world—the warm air 
heating industry. 
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How Sales of Oil Burners Can Be Successfully Made 
With Least Lost Motion | 


Biggest Factor to Success Is Persistence 


of 


HE business of the oil burner 
salesman or dealer is a pleasant 
one. Financially, the rewards are 
other industries 
salesmen is 


greater than in 
where the supply of 
more equal to the demand. 

Competition has not yet become 
too acute—the oil burner salesman 
can sell his product without price 
consideration or allowances becom- 
ing the deciding factor in every sale. 

It is a business for the man who 
prefers riding on the advancing tide 
of progress—for the young in spirit 
who have the blood of pioneers in 
their veins—who like a hard fight 
for big rewards. 

Few young industries have made 
the rapid progress that the oil 
burner industry has. The men who 
are now associating themselves with 
it have the opportunity of being 
leaders of the less imaginative who 
will see opportunity only after it is 
obvious to the dullest. 

Heat is one of the necessities of 
life, yet it has always in the past 
been associated with drudgery— 
with dirt—with inconvenience. The 
oil burner has made heat auto- 
matic. Through the oil burner heat 
has become as care-free as electric 
lights, telephone communication or 
running water. 

Every industry is carried forward 
on the shoulders of its salesmen. It 
is to these men that the rewards in- 
evitably go. Already the successful 
retail oil burner salesmen are being 
snatched up by the more progres- 
sive manufacturers. 

Yet the burden of the oil burner 
salesman is not heavy. This booklet 
shows a few of the simple steps re- 
quired of the salesman or dealer. 
It does not pretend to show the only 
path to successful oil burner sales- 
manship. Many successful men will 
heartily disagree with some of the 
details of our ideas. It could not be 


otherwise. 


Effort 








But of this we are certain—the 
new man in the oil burner business 
will find this a sure guide for his 
first efforts. Once he has found his 
wings, his own intelligence will de- 
velop newer and better ways. 


Desire Is Necessary Before 
a Sale Can Be Made 

There is no market for domestic 
oil burners in equatorial Africa, be- 
cause no one there has the slightest 
desire for more heat of any kind. 
And where there is no desire, there 
can be no sale. 

Oil heat can be sold only when a 
desire has been created for care-free 
heat from a trustworthy oil burner. 

In most sales the creation of de- 
sire is the first job of the salesman. 
Sometimes the prospect is already 
sold on oil heat. Some other sales- 
man has talked to him; he has 
talked with an enthusiastic owner, 
or he has been sold by advertising. 

However, it should never be as- 
sumed that the prospect is sufficient- 
ly sold on oil heat to sign an order. 
He may walk in the show room, 
announcing that he wants to install 
a burner, and ask, “How much is 
yours?” But this is no indication 
that he is fully aware of the ad- 
vantages of oil heat. The success- 
ful salesman will niake an oppor- 
tunity to present the facts. 

In many cases where “price” is 
the objection raised by the prospect, 
his real objection is—that he is 
thinking in terms of pounds of 
metal per dollar, rather than extra 
hours of sleep—freedom from fur- 
nace drudgery and all the other con- 
veniences of oil heat. 

Effective Points in Creating 
Desire 


It is not enough to merely recite 
each of the following points. A con- 
crete example should be given of 
each. Quote an owner for one 
point; show a letter or picture to 
emphasize others. When the sales- 





in Cultivating Prospects 








man has finished this first part of 
his presentation, the prospect should 
have a vivid mental picture of the 
comfort of oil heat. He will have a 
lively desire to enjoy automatic 
heat: 

No coal to shovel. 

No ashes to carry out. 

No coal dust to sift through the 
house. 

Extra sleep in the morning. 

Clean basement for drying clothes 
or for another room. 

Elimination of smoke and soot. 

Less cleaning of rugs, draperies 
and clothes. 

Heat at the touch of a finger. 

Care-free heat during changeable 
spring and fall weather. 

Healthy, even temperatures. 

Always 2nough heat—never too 
much. 

Relieves family of furnace tend- 
ing during husband’s absence. 

Week-end trips in winter without 
thought of the furnace. 

Saving of time required to cod- 
cle a furnace. 

Saves cellar excavation expense 
in new homes. 

Saves janitor’s salary or permits 
him to do other work. 

Automatic hot water in summer 


and winter (for steam and water 
installation ). 
Convincing the Prospect 


That Blank Is Best 

Many a sale has been lost because 
the salesman neglected to convince 
the prospect that is the best 
burner. It is a danger sign when 
the prospect says, “Yes, I believe 
I'll get an oil burner. I'll let you 
know in a day or two.” The chances 
are he is going to shop. And unless 
he has been told why the is 
better, someone else may get the 
order. 

Mechanical features of the oil 
burner should be presented from the 
prospect’s viewpoint of results, 
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Home of Mrs. Octavia Bracken, 3802 Alta Vista Terrace, Chicago, Illinois, Which 
Also Has McIlvaine Oil Burner with Its Warm Air Furnace 


measured in safety or convenience, 
rather than operation or construc- 
tion. 
Money and Ability Back 
of Hart 
Competitive salesmen, too weak 
to sell their own goods, often try 
to make a prospect doubt the char- 
acter or stability of the manufac- 
turer or dealer of some other 
burner. For that reason it is wise 
for the salesman to destroy the com- 
petitor’s argument by giving the 
prospect all the facts. 


Closing the Sale 


When the salesman has made the 
prospect want oil heaf, the prospect 
is sold, but he will not ask for an 
order blank to sign. The salesman 
must ask for the order. This seems 
too obvious to need comment, but 
investigations show that many sales 
are made by salesmen who never 
get the order. They fail to ask for 
it. 

It is not necessary to wait until 
you have gone all through the sales 
talk to ask for the order. It is bet- 


ter to drop a “‘feeler” occasionally 
during the interview. Merely say, 
“Wouldn’t a burner like that make 
your family more comfortable?” 
The answer will indicate how nearly 
sold the prospect is. If he says, 
“Yes, how much will it cost?” it is 
your opportunity to produce an 
erder blank and discuss the size 
tanks, controls, etc. 
Time Payments 

In quoting a price to a prospect 
there are several methods used. 
Two are in most general use. In 
one plan the cealer’s price is quoted 
plus the carrying charge. If the 
prospect wants to pay cash, he can 
be given a cash discount. If he 
wants the finance plan, carrying 
charges need not be an obstacle, be- 
cause they are figured in the price. 

The other plan is to quote the 
cash price and add the carrying 
charge if time is wanted. Where 
competition is keen, and the quoted 
price must be as low as possible, the 
last plan is often used. The objec- 
tion is that often prospects object to 
paying an extra carrying charge. 

We strongly recommend _ that 
dealers have a payment plan avail- 
able for prospects who cannot or 
will not pay cash. It is not advis- 
able for dealers to try to finance too 
great a volume of deferred payment 
business through local banks. The 
dealer is liabie in this way to tie up 
his line of credit. A regular finance 
company can be used to good ad- 
vantage. If the dealer wishes to 
secure details of this method of op- 
erating, or the name of a reliable 
finance company, write the factory 
for further details. 

Quoting the Price 

Many salesmen will not quote a 
price until they get the prospect in 
the basement. By following this 
practice they are able to show just 
what an installation consists of and 
the amount of work and material 
required. The salesman points out 
a possible location of the tank, the 
piping, the wiring, mentions the 
combustion chamber and other 
points of the installation. All this 
is done in a general way without 
getting involved in arguments about 
details. After this is done, the sales- 
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with the finest material, and most 
careful work by factory-trained en- 
gineers, will end your heating prob- 
lems for years to come, and the 
entire cost is only so much.” 

If, after quoting the price and 
making every effort to get the order 
signed, the prsopect still holds off, 
the us? of a written proposal is rec- 
ommended. When the salesman re- 
turns to the show room he should 
assemble a set of the loose leaf sales 
sheets covering the points that made 
the most impression on the prospect. 
These sheets, bound in a proposal 
cover with a letter, should be sent 
to the prospect. All of this material 
can be secured from the advertis- 
ing department at the factory or 
from the dealer’s distributor. 

The purpose of the proposal is to 
keep the principal advantages in the 
prospect’s mind. Then if he does 
shop around, the proposal refreshes 
his memory about what the sales- 
man told him. Many orders have 
been held by a well-prepared pro- 
posal that have been lost 
without it. 

How Many Interviews Are 

Needed to Close a Sale? 


It is true — theoretically — that 
building, with 


would 


every owner of a 
money or credit, is a prospect and 
can be sold. From a practical point 
of view, it is not profitable, at the 
present stage of the oil burner in- 
dustry, to spend too much time on 
each of these able-to-buy people. 
All of them will buy, if enough time 
is spent on them. Some able-to- 
buy prospects will sign an order on 
the first interview. Others would 
require eight or ten or more inter- 
views. ‘This is not profitable. 
Analysis of hundreds of sales by 
the Power Plant Engineering Com- 
pany of Seattle yield the following 
facts: 
Prospects sold on the first in- 
terview 
Prospects sold on the second 
interview 
Prospects sold on the third in- 
terview 
Prospects sold on the fourth 
interview 
Prospects sold on five or more 


calls 
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Residence of Clarence Eidam, 3832 Alta Vista Terrace, Chicago, Illinois, Showing 
Mclivaine Oil Burner Installation in Connection with Warm Air Furnace 


These figures show that if the 
salesman has not closed the sale on 
the fifth interview he should drop 
the prospect and work new pros- 
pects instead. 


Sometimes it is hard to drop an 


apparently good prospect after the 


fifth call, but it is worth it—in fact, 


it is necessary. Otherwise the sales- 
man will eventually find his time 
entirely taken up by making call- 
backs on old, worn-out prospects, 
while other salesmen are skimming 
the cream. 


It is true that some salesmen are 
more skillful than others, because 
of long experience. These men will 
find that a prospect can be dropped 
after the third call. Newer sales- 
men may find it advisable, for the 
months, to make more 


first tew 
than five calls. However, every man 
will soon determine this for him- 
self. 
Locating Prospects 

For the oi! burner dealer, pros- 

pects are the raw material of sales. 
(Continued on Page 306) 
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Claus Residence, North Pole, 
December 26th, 1928. 


AMERICAN ARTISAN—The Warm Air 
Heating and Sheet Metal Journal, 


My dear Editor :— 


I have just returned from my annual happy Christmas 
trip and I find your questionnaire and letter awaiting my 
attention. 

Now if you don’t mind, I'll just give you the result of 
my observations on this last trip of mine in letter form as 
you know I can do it better that way. 

Well now, I think I am somewhat of an authority on chimneys and I will say that I find 
them in much better condition this year than ever before. The furnace men’s insistence on 
better draft helped my work greatly this year, too. 

Yes, sir, I did notice an increase in better work in warm air furnace installations and I 
would say the Standard Code is responsible, as I recall now all the new jobs in some cities and 
towns were of uniform good workmanship. 

In many basements I found nicely painted fronts on the furnaces and brightly painted 
square casings. 

I noticed also a good many more furnace fans in use and automatic draft regulators, auto- 
matic humidifiers and other appliances were more numerous also—in fact, I delivered quite a 
few of these myself this year for gifts. 

I find many more folks using Gas Furnaces and observed an increase in users of Oil 
Burners. 

You ask me what kind of heat I use in my “bung-iglo;” well, sir, of course, I like a cheery 
fireplace with a roaring fire, but years ago I learned that the warm air furnace was the only 
kind of heat that would give me the humidity we need in this dry cold climate, so I have a warm 
air furnace in my cellar also. 

Yes, sir, in scrambling over millions of home roofs and in flying over countless fine build- 
ings I did see plenty of good Sheet Metal Work. 

The use of Sheet Metal for fine ornamentation as well as protection is certainly on the 
increase. 

No, sir, I’m glad to report that no Sheet Metal*roof, cornice, or gutter caused me to lose 
my footing or any of my load. 

Now, then, I trust this letter serves its purpose and if it is to reach you in time for publi- 
cation in your big Annual Number, I’ll have to close and post it by Polar air mail at once. 
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Making June Weather for January Use Via the Forced 


Showing the Possibilities of Extending the Ser- 
vice Which Warm Air Heating Can Render 


By J. C. Mixes, Vice President, Warm Air Furnace Fan Co., Cleveland, Ohio 


HE limitations of a warm air 

furnace of today are boundless. 
The general public is more and more 
realizing the necessity of proper air 
conditioning of the home. 

State and federal authorities are 
stressing the importance of proper 
atmospheric conditions and their re- 
lation to health. If we will observe 
the health chart of any state depart- 
ment of health, we will see that dis- 
eases of the respiratory tracts be- 
gin to increase in October and con- 
tinue to increase all through No- 
vember and December; January 
usually shows a comparatively flat 
curve, but not until May or June 
does the curve decrease to any ex- 
tent. This means, so medical au- 
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Then again when the doors and 
windows are closed we shut out the 
natural air motion, which is neces- 
sary for proper skin respiration as 
well as for altering the relative 
moisture content of the air breathed 
through the nasal tract and lungs. 

For proper respiration the air 
should have a moisture content suf- 
ficient to prevent dryness of the 
nasal tract, and consequent respira- 
tory infection. Dust particles are 
“carry alls” for any and all kinds 
of infectious diseases and should be 
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less cost than any other principle, 
and since the advent of forced air 
heating, there is no limit to’ the size 
home to which it may be applied. 
An outstanding example is shown 
in the accompanying drawings of 
the heating and ventilating system 
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thorities tell us, that closing the 
doors and windows shut out nature’s 
means of proper life giving air. 
Therefore, something should be 
done to imitate, as nearly as pos- 
sible, what nature intends as proper 
atmosphere. 

Artificial heat, at best, is merely 
artificial which is none too good and 
in the winter, when artificial heat is 
the only alternative, we should leave 
no stone unturned in attaining the 
very best quality of heat. This qual- 
ity, authorities tell us, is convection 
heat or the heat in the air as op- 
posed to radiant heat. 
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reduced to the minimum. Lint from 
linen, rugs, clothing, etc., along with 
the coal soot and other vitiation that 
leaks into a home in winter consti- 
tutes a very dangerous medium for 
distributing disease. One look at the 
wall and ceiling near a radiator veri- 
fies the presence of obnoxious dust 
particles. 

Interior decorators welcome with 
open arms anything that will elim- 
inate the unsightly radiator or any- 
thing that will do away with dust 
and dirt. Why these points remove 
the limitations to warm air heating 
is because these highly desirable fix- 
tures are attainable through the 
wartr air furnace principle at much 





for the home of Albert Crosby, 
Lake Minnetonka, Minn. Heating 
this far north is a problem—90 de- 
grees temperature difference in win- 
ter is many times a reality; there- 
fore, the heating load is of no small 
importance, but inseparably tied to 
this was a demand for proper air 
quality at all times. 

As proof of the effectiveness of 
the forced air principle, we observe 
that this is the second heating prob- 
lem for this building. Originally this 
building was 101 feet long and a 
forced air job was installed which 
was in use for several years; last 
summer an addition of 60 feet was 
added to the building and the heat- 
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ing plant redesigned as shown in the 
accompanying drawings. 

The total heat loss was figured as 
450,000 B.t.u. for a 90-degree tem- 
perature difference. The tempera- 
ture loss established for the circu- 
lating air was approximately 70 de- 
grees from warm air register to cold 
air face. Approximately 360,000 
cubic feet of air per hour or 6,000 
cubic feet per minute was the air 
turnover, figured to supply the heat 
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condition was taken care of by ef- 
fective insulation. 

The halls and recreation rooms in 
the basement are provided with sus- 
pended ceilings and the ducts are 
hidden from view. 

The pipe velocities were 
figured at 300 feet for first 
floor and 400 feet for all 
risers. 

Recirculation is from all 


rooms, except the servants’ 
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but the cubical content of the house 
is approximately 90,000 cubic feet, 
so, in order to get four full changes 
of air per hour—three No. 1500 
L. S. Miles Fans were used. These 
fans have a rating of 2,200 C. F. M. 
making a total of 6,600 C. F. M. 
as the air supply. 


Two all-steel furnaces, with a 
combined grate area of 10 square 
feet, were used. The furnaces are 
of ample size, as will be seen in the 
furnace capacity calculation : 


450,000 





= §. 


un 


Grate Area = 

7x12,000x.63 

plus 15% =85 plus 1.27 = 9.77 
square feet. 

It will be noted that some of the 


risers are on the outside walls. This 
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quarters and bathrooms. The bath- 
rooms are ventilated (exhaust out- 
doors) and the servants’ quarters 
returned through the rear hall. 

The system is complete in every 
detail. Convection heat, forced cir- 
culation, humidifiers, Reed air filters 
and dual control. 

In this system there is nothing 
that medical science calls for that is 
left out. 

Mark Twain once said—‘A great 
deal has been said about the 
weather, but nothing has ever been 
done about it.” This could not be 
said today. 

In this house and 
thousands of others we 
make June weather for 
January use. 

The system was dee “S55 
signed by A. O. Miller, 
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Minneapolis branch manager of the 
Warm Air Furnace Fan Company 
of Cleveland, Ohio. 

The material for this system was 
furnished by the Roberts-Hamilton 
Company and the installation was 
made by Barrett & Company both 
companies are located in Minneapo- 
lis, Minnesota. 

It’s a good job. 
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Importance of Properly Humidifying Air in Artificially 


Heated Buildings 


How Moisture 1s Drawn from Plants, F urniture 
and the Human Body in Too Dry Air 


ROM the day of the first warm 

air heater down to the present 
time, many changes in construction 
and design of the heater have been 
made, but only with reference to 
more scientific construction and de- 
sign, and never has any considera- 
tion been given to supplying hu- 
midity, except in a haphazard, in- 
efficient way. 

Heating engineers recognize the 
need for moisture, but owing to dif- 
ficulties in supplying it, have con- 
centrated their efforts on improving 
the design of the heater and the 
methods of installation, without suf- 
ficient regard for that all important 
question of humidity. 

It is a proven fact that air in the 
warm air heated home, during cold 
weather, averages from 18 to 20 
per cent relative humidity, whereas 
it should be from 45 to 50 per cent. 
The air in the Sahara Desert has a 
relative humidity of 32 per cent. 

Heating engineers realize this to 
be a bad condition, as dry air 
wrecks furniture, pianos and wood- 
work; also that dry air contains the 
finest particles of dust that will 
cover the walls, draperies, curtains 
and rugs; in fact, will penetrate to 
every nook and crevice in the home. 
They realize, too, that dry air means 
greater fuel expense, owing to a 
higher temperature that must be 
carried in the rooms for the com- 
fort of the individual. These prob- 
lems may be eliminated with more 
humidity in the home. 

The horticulturist will tell you 
that plants will develop and bloom 
more freely, and the foliage and 
Hower will be much more beautiful 
if the humidity were higher than in 
the heated home with normal win- 
ter humidity. 

Let me quote what eminent medi- 
cal authorities have to say regard- 
ing humidity : 





By C. R. Cuanpier, Vice President, Chandler Pump Company, Cedar Rapids, lowa 





After an exhaustive study of this 
problem, Huntington concludes, 
“The evidence that health could be 
much improved by proper humidity 
seems overwhelming; so, too, does 
the evidence that the human organ- 
ism is amazingly sensitive to slight 
changes in the atmosphere.” He 
further points out that during the 
war the patients with influenza who 
were compelled to remain in tents 
hastily erected on muddy ground 
fared better than those in the regu- 
lar hospitals, an observation made 





This article by Mr. Chandler 
contains information which any 
warm air furnace installer can 
use to good advantage in the 
sale of warm air heating equip- 
ment. 

It is suggested that you have 
your local physician read the 
page, and then you can make 
your selling effort doubly effec- 
tive by using what he says as 
an additional sales stimulus. 








by others in connection with measles 
and other diseases of the respira- 
tory tract. A studv of many thou- 
sand post-operative deaths in rela- 
tion to humidity leads him to believe 
that if a proper relative humidity 
were maintained in hospitals, such 
deaths might be reduced by 20 per 
cent. 

Greenberg has found that “a high 
relative humidity is a more favor 
able condition for a low pneumonia 
death rate than is a low relative hu- 
midity.” 

Meier agrees that proper humidi- 
ty is of importance, but is inclined 
to emphasize the dust factor to 
which lack of humidity leads, as 
follows: “Extreme dryness may 
cause irritation and predispose to 
illness, often also direct harm to pa- 








tients, but in general the great mis- 
chief is probably due,to dust which 
is raised by the hot air and is the 
means of spreading bacteria and in- 
fection.” 

The increased prevalence during 
cold weather of colds, bronchitis 
and other respiratory infections in 
temperate climates begins each year 
simultaneously with the artificial 
heating of buildings. There are 
good reasons for believing that the 
incidence of these infections could 
be materially lowered if a proper 
degree of humidity were main- 
tained. $y actual experiment, 
Mudd, Goldman and Grant demon- 
strated the deleterious vasomotor 
effects of chilling the body surface, 
by rapid evaporation of water from 
the skin in excessively dry heated 
air which predisposes to infections 
of the nasal and postnasal cavities. 

Specialists in diseases of the skin 
and of the nose and throat rec- 
ognize the harmful effects on the 
skin and nasal surfaces of the ex- 
cessively dry air of winter in heated 
buildings with little or no provision 
for supplying Health 
authorities emphasize the great need 
of supplying moisture to the air of 
heated buildings, from both the 
health and economic standpoints. 

Dr. Nichols makes the following 
safeguarding 


moisture. 


suggestions as to 
health : 

“After something more than thir- 
ty vears in the practice of medicine 
I am convinced that a very large 
percentage of our common ailments 
are due chiefly to two things. First, 
we do not eat wiselv. 

“Secondly, I find very few homes 
that are properly heated and ade- 
quately ventilated. An even tem- 
perature of 70 degrees, or a little 
below, is warm enough for the 
youngest baby or the oldest grand- 
parent. Any temperature above this 
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will shorten life, and this low tem- 
perature, together with the proper 
degree of moisture and fresh air, 
will be found most conducive to 
health. 

“I make this statement without 
the least fear of successful contra- 
diction. It tallies with ideas of the 
really great students of hygiene. 
Your own house at this minute is 
too hot and the air is too dry.” 

A noted authority on ventilation 
and humidity, Prof. W. E. Watt of 
the Graham School, Chicago, says 
in part: “Did you ever notice how 
the wood in your piano will shrink, 
and how sometimes the instrument 
will even come apart and often is 
ruined? Do you know it is because 
the air in the room is drier than the 
air in the kiln in which the lumber 
was dried? And that is pretty dry; 
it is drier than the Sahara Desert.” 

Dr. William Brady, noted author- 
ity on health in the home: “Tem- 
perature above 65 degrees in the 
home represents waste and extrava- 
gance, running up big coal bills and 
If you 
are not comfortable at 66 degrees 
you are not properly clothed, or— 
what is more likely—the humidity 
in your house is too low.” 

Dr. Ward C. Crampton, formerly 
director physical training in New 
York City public schools, and inter- 
national authority on physical train- 
ing and general hygiene of the 
body: “In an atmosphere such as 
found in the modern apartment,*the 
drying process would proceed to a 
point where it would cause death 
were it not for the fact that the mu- 
cous membranes of the nose and 
throat rebel and refuse to part with 
the precious fluid. But in doing so, 
they themselves become dried, ul- 
cerated and subject to infection such 
as rheumatism, influenza, inflamma- 
tion of the kidneys and hardening 
of the arteries.” 

Summing up all of these facts, it 
would seem that a good humidifier, 
one that is automatic, scientifically 
constructed, that is nearly fool- 
proof, has wonderful selling possi- 
bilities. 

It is doubtful if you can think of 
a single item that presents more 


opening doors to the doctor. 
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honest selling arguments and has 
the enormous field for selling than 
the humidifier, for practically every 
owner of a warm air heated home 
is a prospective purchaser. 

The wideawake dealer who will 
give the subject of humidity a little 
study and thought surely must rec- 
ognize the possibilities of making 
many profitable sales. 

The consumer is only waiting to 
be told that more humidity in the 
home means a saving of fuel, that 
it will preserve his furniture 
draperies and woodwork, and most 
of all, better health for himself and 
family. 

A good humidifier is to be had, 
Mr. Dealer; the selling field is in 
millions of homes, and the profits 
will be consistent with your effort. 








Radiator Cores 
From Fred A. Fisher, 343 Webber 

Place, Elmira, New York. 

Please tell me who makes auto- 
mobile radiator cores for replace- 
ment work. 

Ans. — Fedders Manufacturing 
Company, 5101 West Madison 
Street, Chicago, Illinois, and Buf- 
falo, New York; Modine Manufac- 
turing Co., Racine, Wisconsin ; Per- 
fex Radiator Company, Racine, 
Wisconsin; McKinnon Dash Com- 
pany, Buffalo, New York; Rome- 
Turney Radiator Company, Rome, 
New York; McCord Manufactur- 
ing Company, Detroit, Michigan. 

Used Tinners’ Brake 
From L. F. Mott, Corning, Iowa. 

Where can I buy a used 8-foot 
tinner’s brake? 

Ans.—Tinners Machinery Com- 
pany, 100 South Jefferson Street, 
Chicago, Illinois. 

Light Weight Electric Spot Welder 


From W. J. Harris, 126 North Okla- 
homa, Mangum, Oklahoma. 


Kindly advise me who makes a 
light weight electric spot welding 
machine. 

Ans.—Jos. T. Ryerson and Son, 
2558 West 166th Street, Chicago, 
Illinois. 
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U. S. Clinker Hooks 
From Farrow and Hebel Sheet Metal 
Co., Corner Light and Pearl Streets, 
Oshkosh, Wisconsin. 
Can you tell us who makes the 
LU. S. clinker hooks ? 
Ans.—U. S. Wire Mat Company, 
Decatur, Illinois 
“Globe” Ventilator 
From Edward J. Manz, Jacksonville, 


[llinois. 
Will you please inform me who 
makes the Globe ventilator? 
Ans.—Globe Ventilator Company, 
Troy, New York. 
Lily Desk Lamps 


From Osakis Hardware 
Osakis, Minnesota. 


Will you please tell me who 
makes the Lily desk lamp which 


Company, 


was described in a recent issue? I 
have misplaced that particular num- 
ber giving this information. 
Ans.—Friedley - Voshardt 
pany, 733 South Halsted 
Chicago. 
“McGinness” Damper Lock 


From Standard Sheet Metal Works, 
1405-15 30th Street, Milwaukee, 
Wisconsin. 

Can you tell us who makes the 


Com- 
Street, 


“McGinness” damper lock ? 

Ans.—McGinness Company, 320 
Liberty Street, Pittsburgh, Pennsyl- 
vania. 

Automobile Radiator Plugs 
From Fred A. Fisher, 343 Webber 

Place, Elmira, New York. 

Kindly advise me where I can 
obtain a complete set of auto radia- 
tor plugs for testing purposes. 

Ans.—Faber & Schneider Radia- 
tor Company, 2317 South Wabash 
Avenue, Chicago, Illinois. 

Fedder Core 


From L. R. Hamman, 507-511 East 
Prairie Avenue, Decatur, Illinois. 


Who is the Chicago distributor of 
the Fedders Manufacturing Com- 
pany? 

Ans.—The Chicago office of the 
Fedders Manufacturing Company is 
at 5101 West Madison Street. 

Revolving Chimney Caps 
From Ashland Sheet Metal Works, 

3854 North Ashland Avenue, Chi- 

cago. 

Can you tell us who in Chicago 
carries the revolving chimney caps 
made by the Standard Ventilator 


Company of Lewisburg, Pennsyl- 


vania ? 
(Continued on Page 295) 
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An Improved Method of Furnace Installation Found 
in Overhead System 


Air Delivered Through Register in Ceiling 
and Returned Via Regular Cold Air Return 












EN years ago if someone had _ greater weight forces the lighter, into the off-shoot pipes and into 
said, “put the warm air reg- heated air from the furnace casing the rooms below. 
isters in the ceiling and not at the ‘ Due to the velocity maintained by 


the main pipe and trunk line, the 
_ whole air circulation is speeded up 


floor,” you would have declared 1 
such an arrangement would not 
work. Still it does. In fact, the 
XXth Century overhead system dis- 
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ality, gills Home of A. E. Houston, Evergreen Drive, Akron, Ohio. 
x ry ve a The Layout of This Home with the XXth Century 
(— ‘ aie od Overhead System of Heating Is Shown in Accompany- 
~s ¢ i. ing Illustrations. 
p+. 
tributes heat equally as evenly as into the large upright main pipe. and distant rooms are as well heated 
the regular system. Here is the Through this one big pipe the as those close to the large stack. 
reason : heat travels with good velocity. The XXth Century overhead sys- 





Cold air from the rooms settles Then, with undiminished speed, it tem is actually a remarkable im- 
rapidly into the cold air pipes. Its | sweeps through the attic trunk line provement in furnace installation 









Rooms, Distant or Close to the Furnace, Are More Quickly and Evenly Heated by This XXth Century Overhead 
System. Note the Basement Is Practically Free from Overhead Pipes 
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methods. In some cases, ample heat 
is being carried to rooms 120 feet 
away—in one extreme case, 165 
feet. Whereas, you would hesitate 
having a warm air pipe over 20 feet 
Icng in the old system. 

Home owners who want their 
basement free from pipes are de- 





Ceiling Registers in the Overhead 
System Are Out of the Way. Do 
Not Interfere with the Plac- 
ing of Furniture 


lighted with the overhead system. 
No awkward pipes in the way. 
Basement is free for laundry and 
other purposes. In fact, the furnace 
can often be set at one end, entirely 
out of the way. 

The housewife likes the unob- 
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A XXth Century Overhead System Installation in a Two-story Home 


structed floor and wall space when 
registers are placed in the ceiling. 
Furniture can be placed where de- 
sired without interference from reg- 
isters or danger of scorching it, due 
to overheat. 

The overhead system is practical 
for bungalows, two-story and other 
types of houses and store buildings. 
Perhaps the greatest recommenda- 


Showing Attic Trunk Line and Branch Pipes to Various Rooms. Bungalow 





tion the overhead system has is that 
it is 6ften specified for houses and 
buildings “hard to heat.” The 
greater and more even circulation it 
brings makes fans unnecessary in 
such cases. , 

The XXth Century overhead sys- 
tem is fully protected by patents 
registered in the U. S. Patent offices 
in Washington. 


Kitchen — 
eee” See sins Ps 





Inside Dimensions Are 66 Ft. x 24 Ft. 
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BIG OPPORTUNITY AWAITING Furnace Installer 
in Gas-Fired Warm Air Furnace Field 


Explodes High Fuel and Operating 
Cost of Gas-Fired Warm Air Units 


By Roy M. Morrirt, Chicago Branch Manager, L. J. Mueller Furnace Company, Milwaukee 


RICH reward awaits the warm 
air heating contractor who em- 
braces gas-fired furnaces. 

The sale of improved appliances 
which have made their appearance 
in rapid succession during the past 
ten years has succeeded in exactly 
the same proportion as a house has 
been made a better home by their 
use. 

One by one the household drudg- 
eries have been eliminated until the 
last—and worst—can now be elim- 
inated. That is the furnace. Dirt, 
drudgery and discomfort from the 
furnace exceeded from all 
other sources in the modern house- 
hold. 


those 


The heating contractor, seeking 
to develop this field, will encounter 
new sales and installation problems, 
and therein lies the principal advan- 
tage of selling gas-fired furnaces. 

There are two kinds of compe- 
tition—the age-old price-cutting 
process, in which he who is willing 
to take the greatest loss gets the 
job. He loses when he wins. The 
newer competition is of service, and 
service must start with an intelli- 
gent understanding of the cus- 
tomer’s needs. With this under- 
standing the price is but a logical 
step in the process of satisfying a 
customer’s needs. The price cutter 
and the job cheater do not fit in the 
gas furnace business. 

No Foundation in Fact In- 

itial Cost Rumor 

The problems usually encoun- 
tered in the sale of gas furnaces are 
rumors. Rumors of high initial cost, 
rumors of high fuel cost and ru- 
mors of short-lived furnaces. Most 
of these rumors are without sound 
foundation. 

The initial cost rumor is totally 
false. Thousands of oil burners, 
costing more than a gas equipment, 


have been installed in coal-fired fur- 
naces. Such a combination seldom 
gives the satisfaction that gas equip- 
ment delivers. 

Many complicated coad-fired radi- 
ator systems that are neither auto- 
matic, healthful nor admit of con- 
venient furniture arrangement are 
sold everywhere every day for a 
higher price than a _ convenient, 
automatic, healthful, recirculating, 
gas-fired warm air system would 
cost. , 

Remove the high initial cost 
rumor from the heating contractor’s 
mind and the sale is half made. 

The high fuel cost rumors in- 
variably are built on false founda- 
tions. The man who has had experi- 
ence with a strictly gas-fired warm 
air system knows the facts about 
fuel costs. -He does not have to be 
sold—he is ready to buy. It is the 
hearsay of the high cost of operat- 
ing a “Conversion job’—or the in- 
stallation of gas burners in a coal- 
fired furnace where much of the 
heat goes up the flue—that fur- 
nishes the principal rumor. 

While a fairly efficient conver- 


sion combination is possible, each 


case represents designing a com- 
plete gas furnace. A_ coal-fired 
furnace derives most of its heat 
through radiation of a glowing bed 
of solid burning fuel. A gas-fired 
furnace derives all of its heat 
through the contact of flue gases 
with the furnace body. There is no 
radiation from a properly adjusted 
gas flame. So in the coal furnace 
the desirable features of large grate 
area and ample combustion space 
become undesirable in the gas fur- 
nace where very thin streams of 
flue gases impinging at right angles 
against the furnace body are the 
essential features. The form of 
coal-fired furnaces does not permit 
the large heating surface which is 


a fundamental requirement in gas- 
fired equipment. 
Converting from Coal to 
Gas Furnaces 


In order properly to convert a 
coal furnace to gas fuel a system 
of baffling is required, which not 
only precludes the quick reconver- 
sion of the furnace back to the use 
of coal, but also increases the cost 
of the true conversion job to an 
amount equal to, if not greater, 
than a furnace designed and built 
for gas. 

In natural gas territories conver- 
sion jobs, consisting of a burner in- 
troduced into the coal furnace fire- 
pot, are frequently used. It has 
been definitely and positively estab- 
lished that while this arrangement 
offers a cheap substitute for gas 
furnaces, the increased quantity of 
gas required, at a 60-cent rate, 
would pay for the gas furnace in 
less than four years. 

To the dealer seeking a short cut 
to gas furnace business by way of 
the conversion burner route, this 
experience is offered: 

A. The customer loses because 
during the 4-year period he pays 
more for burner and fuel with a 
conversion job than he would pay 
for furnace and fuel with a strictly 
gas-fired equipment. 

B. The dealer loses because he 
has not enthusiastic customers. In- 
stead he will have high fuel cost 
rumors for his own commercial 
children, and it is no easy matter to 
disown one’s own commercial chil- 
dren. 

Another source of this rumor 
arises from the fact that gas is paid 
for as it is used, the coldest month, 
January, usually requiring 20% of 
the total year’s consumption. Thus, 
a January fuel cost of forty dollars 
would indicate an annual fuel cost 
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of two hundred dollars. Rumor 
has an entirely different story, how- 
ever. One month, forty dollars, ten 
months must be ten 
month, or four hundred dollars. 

Overcoming Initial Cost 

Bugaboo 


times one 


This is as unreasonable and in- 
accurate as would be judging a 
man’s annual coal bill by his pur- 
chase of ten tons in July or August. 
At that rate he would probably need 
a carload for January. 

Thus it will be seen that rumors 
not based on all the facts of the 
case represent the real resistance in 
the sale of gas furnaces. To over- 
come the initial cost “bugaboo,” 
first see the value of a fully auto- 
matic¥ clean, quiet and _ long-lived 
heating system, free from leaks and 
freeze-ups, and giving air motion 
and humidity, both essentials to a 
healthful air. 

To overcome the fuel cost rumor, 
prepare a fuel cost estimate for each 
prospective job. Information nec- 
essary accurately to forecast the 
gas fuel cost for any building will 
be gladly furnished by any repu- 
table gas furnace manufacturer. 


Gas-Fired Furnaces Cannot 
Be Forced 


Now a word about installation. 
Coal-fired furnaces, with which we 
are all familiar, possess one quality 
that has been the life saver of many 
a furnace installer. It can _ be 
crowded. A gas-fired furnace is sd 
controlled that either it is burning 
at its fullest capacity or it is 
not burning at all. Jt cannot be 
crowded. Read that again. A gas 
furnace cannot be forced. 

Therefore, a full-sized warm air 
and return air piping system must 
be used. The safe plan is to use 
the Standard Code or B.t.u. method 
of arriving at the heat loss of the 
building. Guessing is out of order 
in the design of gas furnace piping 
systems. The facts must be known 
and if the formula indicates that 
120 inches of pipe area is required 
for a room, a 12-inch pipe will not 
do. 

In selecting furnace sizes, know 
the B.t.u. output, not the input, nor 
the bonnet capacity, but the register 
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output. That is where the heat is 
required and that is where the de- 
livery, so far as the building is con- 
cerned, must be measured. 

Elsewhere in this issue will be 
found examples of gas-fired warm 
air heating systems, sold at higher 
prices and valued higher by the 
owner than a radiator job proposed 
for the same building. 

Industrial uses of gas furnaces 
where moistening, drying, or where 
accurately constant temperatures 
are required, opens up new fields 
never before touched by the warm 
air industry. 

The use of fully automatic gas- 
fired unit heaters—the modern pro- 
totype of the old room heater— 
equipped with humidifiers, fans and 
thermostats, can be installed in fac- 
tories for less initial cost than steam 
unit heaters and at a lower operat- 
ing cost than coal in many cases. 

Truly, a rich reward awaits the 
warm air heating contractor who 
embraces gas-fired furnaces. 

The sales problems are generally 
rumors that can be dismissed by a 
fuel estimate and a sane demonstra- 
tion of your furnace. 

The installation problem offers 
an opportunity to do the kind of 
job many have wished they could 
do with coal furnaces and not be 
“out of 
high price. 


the running” because of 


A Note on Servicing 

The service problem is frequently 
handled by the gas company. Re- 
gardless of this, the number of mov- 
ing parts in a gas furnace is not 
greater than in many coal furnaces 
and offers no more complaints. The 
moving parts on a coal furnace are 
three and sometimes four dampers. 
The gas furnace has one valve, a 
thermostat and a thermostatic pilot, 
all made as tamper-proof as inge- 
nuity can make them. In fact, it 
has been found that an annual in- 
spection more generally develops a 
prospect for another gas furnace 
than it discloses any improper op- 
eration. 

Sell gas furnaces. The gas com- 
pany will generally be very glad to 
co-operate with you. Take this copy 
of the AMERICAN ARTISAN to the 
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manager of your gas company and 
talk it over with him. He will tell 
you all about the Blue Star-Ameri- 
can Gas Association approval, what 
it means to him, to the customer 
and incidentally to you. 

He will tell you, too, that a rich 
reward awaits the warm air heating 
contracts who embraces gas-fired 
warm air furnaces. 


NOTES AND QUERIES 
(Continued from Page 291) 
Ans.—Friedley - Voshardt Com- 
pany, 733 South Halsted Street, 
Chicago. 
U. S. Clinker Hooks 


From Farrow and Hebel Sheet Metal 
Company, Corner Light and Pearl 
Streets, Oshkosh, Wisconsin. 


Will you please advise us who 
makes the U. S. Clinker hooks? 
Ans.—United States Wire Mat 
Company, Decatur, Illinois. 
Lily Desk Lamp 


From Osakis Hardware 
Osakis, Minnesota. 


In one of your recent issues I 


Company, 


noticed an illustration of a lily desk 
lamp but have mislaid that particu- 
lar number. Can you tell us who 
makes it? 

Ans.—This is made by Friedley- 
Voshardt Company, 733 South Hal- 
sted Street, Chicago. 

Vacuum Cleaners for Furnaces 
From Charles E. Chapman, 119 North 

Division Street, Battle Creek, Mich- 

igan. 

Who makes vacuum cleaners for 
furnaces ? 

Ans.—Prillion Furnace Company, 
Brillion, Wisconsin; Williamson 
Heater Company, Cincinnati, Ohio, 
and B. F. Sturtevant Company, 
Boston, Mass. 

“Champion” Auxiliary Boiler 


From Lennox Furnace Company, 


Marshalltown, Iowa. 

Can you tell us who makes the 
Champion Auxiliary Boilers ? 

Ans.—Melbye Brothers Com- 
pany, 3206 North Oakley Boule- 
vard, Chicago. 

Second Hand Brake 

From L. F. Mott, Corning, lowa 

Will you kindly inform me where 
I can buy a good second hand tin- 
ners’ brake—8 foot? 

Ans.—Tinners’ Machinery Com- 
pany, 100 South Jefferson Street, 


Chicago. 
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Large Homes Turning to Warm Air Heating Systems 


for Adequate Heating 
Movement Should Be Encouraged by Showing Home 


Owners That Good Installation Does the 


HE warm air heating industry 

is going forward at a very rapid 
pace at the present time. Not only 
has the Standard Code established 
a sure and accurate method of in- 
stalling furnaces, but the fact that 
this code was compiled from infor- 
mation secured from the research 
work that has been carried on at the 
University of Illinois under the di- 
rection of Professor A. C. Willard 
of that institution, who is also the 
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But a great deal of water has 
gone under the bridge since those 
days, and the future to which warm 
air heating is justly entitled is now 
opening out. Not only is this true 


of the gravity warm air heating 
system, but architects of the large 
dwelling are beginning to see the 
merit of the warm air heating sys- 
tem and are specifying it. 

At Litchfield, Connecticut, in the 
very large country home of Mrs. 




















Trick 


heating system is fundamentally 
sound. With this type of system 
the air can be made to have just the 
proper moisture content required 
for good health and for the preser- 
vation in a good state the furniture 
and other articles and plants in the 
rooms heated. It is not possible to 
do this with any other type of 
system. 

The second manner in which the 
warm air heating system has the ad- 
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Home of Mrs. Lyman Bartlett, Litchfield, Connecticut, in Which Two No. 54 Thatcher Tubular Furnaces Are Installed 


President of the American Society 
of Heating and Ventilating Engi- 
neers, has lent prestige to the indus- 
try as a whole. 

As this information becomes 
more and more known to the pub- 
lic, an ever keener interest in warm 
air heating is going to become evi- 
dent from the public. 

Prior to the time that the research 
work was started the general opin- 
ion of the public toward warm air 
heating was to the effect that the 
warm air heating system was some- 
thing that was at best a second 
choice. If there was not sufficient 
money on hand to put in a good 
heating system, the practice was to 
turn toward warm air heating. 


Lyman Bartlett, a warm air heating 
system is creating very favorable 
comment, showing that this type of 
home can be heated with a warm 
air system, provided the plant is 
properly designed ‘and installed. 

The heating units of this installa- 
tion consist of two No. 54 Thatcher 
tubular furnaces placed in battery 
formation, while the installation it- 
self takes the form of a trunk line 
system. ‘The installation itself was 
made by the Turner Heater Com- 
pany, Bristol, Connecticut. 

There is a reason for this increas- 
ing interest in warm air heating that 
has sprung up which is inherent in 
the system itself. That reason is 
that the idea back of the warm air 





‘character very materially. 


vantage over the other forms of 
heating is that the radiators neces- 
sary with the other forms of heat- 
ing are entirely done away with and 
in that way a large conservation of 
space in the rooms is effected. 

These items are all matters of 
extreme importance to the architect 
and builder, especially in the present 
day home where there are so many 
uses for all the extra space that can 
be gained. 

It is possible for the warm air 
furnace men of today to increase 
the number of installations of this 
It can- 
not be done, however, by the fur- 
nace man who will not take the 
trouble to dress his place of busi- 
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ness up so that folks with money 
to spend will have confidence in his 
ability to install a job that will heat 
properly. Put yourself in the po- 
sition of the man of this character 
and then ask yourself whether or 
' not you would go into a place of 
business conducted by the average 
warm air heating contractor? Do 
you think an architect would be 
very much impressed by your en- 
gineering ability if you were to walk 
into his office in the clothes worn 
by the average furnace installer? 

At the recent convention of the 
National Warm Air Heating Asso- 
ciation at Buffalo one of the speak- 
ers made the remark that warm air 
furnace installers would, he _ be- 
lieved, make more money if they 
would spend the time which many 
of them now spend at the bench in 
the shop out selling, buying the fit- 
tings they need rather than to at- 
tempt to make them up in their own 
shops. This man is a _ furnace 
manufacturer who has had a great 
deal of experience in that line. He 
is a man who has acquired his 
knowledge of the industry through 
working in it. “His company is very 
and has been very successful ; there- 
fore, it would seem that he knows 
whereof he speaks. The fact of the 
matter is that to make sales the in- 
staller must convince the prospect 
that he is capable and knows his 
stuff, and it is always much easier 
to do this if the salesman’s appear- 
ance is such that he looks the part 
of success. 

The accompanying illustration 
will give the reader a good idea of 
the basement arrangement of the 
large furnace installation made in 
the home of Mrs. Lyman Barrett, 

" Lytchfield, Connecticut. 





Warm Air Furnace Manu- 
facturers Not Thoroughly 
Sold on Color on Furnaces 
In spite of the fact that a large 
number of warm air furnace manu- 
facturers are making a colored fur- 
nace, the idea has not gone over 100 
per cent. A questionnaire sent out 
by AMERICAN ARTISAN asking, 
“Do you think that the addition of 
color to the furnace will aid in sell- 
ing warm air heating?” produced 
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the following 


Only 57 per cent answered the ques- 
tion in the affirmative, the remain- 


surprising 


ing 43 per cent indicating by their 
replies that they are not in favor of 
the idea. 


result: 











HEN the sacred buildings of 
France and Belgium were ex- 
posed to damage by the invading 
armies during the World War great 
concern was felt in the allied coun- 


COPPER, THE IDEAL CHURCH ROOF 


By Wixuiam A, Wixruis, Manager, Copper & Brass Research Association 


tries for the safety of these ancient 
cathedrals and churches, many of 
which had played historic roles in 
the life of the past. The fate of 
Rheims Cathedral was a subject of 
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Trinity Church, New York City, Located in the Heart of the World’s Greatest 
Financial District, Is Roofed with Copper. This Copper Has Been on This 
Roof for More Than Eighty Years. The Graves of Alexander Hamil- 
ton and Robert Fulton Are Located Here 











particular comment on the part of 
those who felt that buildings hal- 
lowed by centuries of use in the 
service of God should be preserved 
inviolate. 

The dangers of war come and go, 
but the attacks of the elements go 
on incessantly. If the ravages of 
time, which are slow and stealthy, 
were instead sudden and spectacular 
like the wartime bombing of 
Europe’s cathedrals, measures 

protect 
weather. 





would always be taken to 
our churches against the 
The most formidable enemy of any 


building is rust. Commercial struc- 


tures, to give efficient service for 
any length of time, must be made 
rustproof, although the changing re- 
quirements of economic life make 
these buildings obsolete within a 
generation. How much more im- 
portant is the rustproofing of our 
churches which are built to last in- 
definitely in a service that does not 
generation to 


change from one 


another ! 

There is no more vulnerable point 
of attack for the weather than a 
corrodible roof. Leaks develop as 
it begins to rust and the interior of 
the church is exposed to serious 
damage. Trouble of this kind is 
expensive and unnecessary. Rust- 
ing and leakage can be avoided en- 
tirely by installing a sheet copper 
roof. Copper is an_ everlasting 
metal. It cannot rust and the only 
effect that time has upon it is to 
give the metal an increasingly at- 
tractive color. 

Without respect to whether it is 
a great cathedral costing millions of 
dollars or a small country church 
costing a few thousands, every 
sacred building must be constructed 
with due regard for economy. There 







are right and wrong ways of look- 
ing at economy, however. There is 
no purpose in saving on the original 
cost when it involves the use of ma- 
terials that decay and must be re- 
On the other 







paired or replaced. 
hand, a real saving is quickly ap- 
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parent when durable materials 
are used in the first place. 
They require no upkeep be- 
cause they are immune to the 
effects of the elements. Such 
a metal is copper. Its em- 
ployment for church roofing is 
in line with the practice of 
many of the church buildérs 


of the past, whose distin- 
guished work after genera- 
tions remains as a_ sturdy 


monument to their far-sighted 





















nar & 





AMERICAN ARTISAN 


When _ the 
Christ 
Church in Philadelphia 


q per ror yf. 
4 chimes of 


pealed forth in echo to 
the message of the Lib- 
is erty Bell, the sheet 
} copper on this lovely 
q Colonial structure had 
4 already seen three dec- 
\ ades of service. The 
} same copper roof that 
protects the church to- 
day once sheltered at 
worship George and 
Martha Washington, 
Benjamin Franklin, 
Betsy Ross, the 


Marquis de La- 


Riverside Church, Now Under Construction on Riverside Drive, New York City, 
Which When Completed Will Be Occupied by the Present Park Avenue 
Baptist Church. This Church Roof Is Covered with Copper. The 
Noted Harry Emmerson Fosdick Is Pastor Here 


wisdom. 

Centuries have come and gone 
but the same attractive yellow and 
green copper roof continues in serv- 
ice on Switzerland’s famous Basel 
Cathedral, which was rebuilt in its 
present form in 1356. Michelan- 
gelos’ great achievement, the famous 
dome of St. Peter’s in Rome, has 
been protected against weather dam- 
age by sheet copper for the last four 
hundred years. With a diameter of 
140 feet, this is one of the largest 
and most impressive domes in the 
world. In the Orient five centuries 
of exposure to the elements have 
left untouched the durable old cop- 
per roof of the Chinese Temple of 
Heaven in Peking. It must be this 
everlasting quality of copper that 
makes the Japanese regard it as a 
sacred metal. They use their cop- 
per over and over again to prevent 
its desecration. 

America contributes its own 
quota of old churches that demon- 
strate the value of a rustproof cop- 





fayette, Henry Clay and 
others whose names are equally dear 


many 
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to us but who have been securely 
placed for posterity. 

Trinity Church, in the heart of 
New York’s financial district, has a 
copper roof that has given reliable 
service for more than eighty years. 
Still older is the copper on the roof 
of the Church of Notre Dame in 
Montreal, which dates back to 1824. 

Churches of 
United 


all creeds through- 
out the States today are 
turning to copper as the ideal met 


for roofing, flashings, gutters and 


§ 

















Dating back to the Middle Ages, the Cathedral of Basel, in Switzerland, 
remains a sturdy landmark. The original structure was dedicated in 1019 but 


after a disastrous earthquake in 1356 it was largely rebuilt. 


One reason for the 


excellent condition of this historic building after hundreds of years of exposure 
to the weather is the rustproof copper roof which for centuries has protected 


both building and worshippers. 


most effectively and gives a distinctitve tone to the structure. 


Its unusual pattern of green and yellow blends 


Among the dis- 


tinguished dead who lie in this old cathedral is Erasmus, the famous Dutch 


scholar and theologian, who died in 1536. 
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downspouts. Many churches use 
the everlasting metal to cover their 
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spires. When corrodible materials 
are used for this purpose, repairs 
must be made in inaccessible places. 
The element of danger is created, 
too, for if the covering of a spire 
rusts away parts of it may fall to 
the street—a menace to passers-by, 
incurring damage suits. 

Two great new Protestant Epis- 
copal cathedrals—Grace Cathedral, 
planned for San Francisco, and the 
Cathedral of St. John the Divine 
now under construction in New 
York—will outlast the centuries un- 
der the protection of a copper roof. 
Similarly future generations will 
admire the solid construction of the 
Riverside church which is being 
erected by the present Park Avenue 
Baptist church and which will be the 
largest parish church in Christen- 
dom. Chartres Cathedral provided 
the major architectural inspiration 
for this new building of the church 
of which the Rev. Dr. Harry Emer- 
son Fosdick is pastor. Like Char- 
tres, the Riverside church has an 
enduring copper roof. (The in- 


i 





The everlasting Copper roof of old Christ Church in Philadelphia once shel- 
tered George and Martha Washington, Benjamin Franklin, the Marquis de La- 
fayette, Betsy Ross, Henry Clay and other notables in American history. The 
roof, which is older than the United States, is still serving the parishioners of 


Christ Church today. 
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terior of the Riverside Church was 
recently burned, causing much loss. ) 
The ideal church roof should be: 
1. Proof against the attacks of 
the elements, that is: impervious to 
rain, snow or dampness. 


2. Fireproof and unaffected to 
any great extent by temperature. 

3. Economical: 

(a) In saving of structural 
framing necessary to support its 
weight. : 

(b) Permanent freedom from 
maintenance or replacements costs 
once installed. 

A roof of copper satisfies all 
these requirements. 





Industry in General 
for Better Installation 
Work 


In the following results produced 
by AMERICAN ARTISAN question- 
naire lies the greatest encourage- 
ment for the industry at large. The 
question asked ran as follows: “If 
a furnace installer should get an 
opportunity to bid on a series of 
furnace jobs and the general con- 
tractor handling them should insist 
that the use of basement air would 
be all right with him, should the 
warm air furnace installer take the 
job or turn it down if he could not 
convince the general contractor that 
such practice would be wrong?” 
Here’s what they replied: 

Over 80 per cent of those answer- 
ing the question stated in no uncer- 
tain terms that such jobs should be 
turned down. Then there comes 
this little joker: One man said, “In 
theory turn it down, but in practice 
take the job.” Apparently to that 
manufacturer it all depends upon 
where you sit whether you take it or 
turn it down. The question remains, 
How many who said turn it down 
on paper would do so in actual 
practice? It seems from the answers 
received to this question and the one 
that followed it that furnace men 
in general know that they injure 
their business by accepting work at 
too low a figure, but few have 
nerve enough to turn a job down if 
they think there will be any profit 
in it at all. That attitude will change 
as time goes on. 
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Warm Air Heating Being Reéndorsed by American 


Public 


Great Future Lies Ahead for Furnace 
Men Who Will Build on Solid Basis 


By R. C. Wacker, President, Midland Furnace Co., Columbus, Ohio 


HE situation in the warm air 

heating industry will never be 
more interesting than it is right 
now. The trend of public opinion is 
an interesting study, considered 
from any standpoint, but when it 
has to do with a fundamental neces- 
sity, like heat in winter or an in- 
dustry that has been delayed en- 
route, we find it fascinating, to say 
the least. 

Here we have an industry mak- 
ing staple merchandise in an effort 
to supply a fundamental necessity. 
Warm air heating, regardless of its 
early “rule of thumb” and “hit and 
miss” methods, was actually en- 
dorsed by the public. We now find 
it perfected by science and inven- 
tion; therefore, we conclude that it 
will at least continue to be endorsed 
as in the past, and even more so. 

With perfected furnaces, care- 
fully engineered installations, we 
warm air furnace people enter the 
business arena fortified actually to 
contribute to the health of the na- 
tion and, at the same time, cut 
costs of heating. What an appeal, 
coming at a time, too, when the 
public is in a prosperous receptive 
mood, “fed up” on extravagant lux- 
uries and ready to turn to the prob- 
lem of securing the best in funda- 
mental necessities. 

Today the home owner investi- 
gates. They want and can pay for 
advantages not possessed by past 
generations. Such investigations 
made by them clearly disclose the 
superiority of warm air heat over 
any method so far invented for sup- 
plying heated conditioned, healthy 
air in the home. 

Public opinion means the opinion 
of rich and poor alike, and warm 
air heat in the home of the laborer 
is now just as healthy, just as eco- 
nomical, just as efficient as’ warm air 
heat in the home of the wealthy. 





True, larger projects require more 
elaborate installations and acces- 
sories which in most cases can be 
dispensed with in the small home 
heating plant, but the effect is the 
same in both cases. Health, cleanli- 
ness, economy and humidity. 

I have within the past two years 
visited dealers from Los Angeles to 
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Roy C. Walker 


Boston and from Seattle to Jack- 
sonville, Florida, and have seen 
$200 warm air jobs, $3,500 jobs and 
$1,500 jobs, lots of them—every 
purchaser a booster and rightfully 
so. 

Such dealers are ‘of the opinion 
that warm air heating is right now, 
today, entering an area of prosper- 
ity never before thought possible. 

The one disquieting thing found 
in a summary of the existing condi- 
tions in our industry is the fact 
that there remains an evil, a com- 
mercial one superinduced by uneth- 
ical competition. The distress 
caused dealers by this practice is 





real because the dealers’ scope of 
activity and sales is limited. In the 
writer’s opinion, however, the man- 
ifold and growing advantages other- 
wise coming to the dealers’ rescue 
have already become so great that 
influences have ofise’ his 
disadvantage. 


these 
temporary 
rary pecause such commercial evt!s 
cannot exist in an industry making 
staple merchandise. Such evils are 
not new and have always been 
solved in other industries and will, 
and must be toned down at least in 


1 Ca pO 


this or>. 





House to House Can- 
vassing Best Way to 
Dig Up Furnace Prospects 

House to house canvassing seems 
to be the most generally accepted 
method employed by furnace men 
to dig up new business, according to 
the replies to the question, “What 
forms of intensive cultivation do 
you consider most productive of 
sales of warm air heating equipment 
for the furnace installer?’ The 
second best method to employ is to 
do good work so that furnace in- 
stallers build up a reputation in their 
community for good work. 





Future Possibilities in Use 
of Gas in Doubt, According 
to Manufacturer 


According to the questionnaire 
sent out by AMERICAN ARTISAN re- 
garding the future of gas and its 
possibilities as a fuel for warm air 
furnaces, the cost is prohibitive. 
This is the trend of the answers 
received. Now if warm air furnace 
installers will read the article by 
Mr. Moffit in this issue they will 
learn how to overcome this prohibi- 


tive cost argument. It is a myth in 


so far as Mr. Moffit sees it, and it 
will pay every installer to read this 
article thoroughly. 
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Deal About 


XPERIENCE teaches in the 
warm air heating game as well 
as in any other line of business. 
Warm air furnace installers learn 
by experience and by observation in 
much the same manner as others 
learn in other lines of business. 
Regardless of the fact that the 
Standard Code is a guide and the 
best known method of installing 
warm air heating equipment, each 
installation is individual—it is or 
should be a combination of the fur- 
nace and installer’s experience and 
observation and his good judgment. 


In the accompanying illustrations 
we show the floor plans of two 
typical warm air furnace installa- 
tions. They are in no way unusual, 
but rather of the type which are met 








a 





Typical Fan and Gravity Warm Air Furnace Installations 
From Which 


Furnace Installer Can Learn a Great 
Installation Practice 




















Basement Layout of Church Heating Job 


Bep Room 


Second Floor Layout of R. A. Bardon Residence 
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with by warm air furnace installers 
every day. The one is the residence 
of R. A. Bardon, Upper Sandusky, 
Ohio, and the plans show how this 
job was laid out by the engineering 








department of the International 
Heater Company. 

There is a lot to be learned from 
a plan of this kind regarding the 
installation experience, and the fur- 
nace installer should make every 
effort to study it carefully, working 
out in his mind the reasons why 
certain pipes were placed as they 
were. 

The object, of course, in all fur- 
nace installation work is to get the 
furnace located as near the center 
of the basement as possible, so as to 
make the warm air runs as nearly 
equal in length as possible. Then 
there are always special conditions 
to be met with, as will be noted in 
the basement plan of this job. Note 
how the stairway had to be circum- 
vented. Note also the peculiar ar- 
rangement of the cold airs. 

In the second installation we have 


a typical church installation. Here 
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First Floor Layout o 


only the basement layout is given, 
but ia such d-tail that it can also be 
studied with profit by the warm air 
furnace installer. 

You will note in this layout that 
the eri7ineering department has gone 
into considerable devail on showing 





















f Bardon Residence 


how the installation is to be made. 
This for the reason that the job was 
a little out of the ordinary and per- 
haps required a little more detailed 
information than is ordinarily de- 
The >oint it is wished to 
( Continued age 312) 
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Basement Plan of R. A. Bardon Residence 
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Information Concerning Correct Uses of Zinc Becoming 


More Widespread 


Much Ornamental Zinc Work and 
Zinc Roofing Now in Use 


By Srepuen S. Turuixy, Secretary, American Zinc Institute 

















URING the early work of the Another group was made up of fortunately, did not, or could not, 














American Zinc Institute with those who, believing that zinc might secure proper information about it 

sheet metal contractors and archi- _ serve their needs, used it, but, un- before using it. The metal was, 

therefore, improperly or incorrectly 

| used, and their efforts resulted in 
failure. 






thers used zinc, or heard where 
it had been used, for work where it 
had no place and where it should 
never have been employed. 

Perhaps the zinc industry has 
been at fault in not providing ac- 
curate and detailed information on 
the proper methods of construction 
and the places in which zinc can be 
used to advantage for roofing and 
sheet metal work. 

Every one knows that no matter 
how good a thing may be when 
properly used, it is bound to be a 
failure when improperly used, or 
when put to uses for which it was 





























Industrial Plant in East, the Buildings of Which Are Completely Covered With never intended. Zinc is no excep- 
Corrugated Sheet Zinc. Fumes Are Particularly Corrosive Around tion. If put to improper uses or 
Such a Plant not correctly used where it should 








tects, it was quite evident that there a | 
was a reluctance to use zinc for 
roofing and sheet metal work. In- 
vestigation into the reasons back of 
this brought the Institute to the con- 
clusion that, whatever may have 
been the. immediate cause of this re- 
luctance, the real cause has been a 
lack of understanding of what sheet 
zinc is, and what it can do. The In- 
stitute also found that this reluc- 
tance could not, save in a few ex- 
ceptional cases, be considered in any 
sense as a reflection on either the 
sheet metal man or the architect. 

















In the majority of cases, the hes- 
itation to use zinc was due to an 
idea that zinc had not been used, 
and, lacking information on how it 
could be made to serve the particu- 
lar purpose, the idea had naturally 
grown into a belief that zince was 
unsatisfactory and, therefore, First Congregational Church, Fulton, New York, Which Is Covered With Stand- 
should not be used. ing Seam Horse Head Zinc for Protection Against Corrosion and Fire. 
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give satisfaction, failures are in- 
evitable. One must know how and 
where to use material to get the 
best results. 

Zine roofing had its start in Bel- 
gium and in England over a cen- 
tury ago, and since then has spread 
over practically all of Europe. 
There, the advantages of zinc for 
this purpose have been so thor- 
oughly proven by years of experi- 
ence, that today zinc is almost uni- 
versally used for meta! roofing and 
for sheet metal work. The details 
of construction which have been de- 
veloped in these countries must ob- 
viously be correct, as they are the 
result of many years of actual ex- 
perience. 

Conditions in Belgium and other 
European countries differ slightly 
from conditions in America, and a 
direct “translation” of their meth- 
ods would not fit our American 
needs. 

With all of the foregoing facts in 
mind, the national organization of 
the zinc industry has just published 
a “Zinc Workers’ Manual.” 

This book is not a collection of 
untried theories, full of technical 
explanations and showing construc- 
tions difficult and costly to make, 
but it is intensely practical. It is 
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written to fit the conditions, stand- 
ards and practices found in Amer- 
ica today. 

It has been the aim of the Insti- 
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contended that the constructions 
given are the only ones which can 
be followed. There may be, and un- 


doubtedly will be, others which the 
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Palmerton Church Equipped with a Batten Seam Sheet Zinc, Making a Very 
Attractive Looking Job. 


tute to adapt the tried and proven 
methods of Europe to the conditions 
here in our own country, and in this 
way provide for American artisans 
and architects necessary details, 
which have heretofore been lacking, 
for proper zinc work. It is not 
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75,000 Square Feet of Sheet Zinc Shingles. Note the Towers Are Attractively 
Decorated with Standing Seam Zinc 


Institute shall be glad to have 
brought to its attention with a view 
toward incurporating them in later 
editions of the Zinc Workers’ Man- 
ual. It does know that the data and 
information given in this book are 
correct, and hopes and believes that 
the book will be of real benefit to 
all. 

The first chapter, “What Zinc 
Is,” gives general information 
about the metal. There is also a 
general comparison of zinc with 
other metals that are now commonly 
used for roofing and sheet metal 
work. 

The next chapter, “Working 
Zinc,” contains detailed informa- 
tion on the using of zinc, such as 
bending, forming, painting, solder- 
ing, et cetera. 

The rest of the book has been di- 
vided into chapters under the sub- 
jects of “Roofing,” “Leaders and 
Gutters,” “Valleys and Flashings,” 
et cetera. 

In the chapter, “Roofing,” there 
is a general discussion of zinc roof- 
ing and of the various kinds of sur- 
faces over which it may be laid. 

In the chapter, “Leaders and 

(Continued on Page 311) 
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OIL BURNER SALES 
(Continued from Page 286) 
man tells the prospect “‘all of this, 
Unless the dealer is content to sit 
back and wait for people to ask him 
for an oil burner, he must keep con- 
stantly after new prospects. Sales 
cannot be made except to prospects, 
and as we have shown, prospects 
soon get old and dog-eared. New 

ones must constantly be added. 

Practically all successful salesmen 
devote a certain amount of time to 
“cold” canvassing. The new sales- 
man will find it necessary to spend 
most of his time at cold canvassing, 
until he has built up a good list of 
prospects. He will find that “leads” 
and “tips” pop up everywhere he 
goes. Prospects who cannot be sold 
often suggest people who can be. 
Friends will tell of people who are 
interested. After a time the sales- 
man will find that he hardly ever 
needs to canvass strangers from 
door to door. Owners he has sold, 
friends and stray leads will supply 
plenty of prospects. 

Every salesman will develop his 
own method of working up fresh 
prospects. Some of the sources, and 
their relative value, are indicated by 
the following tabulation. These fig- 
ures are from the records of the 
Power Plant Engineering Company 
of Seattle: 

Canvassing “cold” prospects.. 18% 
Users’ friends 15% 
Salesmen’s acquaintances..... 13% 
Show room “drop-ins” 

Dealers’ acquaintances 

Building contractors 

Architects 

Inquiries from advertising. .. 
Selected as able-to-buy 

Shows and exhibits........ : 

As the figures show, canvassing 
is the best source of prospects. 
However, certain precautions must 
be observed in canvassing. Out of 
the many prospects in a city, there 
is no need for the salesman to spend 
too much time on an obstinate man 
or one who does not qualify as an 
able-to-buy prospect. One reason 
why so many apparently able sales- 
men are failures is that they spend 
too much time trying to sell poor 
prospects. 
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Qualifying Prospects 
This “qualification” of prospects 


is most important. It permits skim- 


ming the cream—closing the easiest 


prospects first. 

Many methods of qualification 
are used. The object of each is to 
determine during the first few min- 
utes of talk whether there is any 
insurmountable obstacle to an im- 
mediate sale. Some of such obsta- 
cles are an actual lack of money to 
pay for the installation; moving; 
rented home ; already owns a burner 
that is satisfactory ; and a few other 
similar obstacles. 

One or two easily remembered 
questions are sufficient to get the 
prospect to qualify himself. For 
example, the salesman introduces 
himself, saying: “I am from the 
Blank Oil Burner Co. Have you 
given any thought to installing an 
oil burner ?” 

If the answer is “Perhaps,” 
“Maybe,” or “I had not considered 
it,” the next move on the part of 
the salesman is to say, “This is just 
the time to consider it, so let me 
show you the advantages we are 
able to offer you.” If the prospect 
offers no objection, the salesman 
may proceed with his sales presenta- 
tion. 

If, to either the first question or 
the offer to tell about the oil burner, 
the prospect gives any valid objec- 
tion, the salesman merely thanks the 
man and leaves. If his answer is a 
cecided “No,” the salesman can 
bring out the real objection by say- 
ing, “But, Mr. Prospect, if we can 
show you that an oil burner would 
give you greater comfort and con- 
venience, remove the coal and ash 
pile from your home, and permit 
you to throw away the coal shovel, 
wouldn’t you let me tell you about 
it?” 

This insistence on some definite 
answer will in most cases bring out 
some objection which, if answerable, 
will give the salesman an oppor- 
tunity to start his sales talk. 

Apologetic Salesmen 

Too many salesmen are not firmly 
convinced that they are really offer- 
ing the prospect something which he 
cannot afford to do without. As a 
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is apologetic 
when approaching the prospect. 
They convey the impression that 
they are sorry they called, and that 
they are intruding on the man’s 
time. Any salesman who feels that 
way, and cannot overcome the feel- 
ing, should quit trying to sell. You 
cannot sell what you do not believe 
in. Perseverance is necessary. 

)iten the best prospect lurks under 
the most crusty, hard-boiled ex- 
terior. Courteous persistence is 
needed. You are offering the man 
one of the greatest conveniences he 
can put in his home, and are spend- 
ing your time to do it. You are 
justified in courteously insisting that 
he give you some definite answer to 
your first approach—your “qualify- 
ing question.” 


result, their attitude 


The earnest salesman—the man 
who succeeds—will “keep books on 
himself.”” He will set a definite 
quota of calls per day, keeping a 
record of calls made, interviews se- 
cured, and sales completed. In this 
way he will be able to locate weak- 
ness in his presentations, and be 
able to correct it. The sales points 
used are a salesman’s tools, just as 
a hammer and saw are a part of a 
carpenter’s. The hammer is about 
the most simple tool there is, yet 
every carpenter knows that one must 
learn to use it. Study and practice 
are required. How, then, can any 
man expect to make use of such 
delicate tools as the salesman must 
use without study and practice? 

Advertising 

Oil burner dealers have a choice 
between two general classes of ad- 
vertising — controlled and uncon- 
trolled. Both kinds are valuable 
when the limitations of eaeh are ap- 
preciated. It will be helpful to the 
dealer and salesman if the princi- 
ples of successful advertising are 
understood. Such understanding 
will enable the dealer to choose his 
method of advertising without going 
through the expensive process of 
spending money to try it out. 

The principal cost of all advertis- 
ing—newspaper, direct mail, maga- 
zines, billboards or what not—is cir- 
culation. However, we are not at 
all interested in circulation: .What 











Py 
! 











HE ‘Self-draining’’ end and outlet with « 
pipe 


ndc 
easily assembled. 
[ 


ip. 
edges, no lap seams at the outlet connection 
that requires no solder, a slip connection that fits quickly 


Drop seamed 
Accurate a 


T 


to place 


no raw 
rrectly tapered to fit the 
MANUFACTURERS OF CONDUCTOR PIPE 


ind securely on 
Our Booklet 
BARNES METAL PRODUCTS COMPANY, 1531 Kingsbury Street, Chicago, Illinois 


in 
ndc 
The end cap has semi-circular bead and stiffening rib, a lock seam 
se Barnes Products to Build Better Business 


the 
Tells Hou 


end 


ELBOWS, EAVE 


Ww rit¢ Jor Free Copy 


pr ce 


TROUGH AND FITTING 


ALL SIZE 








HIS is the home of Barnes Products, in which is housed the specially constructed 
equipment that insures a continuous uniformity of Barnes quality. 
The unusual merit that characterizes Barnes Products is the result of a dominating 
spirit of “‘UNDENIED PROGRESS.” Because of this unquestioned leadership, ‘‘As 
Good as Barnes’”’ is a common expression in the trade. 
To serve you successfully and better than you were ever served before, is our constant 
aim and ambition. On this basis of a square deal for all, we invite your business. 


Use Barnes Products to Build Better Business. Our 
Booklet Tells How. Write for a Free Copy 


BARNES METAL PRODUCTS COMPANY, 1531 Kingsbury St., Chicago, Illinois 


MANUFACTURERS OF CONDUCTOR PIPE, ELBOWS, EAVES TROUGH AND FITTINGS. ALL SIZES, ALL METALS 











December 29, 1928 


we must have is able-to-buy readers. 

The dealer need not be nearly so 
much concerned in what is said as 
he is in who it is said to. The fac- 
tory supplies letters, folders and 
other advertising 
dealer or his salesman can write the 
message. In many cities an adver- 
tising man can be secured to write 
the message, if the dealer prefers. 
Any of these sources of “copy” are 
inexpensive. But terrible waste can 
creep into the circulation of the mes- 
sage unless care is exercised. 

Most dealers, particularly those 
inexperienced in the oil burner busi- 
ness, will find it best to stick to a 
few recognized channels of distri- 
bution of the advertising message. 

Newspapers 


messages. The 


Newspaper space is sold on the 
basis of circulation. Among the 
thousands of readers of the news- 
paper, approximately 10 per cent 
are financially able-to-buy. Of these 
people, not all will see any one ad, 
so a series of ads must be used. 
The salesman does not know who 
these readers are. He cannot call 
on them to follow up the advertis- 
ing, and very few people will come 
to the salesman of their own accord. 
Except under certain conditions, 
newspaper advertising is too expen- 
sive for most dealers. Occasional 
ads, announcing new developments, 
special offers, sales, are useful. In 
some cities local conditions justify 
extensive newspaper advertising. 

Painted Signs 

Location is of primary 
tance in judging a sign board, be- 
cause location determines the circu- 
lation—the kind of people passing it. 
Sign circulation is subject to the 
same difficulties as newspaper—the 
cealer cannot control it. However, 
over a period of months, nearly 
every one in the city will see the 
advertising if the location is right. 
To establish prestige for the dealer, 
and to familiarize people with the 
name, “Oil Heat,” signs are satis- 


impor- 


factory. 
Direct Mail 
With direct mail the dealer can 
absolutely control the circulation of 
his message, and the salesman’s fol- 
low-up. Building up the mailing list 
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and keeping it up-to-date—is the 
most important factor in direct mail 
advertising. Some dealers object to 
direct mail because it requires some 
time and effort to keep the list up. 
With other 
someone else takes care of the circu- 


forms of advertising, 


lation. Nevertheless, dealers will 
find it most profitable to build up 
their own lists. 

The salesman is the source of the 
mailing list, which is really his pros- 
pect list. ‘These lists are made up 
of two general classes of prospects 
—just prospects and hot prospects. 
Let’s call them the “general” and 
“preferred” lists. 

All of the names should have had 
at least one personal call to qualify 
them as able-to-buy owners of a 
building. 

“Preferred” prospects are those 
the salesman believes can be sold on 
the next few calls. No name should 
stay on the “preferred” list for 
more than a month, unless special 
conditions justify it. 

“General” those 
who the salesman has worked thor- 
oughly and does not want to spend 
more time on until future 
time. Others on the general list are 
people who for various reasons will 
rot or cannot buy till some future 
date. Most of the names on the 
general list are too good to throw 
away and toc doubtful to spend 
more time on until some time in the 


future. 


prospects are 


some 


Advertising should be mailed to 
the “preferred” list at least twice a 
week. Three times a week is better. 
Usually six or eight different pieces 
of advertising can be used over and 
over again on the “preferred”’ list, 
because the names are constantly 
changing. 

Less frequent mailings are suf- 
ficient for the general list. Once a 
month should be the minimum fre- 
quency. Every two weeks is better. 

The manufacturer’s advertising 
department, or the dealer’s distrib- 
utor, can supply the required direct 
mail for a campaign. 

It is absolutely impossible for the 
average salesman to effectively sell 
oil heat without a sales kit. A prop- 


erly assembled sales kit not only 
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makes each interview easier, but it 
also makes ihe presentation of the 
sales talk more effective—with more 
orders as a result. 

This does not mean that a sales 
talk must be written in detail and 
memorized. But a “canned” sales 
talk is far superior to an aimless 
hit-or-miss answering of the pros- 
pect’s questions. 

Without the guide posts supplied 
by a sales kit, the salesman can 
waste hours in discussing unimpor- 
tant detail. He will invariably for- 
get certain essential facts that may 
answer the very unspoken objection 
that prevents the prospect from say- 
ing “Yes.” 

The salesman must keep control 
of the interview. He must lead the 
prospect from one point to another 
without waiting for questions. With 
the whole story in pictures, the 
prospect’s attention is kept right to 
the point. Yet, if the 
shows unusual interest in some par- 


prospect 


ticular point, the salesman is free to 
dwell on that point at length and 
then return to his orderly presenta- 
tion by turning the page to the next 
picture or exhibit. 

Pictures, letters, charts and other 
exhibits make a more lasting im- 
pression than mere talk. They carry 
more conviction. 

Loose leaf sales sheets are sup- 
plied from the factory or distrib- 
utor. Each of these sheets cover 
one essential point. 
are loose-leaf they can be arranged 
in any order the salesman desires. 
Letters, photographs, clippings from 
magazines and newspapers, and new 
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loose-leaf sales sheets can be added 
as the salesman wishes. Every sales 
kit should contain a quantity of such 
local material. Attractive binders 
for the kits may also be had from 
the factory or distributor. 

On the following pages are a 
number of questions. Answering 
each one on paper will serve to fix 
in the mind of the salesman or 
dealer the subjects covered in this 
manual. If every point has been 
carefully studied, memorized and 
put in practice, any man can sell oil 
burners. 

(Continued on Page 311) 
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Pattern for Compound Elbow 


Constructing a Pattern for a Sheet Metal Compound 
Elbow 


Such as Is Often Met with in 
the Installation of Furnaces 
By O. W. Korue, Principal St. Louis Technical Institute 


OME TIME ago a subscriber 

asked for making compound el- 
bow and also inquired if it was pos- 
sible to make a compound elbow in 
several pieces for sheet metal duct 
work. Now I will say that it is de- 
cidedly more simple and easy to 
make a compound elbow in several 
pieces than it is in one part. A 
compound elbow is nothing more or 
less than two 90-degree elbows, 
which can be assembled in center or 
left in the patterns so both elbows 
will make double turn. There are 
many workmen who use two elbows 
for making compound turns and in 
unexposed work as in attics or hid- 
den parts of basements, etc., it 
serves its purpose just as well. But 
where the work is exposed it is 


often more artistic to make double 
elbows in one piece, thereby making 
compound turn. 

To develop compound elbow in 
one piece for each side we work on 
the basis that the one side gives 
length and the other gives the width 
so we draw the plan and the eleva- 
tion to conform with our measure- 
ments. Sometimes a larger radius 
is used and other times the sections 
are also transformed to take on dif- 
ferent measurements than merely 
rectangles reversed. But such are 
mechanical details that must be ap- 
plied and can readily be overcome 
in one or several ways. Now ob- 
serve that in passing lines from our 
elevation view through the plan it is 
as though we have parallel planes 


through each line, or in other lines 


. as though you draw a line square to 


the position shown clear around the 
fitting in each plane. It is therefore 
enough to draw lines through at 
random since it is more important 
to place the lines so they will enable 
getting greater accuracy in certain 
curves, where lines can be placed 
closer together than if an equal 
number of divisions were made. 
So to lay off the pattern we pick 
the girth along the side I as A-B 
and set it as in pattern I for heel as 
A’-B’. From each of these points 
we erect lines and then from each 
point where vertical lines cross plan 
in throat E-F and also the heel 
G-H we carry over horizontal 
lines to cut off these lines in pat- 
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tern of similar number. In this way 
we develop the curve as shown and 
this gives the pattern for the heel I. 
To develop pattern for throat of 
elevation II we pick the girth C-D 
and set it to left of plan as C’-D’ 
and erect lines as before and then 
project points over from plan which 
gives the proper width of pattern 
as well as length. Now to develop 
pattern for throat of plan III we 
pick the girth E-F and set it as 
E’-F’ and then drop stretchout lines 
after which lines are carried over 
from the throat and heel of eleva- 
tion used, which enables sketching 
lines through all points where lines 
intersect and you have pattern for 
side III. The same procedure is 
followed for pattern for side IV by 
picking girth G-H and setting it as 
G’-H and then develop it as shown. 

But in making these elbows some 
trouble is met with in assembling 
and so the best method is generally 
to either rivet them as M or to 
double seam them as at N. There 
are also other methods of doing this, 
as on heavier work the edges can 
be welded and there is also a type 
of hammered lock that can be used 
with some satisfaction, if a work- 
man knows how to handle it. In 
shaping these patterns up the ele- 
vation and plan outlines should be 
used as a template in order to bring 
the approximate shape as this will 
make easier working for assembling. 
Elbows of this kind with a large 
radius in throat are. more conve- 
niently handled than those with a 
short radius, owing to the double 
twist that must be made in the turn 
between the two elbows. 

In making these elbows out of 
more pieces as our sketch shows in 
4 pieces than only a part elevation 
or plan need be drawn as we show 
at P and Q. These views also be- 
come patterns for those portions of 
the elbow and all that is necessary 
is to lay off the throat and heel 
which are straight strips and which 
can be assembled by means of ham- 
mered lock O. When these several 
parts are assembled it is then pos- 
sible to cap strip each part of an 
elbow on the job in position, which 
is especially advantageous for large 
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work since fittings of this kind are 
always more or less awkward to 


handle. 


OIL BURNER SALES 
(Concluded from Page 309) 

Merely to read this booklet once 
will be helpful. But to study it 
carefully and re-read it from time to 
time is the orly way to make it as 
valuable as it can be made. From 
it the older and more experienced 
salesman will be able to freshen his 
viewpoint—to check back and find 
if he is omitting valuable points. 
The new salesman will be able to 
make more confident, more produc- 
tive interviews by following the 
methods described. 

No other single thing contributes 
to the winning of a goal as does a 
supreme, serene confidence. With- 
out it, brains have been beggared, 
initiative and industry discounted, 
opportunity and good fortune flung 
away. 

Having well in mind the complete 
answer to each of the following 
questions, the salesman can ap- 
proach each prospect with confi- 
dence: 

1. The first part of the sales- 
man’s presentation is to arouse de- 
sire. Why is this necessary? How 
is it done? Enumerate the points 
and give a specific example of the 
application of each. 

2. After desire has been created, 
the next step is to convince the 
prospect that the burner he is sell- 
ing is the best burner. Why is it 
necessary to do this? What are the 
points of superiority? Give reasons 
why each feature is an advantage 
to the owner. 

3. Why should the prospect buy 
a nationally distributed burner? 

4. What is the financial rating of 
the burner company? What effect 
has the management of the company 
on the service rendered by the 
burner to the owner? 

5. Why must the prospect be 
told about the dealer’s responsibil- 
ity? 

6. Why is it necessary to put out 
“feelers” occasionally during the in- 
terview ? 

7. When the prospect asks for 
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the price, why is it advantageous to 
put off giving a definite answer until 
you have him beside his heating 
plant? 

8. What are the advantages of 
having a time payment plan? 

9. Is it desirable to make more 
than five calls on a prospect? Why? 

10. What is the advantage of a 
written proposal? When is it used? 
How is it made up? 

11. Why must the dealer and 
salesman be constantly on the watch 
for new prospects? 


12. What are the four best 


sources of prospects? 


13. Why is it necessary to “qual- 
ity” prospects? Repeat the opening 
questions the salesman can use to 
make the prospect qualify himself. 

14. In advertising, which is more 
important—circulation or able-to- 
buy readers? What is the distinc- 
tion between the two? 

15. Compare the advantages of 
newspaper, signs and direct mail. 

16. Why do most oil burner 
dealers use direct mail in large 
quantities ? 

17. Why should every salesman 
carry a sales kit? How should the 
material in the sales kit be ar- 
ranged ? 


INFORMATION ON COR- 
RECT USE OF ZINC 
(Concluded from Page 305) 
Gutters,” there is a general discus- 
sion of them, followed by detailed 
specifications for various types of 
gutters, whether box or hanging, as 
well as specifications covering the 
use of leaders, ornamental leader 

heads and straps. 

In the chapter on “Valleys and 
Flashings” will be found a short 
discussion of the use of zinc for 
flashings, together with a few gen- 
eral rules which are followed in 
every case. 

The chapter on “Corrugated Sheet 
Zinc” covers the details of its use 
for both roofing and siding. 

The Secretary of American Zinc 
Institute, 27 Cedar Street, New 
York City, will welcome any ques- 
tions, information or suggestions on 
the subject covered by this book, 
and will be glad to give them 
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Sheet Steel Industry’s Business Increases as Public Learns 


More About Steel 


A Multitude of Articles Now Made of Steel 
That Were Not So Made a Few Years Ago 


HE steel industry, like other 
industries, has come to realize 
that there are many places where 
steel could be used where it is not 
now being used, and that there are 
many places where steel has been 
used in the past where it should not 
have been used, or at least used ad- 
visedly. 
For the purpose of determining 
where its products can be used to 








is a national advertising campaign 
which has gone a long way toward 
making the public mindful of the 
merit which sheet steel has. Since 
the inception of this advertising 
campaign the use of steel has in- 
creased enormously and _ steel is 
today being used in the manufac- 
ture of a much wider variety of 
objects than ever before, which is 
encouraging. 





be damned, but The public be 
pleased. The work which the Sheet 
Steel Trade Extension Committee 
has done since its inception has gone 
a long way toward making 'condi- 
tions in the sheet steel industry 
take on a brighter hue than they 
have ever before had. 

Any of the material which the 
Sheet Steel Trade Extension Com- 
mittee has compiled is available to 














Decorative Steel Ceiing Installed in the Post Office at Medina, O., by Berry & Ritter, Sheet Meta] Contractors, Medina. 


the best advantage and in that way 
have every job a booster for the in- 
dustry, the steel industry a few 
years ago put into operation what it 
is pleased to term the Sheet Steel 
Trade Extension Committee. The 
work of this committee is to make 
surveys and divulge new markets 
for steel products, as well as to 
uncover any discrepancies or incor- 
rect uses of steel. 

The headquarters of this commit- 
tee was originally at Pittsburgh, 
Pennsylvania, but about a year ago 
it was moved to the Terminal Tower 
Building, Cleveland, Ohio. One of 
the most important of works which 
this committee has been carrying on 





Another important work which 
the Sheet Steel Trade Extension 
Committee has accomplished is the 
assembly and compilation of infor- 
mation pertinent to the correct uses 
of steel for roofing purposes. This 
information has been of real service 
to the sheet metal contractor and 
has aided him to do better work 
and work that he need not hesitate 
to guarantee as to workmanship at 
any time. 

After all, the increase of busi- 
ness depends entirely upon whether 
or not the public is made to ap- 
preciate good work and whether or 
not it is satisfied with that work. 
Today the slogan is not, The public 





the sheet metal contractor for the 
asking. 


TYPICAL GRAVITY JOBS 


(Concluded from Page 303) 
bring out in this respect is that the 
engineering departments of the 
manufacturers are in a position to 
give this service to warm air fur- 
nace installers, and they are only 
too glad to give it where requested. 
So that no warm air furnace in- 
staller need be afraid to tackle any 
size job for fear that he would be 
unable to complete it. He need only 
consult the engineering department 
of his furnace manufacturer to get 
any information that he desires. 
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ere’s what you've wanted for years — 


thenew upton 
M-R Hanger 


Here’s a welcome addition to the line 
of Lupton tested products—the eaves- 
trough hanger. Experienced contrac- 
tors say it’s what they’ve wanted for 
years. 

The Lupton shank and circle is cor- 
rectly designed in every detail and, 
since its introduction, has proven 
stronger and more convenient than 
any other. Its broad bearing surfaces 
and stout construction will carry any 
load of snow, ice or water that falls in 
the gutter—and the heavier the load 
the stronger grows the lock joint be- 
tween circle and shank. 

No soldering is necessary in erec- 
tion. The Udylite Rustproof Coated 
Bead Clip exactly fits the shape of the 
bead and makes a neat tight job. M-R 











The double -chan- 
neled bend makes 
this the strongest 
No. 12 shank on 
the market 











This ridged bead 


clip holds the gut- 
ter absolutely ught 
without solder and 
is Udylite rust-proof 
coated—no raw 
edges to rust out 
poe fail youinafew 
years. 





Hangers are made in plain Steel, Udy- 
lite Rustproof Coated Steel and Cop- 
per, with any type of shank and in 
double and single bead circles. Sizes 
run absolutely uniform. 


Get your jobber to show you these 
M-R Hangers and you'll use them on 
your next job. 


DAVID LUPTON’S SONS COMPANY 
Allegheny Ave. and Tulip St., Philadelphia 
















Here’s the lock of 
security. The Circle 
connes loosen and 
sag the gutter even 
though the bolt 
through the Shank 
omes loose. All 
the weight is taken 
by the Shank. 


&) Sheet Metal 
Lupton wenpRODUCTS 


Mention AMERICAN ARTISAN in your reply—Thank you! 





























































Young Hall was surely an offi- 
cious young man, as everyone in 
the firm’s employ agreed. 

He was always horning in where 
he was not wanted, and he had a 
highly exalted opinion of himself. 

There were two partners in the 
firm, and one of them happening to 
pass on, the young man approached 
the surviving partner, with whom 
he was not exactly what you could 
call a favorite. 

“T am so sorry, sir, to hear of 
Mr. John’s demise, and I have come 
to ask if you would like me to take 
his place.” 

“Yes, I should very much,” was 
the reply, “if you can get the under- 
taker to arrange it.” 

*x* * *” 


During a hold-up in Chicago a 
young male stenographer was hit by 
a bullet. Thinking he was mortally 
wounded, he whispered to-a friend: 

“Write to Mamie. Give her my 
love, and tell her my fast thoughts 
were of her. Carbon copies to 
Sadie, Peggy and Kathleen.” 

* * * 

Colonel (to stranger at golf 
club): “I hate these modern girls. 
Look at that creature over there! 
Fancy her parents letting her go 
about in plus-fours and an Eton 
crop. Bah! 

Stranger : 
daughter.” 

Colonel: “Oh-er, sorry! I didn't 
know you were her father.” 

Stranger: “I’m not. I’m _ her 
mother.” 


“That, sir, is my 


* * * 


Dentist: “Did you say this tooth 
had never been filled before? I find 
flakes of gold on my drill.” 

Patient: “I think you’ve hit my 
collar button.” 

* * * 

A modern young man kissed a 

beautiful girl. “I'll be frank with 


‘RANDOM NOTES 
AND SKETCHES 





BY 
SIDNEY ARNOLD 








you,” he said after the embrace was 
over. “You're not the first girl I’ve 
kissed, by a long shot.” 

She lit a cigarette. 

“I'll be equally frank with you,” 
she answered. “You've got a great 
deal to learn even at that.” 

* * * 


The Convalescent : “Did you have 
my brown suit cleaned and pressed 
while I was in the hospital ?” 

His Wife: “No. I had your 
black suit fixed up. I thought that 
would be better in case anything 
should happen.” 


* * * 


She: “Sam, if you don’t stop I’m 
going to call papa. Stop, stop now, 
I tell you. Take your arm down 
Papa! Papa!” 

Papa (in next room): “What is 
it?” 

She: “What time is it?” 

x* * * 


And There Hs Was 


“Poor old Miss Mayden came 
near getting herself into trouble last 
night. She started, according to her 
usual habit, to look under her 
bed—” 

“Well ?” 

“Well, her bed at the time hap- 
pened to be an upper berth in a 
sleeping car.” 













This Complicated Modern Life 
“Dear heart,” she said, “when I am 
here, and you are far away, 
Let’s think about each other at a 

certain time each day.” 
But never did with one accord their 
meditations chime, 
For she by daylight-saving went, 
and he by standard time. 
x* «x * 


“Gilda Gray could never play 
football.” 

“Why ?” 

“She’d be continually getting her 
team penalized for backfield in mo- 
tion.”—Premier Pictorial. 

* * * 


Weary Raggles—You won't git 
nothin’ decent in there. Them peo- 
ple is vegetarians. 

Hungry Harry—lIs that right? 

Weary Raggles—Yes, an’ they 
got a dog wot ain’t. 

* * * 


It Was a Sure Sign 

Two little girls were playing on 
the street and a well-dressed lady 
passed them with a swish and a 
whirl. By the noise it was evident 
that she wore a silk petticoat. 

“What makes that noise?” whis- 
pered one little girl, with a wonder- 
ing look. 

“Sh!” said the other child in a 
low voice, “don’t you know she’s 
got money? Rich folks always rat- 
tle, and smell good.” 

Se 

I have just learned that my 
friend, Ed Schimke, president of 
the Colburn Heater Company, Chi- 
cago, is home sick with the flu. 
Reports, however, say he is on the 
mend and I hope he’ll be his old 
self in time to enjoy the holidays. 

* * * 


Doctor: “What you need, my dear 
young lady, is a little sun.” 

Patient: “Why, doctor, how dare 
you! Why, I am not even married.” 
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HYRO PUNCHES WILL CUT YOUR COST 


ARTISAN 








OF PUNCHING HOLES IN SHEET METAL 
THE HANDY No. O. X. 


The Greatest 
Punch Value 
Ever Offered 


Here are a few of the many features of the famous 
No. O. X.: § (1) Measures only 8” overall and weighs 
but 25 lbs. { (2) Can be easily operated with one hand, 
allowing the other hand to be used for guiding the work. 
{ (3) Powerful: Punches %” hole in 14 gauge or equiv- 
alent, with ease. { (4) Made of drop forged steel, all 
moving parts of tool steel, individually hardened and 
tempered, insuring long life. { (5) Front pointer and 
side gauge combination, another exclusive feature of 


THE UNIQUE 
No. 18 DUPLEX 





Patented Oct. 20, 1925 
No. 1,558,289 


HE No. 18 Duplex Punch is constructed so that 

flat work and deep pans can be punched with 
equal facility. This is accomplished by a remov- 
able arbor or horn. When the arbor is set in lower 
opening (as shown above) it will punch any pan 
up to 20” in diameter and 6” deep. When the arbor 
is set in upper opening it will punch flat work. 
Four set screws on the side of frame assure perfect 
alignment of punch and die. Back gauge regulates 
depth of work. Stripper automatically throws work 
from punch. 


Will punch to center of a 20” circle. Capacity— 
%” hole in 14 gauge steel up to 1 1/16” in 20 gauge. 
Nineteen stock sizes of round punches and dies 
furnished from %” to 1 1/16”. Intermediate sizes 


and special shapes can be made to order. 


Carried in Stock by Leading Jobbers 


HYRO MANUFACTURING CO., INC. 


202 VARICK STREET 





Now *52 
Complete with 
3 Punches & 3 Dies 


une 6, 1922 
‘o. 1,418,474 





the No. O. X., enables you to punch holes exactly where 
you want them, many times eliminating center punching. 
{| (6) Punches and dies easily and quickly changed by 
throwing back handle (wrench and screw driver for this 
operation provided in the side gauge). 


%", 


Intermediate sizes 


Punches and dies are made in six stock sizes: 
5/32”, 3/16”, 7/32”, %4” and 17/64”. 


of round punches and dies can be made to order. 


THE FAMOUS 
No. XX 






Patented April 4, 1922 
Ne. 1,411,809 


A COMBINATION bench and hand punch, al- 
lowing the work to be carried to the punch or 
the punch to the work. A pull of the pin releases 
the punch from the stand. Unusual deep throat 
opening—3%4” deep by 2%” high—allowing the 
punching of channels, irregular shapes, forms and 
other shapes. 


Equipped with ‘back gauge to regulate depth of 
work and stripper which automatically strips the 
work from the punch as the handle is raised. 
Capacity in steel 4%” hole in 14 gauge, %” hole in 
16 gauge, or 17/32” hole in 18 gauge. Measures 9” 
overall—weighs 414 pounds. 


Fifteen stock sizes of round punches and dies fur- 
nished from %” to 17/32”. Intermediate sizes and 
special shapes can be made to order. 


NEW YORK, N. Y. ( 








Mention AMERICAN ARTISAN in your reply—Thank you! 
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Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN is the only publication containing Western 
Metal, Furnace Supply and Hardware prices corrected weekly 





METALS 





PIG TRON 
Chisene Fdy., 


Dine 004b0o4- ws 0 entee< $20 00 
Southern Pay. Me. 9 .cscee 22 61 
Lake Superior Charcoal 27 04 
DE gc badvsens oe aha 20 00 


FIRST QUALITY BRIGHT 


CHARCOAL TIN PLATES 
Ic pouss 112 sheets . oss 50 
Ix a aaa 50 
Ixx HH 56 sheets. is 60 
IxXxxX SOMES ceccccutcées 60 
Beeesee DOMED cccucscesoece 17 00 
TERNE PLATES 

Per Box 
IC 20x28, 40-lb. 112 sheets $26 70 
IX 20x28, 40-lb. 112 sheets 29 70 


IC 20x28, 25-lb. 
IX 20x28, 25-Ilb. 
IC 20x28, 2 . 
IV 20x28, 20-lb. 112 sheets 23 00 


“ARMCO” INGOT IRON PLATES 


No. 8 ga.—100 Ibs. 
3/16 in.—100 Ibs. 
% in.—100 IbS..........+4.. 


COKE PLATES 


Cokes, 80 lbs., base, 20x28 $12 00 
Cokes, 90 lIbs., base, 20x28 12 20 
Cokes, 100 lbs., base, 20x28 12 40 
Cokes, 107 Ibs., base, IC 

Par 12 75 
Cokes, 135 lbs., base, IX 

BOBO. dccgececeascecasss 14 75 
Cokes, 155 lbs., base, 2X, 

66 sheets .......66-05% 8 50 
Cokes, 175 Ibs., base 3X 

BE GROOte .ccccccccccess 9 35 
Cokes, a. lbs., base 4X, 

BQ aheets occ ccccsdesos 10 25 
BLUE ANNEALED SHEETS 
Base 10 ga..... per 100 Ibs. $3 35 
“Armco” 10 ga..per 100 Ibs. 4 15 


ONE PASS COLD ROLLED 
BLACK 


lbs. $3 60 
lbs. 75 
lbs. 80 


i 
4 
7) 

> > > Co 08 GO Go Oe 
© 
= 


Ibs. 





“ARMCO” GALVANIZED 


“Armco” 24....per 100 Ibs. $6 15 


GALVANIZED 


AO... & > 
J 
a 





BAR SOLDER 


Warranted 

BOO sccices per 100 Ibs. $32 00 
Commercial 

45-565 ....... per 100 Ibs. 29 00 

Plumbers -per 100 lbs. 26 00 

ZINC 
Be Gee nk on0ssonesscnsde< $ 7 26 
SHEET ZINC 
Cask Lots (600 Ibs.)...... $11 25 
Sheet Lots ......eeeeecues 12 25 
BRASS 
Sheets, Chicago Base ....... 20%e 
DAUR BOBO ccccccccecccesccces 19%c 
Tubing, brazed base.........28%c 
Wire, BOGD cccccccccacscesess 21\%ec 
RMOES, BESO 2 cccccccccscccces 18%¢e 
COPPER 

Sheets, Chicago base........ 25%Cc 
Mill base ..... .+++-24%C 
Tubing, seamless. base. 26%c 
Wire, No. 9, B&S&S Ga. 22%c 
Wire, No. 10, B & 8 Ga....22%e 


Wire, No. 11, B & S Ga....22%c 





LEAD 
Banesiowss DES é400006e6ciovee $7 50 
Me *024906snnenheeeeevenne 8 50 
TIN 
ae On ccapan per 100 lbs. $58 00 
eae Bee adsces per 100 Ibs. 569 00 


HARDWARE, SHEET 
METAL SUPPLIES, 
WARM AIR FURNACE 
FITTINGS AND ACCES.- 


SORIES. 

ASBESTOS 
Paper up to 1/16...... 6c per Ib. 
Roll board .......... 6%c per Ib. 


Mill board 3/32 to %. 
Corrugated Paper (250 
sq. ft. to roll)... 
BRUSHES 

Furnace Pipe Cleanin 


.6c per Ib. 
-$6 00 per roll 


= 
Bristle with handle each $0 75 


Flue Cleaning 
Steel only, each 
CEMENT, FURNACE 


American Seal, 
American Seal, 10-lb. cans, net 


1 


25 


5-lb. cans, net $ 45 


85 


American Seal, 25-lb. cans, net 2 25 


Pecora 


CHIMNEY TOPS 
Adams’ Revolving 





wa ee per 100 lbs. 7 50 


wt. Doz. Price Doz. 
4 21 Ib $11 00 
6 
7 
8 
9 
10 
12 
14 
Each 
CLIPS 
Damper 
No-Rivet Steel, with tail 
pieces, per gross........ 9 50 
Rivet Steel, with tail 
pieces, per gross........ 7 50 
Tail pieces, per gross..... 2 40 
COPPERS—Soldering 
Pointed _ 
3 lb. and heavier....per lb. 40c 
BE TD. cccccccccccceces per Ib. 45c 
2 TR. cccccccccccese «per lb. 48c 
BUH BR ccccesccéncsecee per Ib. 65c 
1 A eeecoecoceoucess per lb. 60c 
CORNICE BRAKES 
Chicago ee Bending 
Nos. 1 CO 6B... ccccccccccscces Net 
CUT-OFFS 
Gal., plain, round or cor. rd. 
DE DOMED 6c c ctaccvsdvrcvciees 0% 
OF GUED: £ ier béecdcseseouces 35% 
DAMPERS 
“Yankee” Hot Air 
7 inch, each 20c, doz...... $1 60 
8 inch, each 25c, doz...... 2 20 
9 inch, each 30c, doz...... 2 60 
10 inch, each 32c, doz...... 2 80 
Smoke Pipe 
ZT tmch, GOB. occcccccevececs $1 60 
8 inch, GOS....csescccccces 2 20 
DS GEM, BOB. cccccccsevcvcece 3 00 
10 fmch, GOB... cccccccccescces 3 75 
te aay ° ee ere 4 50 
ADAMS No. 1 CHECK 
Check and Collar Complete 
BS tMER, EBORi.cccccccccccecs 2 00 
DS Bis GOR sc oc cccccéccvece 2 25 
End Check Only 
8 inch, each.......seeeeees 1 60 
O BOM, GROOM. ccccccevsccces 1 85 
0 
S Ime, EMER. nccccococccces 50 
9 inch, each........0eseees 65 
No. 2 CHECK 
8 inch, each. ......-eeeeees 1 00 
OD MOMs CBORD. cccccccccccecs 1 00 
10% Disc. on Adams No. 1 
and No. 2 Check 
Diamond Smoke Pipe 
7 inch, doz 
8 inch, doz..... 
9 inch, doz 


10 inch, doz 





Adams’ Sheet Metal 


© es Sh bo 6ceeens 40eaees $1 60 
sas So wa adh wae a wake 2 20 
ee ee 2 60 
ee Ss Ward nn0cde <t0d eds 2 80 
Dt TS ¢dceseseendeews 3 50 
oS ea ie eee 5 00 


EAVES TROUGH 


Galv. Crimpedge, crated 75 & 10% 
SG, FR 0 00600 6asesnt 60% 
ELBOWS 

Conductor Pipe 
Galv. plain or corrugated, 
round flat Crimp, 
BP TD 6. wiveccseccanwed 69% 
BE GOUGO 2. cccccccccccceves 45% 
S46 GAUSS crcccsccccesevcces 15% 
Galv. Terne Steel 
Plain Rd. and Rd. Corr.: 
Peepers 60% 
26 Ga. Sataebeubeewatetces 45% 
Be Gs: whens We dhe cSi eds ted 15% 
Square Corrugated 
ees BS GR snk ere census 50% 
BP GRD xk voccidecwckhevots 35% 


Portico Elbows 


Standard Gauge Conductor Pipe, 
plain or corrugated. 


Not nested .....ccccecs 70 & 5% 

Seenges Dee. i dvas coeds 70 & 56% 
Sq. Corr., A. & B. & Octagon 

OP TO occ eVaredendstsacd 50% 

ae Gk. <a nase ewebeceaseaned 35% 
Portico 

OF SOY BUF. tens cuenent 45% 
Copper 

16 oz., all designs......... 50% 
Zinc— 

DP GR s«<ueckeebeeesds 60% 


ELBOWS—Stove Pipe 


1-piece Corrugated. Uniform Blue 


*“Milecor”’ No. 28 Gauge. Doz. 
a ee et ee, ee $1 15 
WORD <eassdiscs + ivacitaded 1 25 
SOMO ek dvancedscbeseesctass 1 75 

Special Corrugated 
Pe Fi cna teeacasents esau $1 00 
TWEMGD .A idevedansectctvhees 1 60 
Adjustable—Uniform Blue 
“Milcor’ No. 28 Gauge. Uniform 
Blue. 
i  Brerrere errr Trier ere eT $1 60 
G-BBGR  ccccécvesedeccccsense 1 76 
TORE vaccevcceses.dcoeunec< 2 10 
WOOD FACES—60% off list. 
FENCE 
726-6-12%% (100 rods)...$28 68 
1948-6-14%% (100 rods)... 43 62 
FILES AND RASPS 
Heller’s (American) ...... 50-10% 
BMErOGRM 2 écee dns chccetas 60-10% 
DEGREE cocccccccceeccosceses 50% 
Black Diamond ..........+.- 50% 
BED ccccccccteocbussodeahene 50% 
Great Western .........-+e+5- 50% 
Kearney & Foot.........++. 50% 
MoClellam .cccccccsceces «e+e 50% 
Nichol@on ....ceccccccccecess 50% 
BmmeMES .ccccccccscecccesecse 60% 


FIRE POTS 
Geo. W. Diener Mfg. Co. Ea. 
No. 02 Gasoline wesee, 1 
ar re ree séoes 6 18 
No. 9250, Kerosene, or 
Gasoline Torch, 1 qt... 6 560 
No. 10 Tinner’s Furn. 
Square tank, 1 gal..... 11 20 
No. 15 Tinner’s Furn. 
Round tank, 1 gal..... 10 70 
No. 21 Gas Soldering pure 
BRED ce vewccssccecous 8 60 
No. 110 Automatic Gas 
Soldering Furnace .... 10 60 
Quick Meal Stove Co. ; 
Vesuvius, F. O. B. St. Louis 30% 
(Extra Disct. for large 
quantities.) 
GALVANIZED WARE 
Pails gone. after mane. 
WOE. cocsccveres ° --$2 00 
Tubs (Gai. after made). 

Pe. BD o+keoetssnesenseas 76 
No. ‘ ees evecssessonsecas 6 50 
GLASS 

Single Strength, A, all 
Bemests «2 cccvesece odbecce 87% 
Single Strength, B, all 
brackets ...... on -88-5% 
Double Strength, A ‘all 
DEMOMOCD ccccccccccoccceces 87% 
Double Strength, B, all 
brackets .....6.seeeees . -88-5% 


HANGERS 


Conductor Pipe 
Milcor Perfection Wire..... 25% 


Mileor Triplex Wire.......10% 
Eaves Trough 
Milcor Steel (galv. after 
forming) List ....plus 12%% 


sper Selfiock B. T. Wire, 


DD ubteecccecovesees plus 50% 
HOOKS 
Conductor 
“Direct Drive’ Wrought 


Iron for wood or prick. -15% 


HUMIDIFIER 


“Front-Rank,” Automatic 


In single lots........... oe 
In lots of 10 or more.... 
In lots of 25 or more...50-10% 


Vapor pans, etc., each..... 60% 
LIFTERS 
Stove Cover 
Coppered ........ per gro. $6 00 
AIMGMR cccccccses per gro. 4 75 
MALLETS 
Tinners 
Hickory .-per doz. $2 25 
MITRES 
Galvanized steel mitres 
OE TOR. sonsceecevesdenesecens 70 
SS GR, 0 dwseteoessusaveaes 60-20 
NAILS 
Cut Steel, BASS .ccccccccces $4 00 
Wire 
GERM 040 ctecodccenciss $3 10 
Cement Coated ........- 3 10 


(Continued on Page 318) 
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HARRY SOHN 


ive from lint and (roel _ 


What a crude and laborious method of making fire! Yet, less than 


a century ago this was the general practice of the Indians in 
what is now the “West that Inland Serves.” 


Compare this with our modern stoves and furnaces, many of 


which are made of INLAND OPEN HEARTH STEEL 
SHEETS. 


The smooth surface and easy workability of these sheets give the 


finished product an appearance of beauty—their strength as- 
sures safety. 


Manufacturers who are producing durable commodities 
use INLAND COPPER ALLOY STEEL SHEETS—they last 
three to five times as long as ordinary steel or iron. 


Send for Our Descriptive Booklet and Read the Facts 


=) INLAND STEEL COMPANY {22 


INDIANA HARBOR 
MILWAUKEE 


MOANA 


ST. LOUIS oo South Dearbom Street CHICAGO HEIGHTS 


UNOS 
ST. PAUL 


MILWAUKEE 
Chicao — 
Q 


sweets ~ BARS ~ PLATES ~ SHAPES ~ RAILS ~ TRACK ACCESSORIES ~ RIVETS ~ BILLETS 


amemmitel 
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ADVERTISERS’ INDEX 


The dash (—) indicates that the advertisement runs 


on a regular schedule but does not appear in this issue. 


A 
pe 
Aeolus-Dickinson Co, ......... —_ 
Agricola Furnace Co..........212 
Akrat Ventilators, Inc......... 324 
American Brass Co. .........-- —_ 
American Foundry & Furnace 
GE acbetee des etececcsrs 182-183 
American Furnace Co.........218 
Armco Distributors Assn. of 
BMRBTEGR cccccccctscccccaces — 
American Wood Register Co...248 
BRE GH, sensi cadcedtecedvcacce _ 
Auer Register Co.............. 236 
Automatic Humidifier Co....... 247 
B 
Barnes Metal Products Co. 807-308 
Beckwith Co., The ........... -- 
ee. Bh GR. sg ehccacesiccccteehe 247 
Berger Bros. Co. ....+... oo- + 826 
Be a es Ee oo cnwnnesasvad 248 
Dass Oe. Ba Briccse caceceaes — 
Bertech & Co. ..ccsccccccccces 324 
Brillion Furnace Co.......... 205 
Burgess Soldering Furnace Co, — 
Dupba Coie We Gee vestatesises oo 
Cc 
Calkins & Pearce Co.......... 245 
Canton Furnace & Mfg. Co....239 
Chahdler Pump Co............ -- 
Cleveland Castings Pattern Co.250 
Colburn Heater Co............ 215 
Chicago Metal Mfg. Co........ 321 
Connors Paint Co., Wm....... 247 
Copper & Brass Research As- 
BOUERIEEE ccccccccccesose 252-253 
Dieckmann Co., Ferdinand.... —4 
Diener Mfg. Co., Geo. W...... — 
Dowagiac Steel Furnace Co....174 
Dreis & Krump Mfg. Co...... 321 
E 
MReTmaMR.- We. 6 cccsccccccces — 
 -te Maeacccedwecnhe 203 
PamRer MOG. Go. occweccccceccss _— 
Farris Furnace Co............ 223 
Floral City Heater Co........ 202 
Fox Furnace Co........... 184-185 
Forest City-Walworth Run 
PAY. CO. ceccvccccccccccccee BOR 
Friedley-Voshardt Co. ........ _ 
Grand Rapids Wire Products 
Gh whe dileedn shntavcc catecebe -— 
Graff Furnace Co. ...... sees e e800 
Gerock Bros. Mfg. Co......... -- 
Hall-Neal Furnace Co........ 221 
Harrington & King Perf. Co..321 
Hart & Cooley Co......... 228-229 


Henry Furnace & Foundry Co. 204 
Hess-Snyder Company, The... .245 
meeamear Ga, TE. Be ost dey odds _ 


Homer Furnace Co........ 192-193 
Horan Stay Hanger Co........ — 
PT ‘eccnadseca we ade as 250 
Sd cn cc et cettwdas 315 
Independent Register & Mfg. 
GA: 5006 o vase eebuwas ces - 
Independent Register & Mfg. 
Gh, chido cnwtsn nn hn beudks Oh co's 230 
Ratees Bie GOinsed< cc wscecce 317 
Internationa! Heater Co....... 209 


Interstate sa) ed Co.......338 


TESPMOMGR GO. cede cccsesccceds 324 
Kirk-Latty Co. 


Lamneck & Co., W. E..... 224-225 
Lamson & Sessions Co., The... — 


Langenberg Mfg. Co....... 196-197 
La Salle Machine Works...... 321, 
Lennox Furnace Co........... 217 
RAOOEE DWENs GBicc cs dededcucs 246 
Linde Air Products Co........ — 


Lupton’s Sons Co., David...... 313 


M 
Marsh Lumber Co. ......++++-+ 249 
Marshall Furnace Co.........-- — 
Magirl Foundry & Furnace Co.220 
May-Feibeger Co. .........+-+- 216 
Marshalltown Mfg. Co......... 250 


McClure Builders Supply Co...248 
Melllvaine Burner Corp... .218-219 


Meyer & Bros. Co., F..... 226-227 
Meyer Furnace Co., The. .180-181 
Midland Furnace Co...... 207-208 
Milwaukee Corr. Co..Back Cover 
Moncrieff Furnace Co.......... — 


Mt. Vernon Furn. & Mfg. Co... — 
Mueller Furnacé Co., L. J.176-177 


National Regulator Co........ 243 
National Warm Air Heating 

PEO kc oc cc cn cwncesas 222 
New Jersey Zinc Sales Co 

TE 6.06 dcawbaee esse pagasdee — 
Oakland Foundry Co.......... 206 
Osborn Co., The J. M. & L. A.261 
Oxweld Acetylene Co......... => 

P 

Parker, Kalon Corp. ...... 254-255 
Peck, Stow & Wilcox.......... _ 
i Cw s etesenee<d csouns 323 
Peerless Fdy. Co. .......+s+++- 249 
Premier Warm Air Heater Co. 

oo.08ee bes Se Cabenadcocees 186-187 
Prest-O-Lite Co., Imc. ....... _ 
Quick Meal Stove Co.......... - 
Quincy Pattern Co............. 250 
Richardson & Boynton Co..... 211 
Robinson Co., A. H....... 241-242 
Robinson Furnace Co.......... 244 
Rock Island Register Co...... 233 
Rudy Furnace Co.........:+:; _— 
Rybolt Heater Co............. — 
Ryerson & Sons, Inc., Jos. T..257 

S 

GE Fs Oiikicin wwe ck scene 247 
Security Stove & Mfg. Co...... 240 
Gee Gn ie Be oc vewsicdvess 246 
Sheet Steel Trade Ex. Comm... — 
GR BI. Gnd obiccs tacccuce 210 


Standard Furn. & Supply Co. .244 
Standard Foundry & Furn. Co. 


osehaebesentdnecees copies 198-199 
Standard Ventilator Co........ 321 
Stearns Register Co., The...... 232 
St. Louis Heating Co.......... 214 
St. Louis Tech. Inst........... 319 
Stover Mfg. & Engine Co...... _ 
ee eee ee a 


Success Heater Mfg. Co... .178-179 


ene Gis, Bs Oh Gikc cccsncacds 321 
Technical Products Co........ 324 
Sa. Deets . OS. ckacscvicese 176 
Tuttle & Bailey Mfg. Co....... 234 


Tuttle Register Dust Catcher 
Gs on pM ene cet ic cntwatodeee -— 
XXth Century Htg. & Vent. Co. 


Wigea Suhlsendeek esos oo wus 188-189 
U 
PT Te eee — 
United States Register Co..... 235 
Vedder Pattern Works........ 250 
Viking Shear Co.............. _ 


Warm Air Furnace Fan Co....240 
Waterloo Register Co.......... 231 
Waterman-Waterbury Co. ....258 
Western Steel Products Co.194-195 


Wheeling Corr. Co..........+..+. -- 
Whitney Mfg. Co.. W. A....... — 
Wilkowski Mfg. Co. .......... 234 
Williamson Heater Co......... 238 
Wise Furnaee Co. ......... 190-191 
Wonder Gas Appliance Co..... == 


ARTISAN 


Markets--Continued from Page 316 


PASTE 
Asbestos Dry Paste: 
200-Ib. barrel ..........- $14 00 
100-lb. barrel .......+4+- 75 
CO-ED. POM .nccccccccccs 4 25 
10-1D. DAS .nccccccccces 1 00 
San: Ge» déeaaweeuecse 55 
2%-lb. cartons ........ 25 
POKERS, FURNACE 
Mae civcccccccveseseccotes $0 75 
POKERS, STOVE 
Nickel Plated, coil handles, 
DOP GOB. cccccccccccsscece 1 10 
W'r’t Steel, str’t or bent, 
BOP GOB. caccccvesceceses $0 75 
PIPE 
Conductor 
Cor. Rd., Plain Rd., or Sq. 
Galvanized 
Crated and nested (all 
BAUSTES) .nnceccscecee 75-74% 
Crated and not nested 
(all gauges) .......++- 75-24% 
Furnace Pipe 
Double Wall Pipe and 
PUCtimn@e ...cccccccccccess 60% 
Single Wall Pipe, Round 
Galvanized Pipe ........ 60% 
Galvanized and Tin Fit- 
GD cccassceseseececosod 6 
Lead 
Per 200 Ube. ..cdcceccscds $12 60 
Stove Pipe 


“Milcor” “Titelock” Uniform Blue 
Stove 


28 gauge, 5 inch U. C. 

MOMOSE ccccccccececsscs 11 00 
28 gauge, 6 inch U. C. 

BEROOE -odccdecevcocccas 12 00 
28 gauge, 7 inch U. C. 

GSO ck cvescccssscces 14 00 
30 gauge, 5 inch U. C 

WEEN. cecccccenseaccse 10 265 
30 gauge, 6 inch U. C 

nes en ee 11 00 
30 gauge, 7 inch 

MOSSES cecccccccccccces 13 00 


T-Joint Made up 
6-inch, 28 ga....per doz. $ 3 40 


Zz 
No. 11, all styles ..........- 60% 
PULLEYS 
Furnace Tackle....per doz. $0 85 
botiscedeceeeéene r gro. 8 50 
Furnace Screw (enameled) 
wheveessépovetetene per doz. 75 
PUTTY 
Commercial Putty, 100-Ib. $3 5 
quia Tiiahnts~s ape 
Malleable Iron Damper...... 10% 


REDUCERS—Oval Stove Pipe 


Per Doz. 
7—6, 28-gauge, 1 doz. in 
GRFOOR ccccovccccccccccess $2 00 


REGISTERS AND BORDERS 
Baseboard, Floor and Wall 


Cast FrTOM cccccsccsscccccess 

Steel and Semi-Steel ...... 33% 
Baseboard, 1 piece ..... 33%-20 
Baseboard, 2 piece .......-- 33% 


Tre eee eee eee eee eee 


Register Faces—Cast and Steel 
Japanned, Bronzed and 


Plated, 4x6 to 14x14...... 33%% 
Large Register Faces—Cast, 

14x14 to 38x42 ...........- 50% 
Large Register Faces—Steel, 

14x14 to 38x42. .........+- 60% 
Ventilating Register 

POF BVOES ..ccccececoccscces 9 00 

Small, per pair .......... 30 

Large, per pair ........+5 50 


December 29, 1928 


RIDGE ROLL 
Galv., Plain Ridge Roll, 


Sa eee 75-15-5% 
Galv., Plain Ridge Roll 
crated .......seeee eeccece 75-15% 
SCREWS 
Sheet Metal 
7, %x%, per gross ...... $0 52 


No. 10, %x3/16, per gross 68 
No. 14, %x%, per gross.. 83 


SHEARS, TINNERS’ 
& MACHINISTS’ 


VIKING 2c cr cccesecccccecses $22 00 
Lennox Throatless 
Be. GD dikes covccedédasdeocede 35% 
Shear blades ......-seee0+% 10% 


(f. o. b. Marshalltown, Iowa) 


SHIELDS, ADJUSTABLE 
RADIATOR 


No. 1 “Gem” 11” to 17”....30% 
No. 2 “Gem” 14” to 24”....30% 
No. 8 “Gem” 35” to 65”....30% 


SHOES 


Galv. 28 Gauge, Plain or cor- 
rugated round flat crimp. .60% 

26 gauge round flat crimp. .45% 

24 gauge round flat crimp. .15% 


SNIPS, TINNERS 


Clover Leaf .....cccees 40 & 10% 
BORRIEED io. ccctcccosces 40 & 10% 
DP wacd cucccepincétesagebaus 50% 
BOMSSE occ ccccpecevsesceeccos Net 
SQUARES 
Steel and Irom .......+-+e0+5 Net 
(Add for bluing $3 per doz. net) 
BEMEPO ccccccccccdiccccccesccces Net 
Te sccecstasssccodetotesutes Net 
Try and Bevel ..........++. Net 
Try and Mitre .....-sssee0. Net 
DOGO coe cbedecsece per doz. $6 00 
Winterbottom’s ......-.ssee65 10% 


STOPPERS, FLUE 


Common ......+.«.. per doz. $1 10 
Goma, Ne. 1 ..ccccer per doz. 1 10 
Gem, flat, No. 3...:per doz. 1 00 


VENTILATORS 


BtanGard 2.cccccccccces 30 to 40% 


WIRE 


Black annealed wire, No. 9, 

DEP 200 BE coccccevesese $3 30 
Galvanized barb wire, per 

100 Ibs. ........ nadadoesry a 90 
Cattle Wire—galvanized catch 

weight spool, per 100 Ibs.. 3 80 
Galvanized Plain Wire, No. 

0, -per 100 Ibe, 2. cei. eee. 8 26 
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The STANDARD CODE 
Computing Rule 


pipe AREAS RE a) 
£8 Qu. 
po ‘2 
= ROOF @ £0 


° 
are ae y 


“< 
A 
- 
Zz 
o 
z 
¢° 
~ 
% 


Adapted 


from Article Three 5th Edition 
of the 


STANDARD CODE 


MARCH lI, 1928 
Simple to Operate 


. Computing Rule is not a novelty, but, a well designed 

; mathematical device, for figuring leader pipe and register 
areas for warm air heating systems. It has proven its accuracy in 
estimating and has passed the experimental stage. It is operated 
similar to an Engineer's slide rule. 

The complete instructions are easily understood. You can 
learn to operate the Rule in less than one hour. 

Results can be had without a single Division, Multiplication or 
Addition problem, as required in Article Three of the Standard 
Code. Not a chance for a mathematical error. 

“Remember, you do not have to refer to a lot of loose parts 
or awkward tables. 

Simplifies accurate estimating. 


Handy Pocket Size 


ULES are 5! inches in diameter—!% inch thick. Has an 
upper and lower revolving disc with a hairline indicating 


“Tt is made of extra heavy and specially prepared celluloid, 
which reduces shrinkage and warping to a minimum. It is wash- 
able and unbreakable. 

Can be carried comfortably in your pocket. 


Here Is What The Computing Rule Will Determine: 


The warm air pipe and The areas from the Con- 
roaer areas for all, Roof 
and Third floor 
ay 
OR necessary for are represented in - An 
Too 


“inside temperature form. 
when the outside tempera- The areas for rooms hav- 
tures are ZERO, 10, 30 ing One, One and One-half 
and 380 degrees ABOVE and Two air changes per 
or BELOW zero. hour. 


The Unusual Exposure 
en as the Le tad for 

and West and 156% 
for Northeast, North and 
Northwest rooms. 


“Absolute Correct Results” 
Price, $3.00—Postpaid 


AMERICAN ARTISAN 


620 South Michigan Avenue 
CHICAGO, ILLINOIS 











SHOP OWNERS 
ATTENTION! 
A Special Help Out Service 


HIS Service is for Shops who are ex- 

panding and who meet with many prob- 
lems out of the ordinary where expert Tech- 
nical help is desired. Shop Owners find it 
necessary to follow “leads” given by Cus- 
tomers, and the ability to supply requirements 
has built up many a Shop to the first ranks 
and made its owner a fortune. In the past 18 
years some 3,500 Shops have utilized our 
Technical Service and many have made us a 
part of their Shop Organization. In fact 
many Shops have said our service costs them 
less than to have their own men experiment, 
and they know our methods are reliable and 
can speak with the utmost confidence. Lately 
one Shop reported developing $3,000 worth 
of new business from such a “lead,” to which 
we supplied the “key” to the situation. 


YOU, TOO, can make us an auxiliary to 
your regular staff. Air Mail will quickly 
bring us your problems and we will return 
them post haste. So that at most only a few 
days pass and you can hand your Customer 
a real Drawing and Specification—that 
smacks identically the way an Architect 
would do it, and cost you much less. We can 
serve you expertly as follows: 

1. Interpretation of Plans. 7.Steam or Hot Water 
2. Listing of Work from Heating. 

Plans. & Plumbing or Sanitary 

. Detailing and Laying Out Work. 

Work. 9. Cornice or Skylight Work. 

. Instruction and Procedure. 10. Indirect Heating Ventilat- 

. Preparing Plans and Speci- ing. 

fications. 11. Exhaust or Blower Work. 

. Any Sort of Warm Air 12. Any Other Work Needing 

Heating Work. Help. 

Clip out this ad, file it away for future use, 
and write us today and we will gladly explain 
more about the special service to you. Tell 
us along the lines you may require help, and 
we can give more detailed information. It 
costs you nothing to find out, and any service 
you may have us perform later will. cost you 
less than if you had to do it yourself or pay 
inexperienced help. That makes it interest- 
ing for you and for us. 


Remember, don’t forget to send us your 
Problems the next time you meet with 
something out of your daily run. No- 
where can you get more efficient and ex- 
pert services at so reasonable a cost. 


Awaiting your reply, 


O. W. KOTHE, M. E. 


Member of American Society of Mechanical Engineers 
Director of St. Louis Technical Inst. 


4543 Clayton Ave. St. Louis, Mo., U.S. A. 
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BUYERS’ DIRECTORY 














Asbestos Liquid. 
B. & F. Mfg. Co., Des Moines, Ia. 
Acetylene (Gas) Dissolved. 
Prest-O-Lite Co., Inc., 
New York, N. Y. 


Associations. 
National Warm Air Heating Assn., 
Columbus, Ohio. 


Bolts—Stove. 
The Kirk-Latty Co., 
Cleveland, Ohio 
Lamson & Sessions Co., 
Cleveland, Ohio 
Ryerson & Son, Inc., Jos os 
Chicago, Ill 


Brakes—Bending. 
Dreis & Krump Mfg. Co., 
Chicago, II. 
Ryerson & Son, Inc., Jos. T., 
Chicago, Ill. 


Brakes—Cornice. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Brass and Copper. 
American Brass Co., 
Waterbury, Conn. 
Copper & Brass Research As- 
sociation, New York 


Cans—Garbage. 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 


Castings— Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 


Ceilings— Metal. 
Burton Co., The W. J., 
Detroit, Mich. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Milwaukee Corrugating Co., 
Mil. Ch’go, La Crosse, Kan. City 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Chaplets. 
Fanner Mfg. Co., Cleveland, Ohio 
Chimney Tops. 
Standard Ventilator Co., 
Lewisburg, Pa. 


Clinker Tongs. 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
Stover Mfg. & Engine Co., 
Watertown, Wis. 
Wikowski Mfg. Co., 
Freeport, Ill. 
Copper. 
American Brass Co., 
Waterbury, Conn. 
Copper & Brass Research As- 
sociation, New York 
Cornices. 
Friedley-Voshardt Co., 
Chicago, Il. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


‘ Cutting Blowpipes. 
Oxweld Acetylene Co., 
New York, N. Y. 


Cut-offs—Rain Water. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Damperse—Quadrants— Accessories. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
Parker-Kalon Corp., 
New York, N. Y. 
Stover Mfg. & Engine Co., 
Freeport, Ill. 


Damper Kegulators. 
National Regulator Co., 
Chicago, Ill 
H. M. Sheer Co., Quincy, Ill 
Dies—Punch & Press. 
La Salle Machine Works, 
Chicago, Il. 


Diffuser—Air Duct. 
Aeolus-Dickinson Co., Chicago, III. 

J. Mueller Furnace Co., 
Milwaukee, Wis. 


Doors—Metal. 
Lupton’s Sons Co., David, 
Philadelphia, Pa 


Drive Screws—Hardened Metallic. 
Parker-Kalon Corp., 
200 Varick St., New York 


Eaves Trough. 
Barnes Metal Products Co., 
Chicago, Ill. 
Berger Bros. Co., 
Philadelphia, Pa 
Berger Co., L. m4 
Philadelphia, Pa. 
Burton Co., The W. J. 
Detroit, Mich. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Elbows and Shoes—Conductor. 

Barnes Metal Products Co., 
Chicago, Ill. 

Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 

Lupton’s Sons Co., David, 
Philadelphia, Pa. 

Milwaukee Corrugating Co., 
Mil., Ch'go, La Crosse, Kan. City 


Wood Faces—Warm Air. 
Auer Register Co., Cleveland, Ohio 
American Wood Register Co., 

Plymouth, Ind. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Fences. 
American Steel & Wire Co., 
Chicago, Ill. 


Fittings—Conductor. 
Barnes Metal Products Co., 
Chicago, Ill. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Flanges. 
Chicago Metal Mfg. Co., 
Chicago, Ill 
Fittings—Steel Pipe. 
Chicago Metal Mfg. Co., 
Chicago, Ill 


Flue Thimbles. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Furnace Cement—Asbestos. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Milwaukee Corrugatnig Co., 
Mil., Ch’go, La Crosse, Kan. City 
Furnace Cement—Liquid. 
Technical Products Co., 
Pittsburgh, Pa. 


Furnace Cleaners—Suction. 
Brillion Furnace Co., Brillion, Wis. 


Furnace Coloring (Enamel). 
B & F Mfg. Co., Des Moines, Iowa 


Furnace Fans. 
A-C Mfe. Co., Pontiac, Ill 
Canton Furnace & Mfg. Co., 
Canton, Ohio 
Robinson Co., 
Massillon, Ohio 
Warm Air Furnace Fan Co., 
The, Cleveland, Ohio 
Williamson Heater Co., 
Cincinnati, Ohio 
Furnace Fuse. 
National Regulator Co., 
Chicago, Ill. 
Furnace Regulators. 
National Regulator Co., 
Chicago, Il. 
H. M. Sheer Co., Quincy, Ill. 
Furnace Rings. 
Forest City-Walwo’th Run 
Foundries Co., Cleveland, Ohio 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Furnaces—Gas. 
Calkins & Pearce, Columbus, Ohio 
Mueller Furnace Co., L. “_ 
Milwaukee, Wis 
Furnaces—Warm Air 
Agricola Furnace Co., 
Gadsden, Ala 
American Furnace Co., 
St. Louis, Mo. 
Beckwith Co., The, 
Dowagiac, Mich. 
Brillion Furnace Co., Brillion, Wis. 
Canton Furnace & Mfg. Co., 
Canton, Ohio 
Colburn Heater Co., Chicago, Il. 
Dowagiac Steel Furnace Co., 
Dowagiac, Mich. 
Emrich Co.. C.. Columbus, Ohio 
Farris Furnace Co., 
Springfield, Ill. 
Floral City Heater Co., 
Monroe, Mich. 
Forest City-Walworth Run Fdy., 
Cleveland, Ohio 
Fox Furnace Co., Elyria, Ohio 
Hall-Neal Furnace Co., 
Indianapolis, Ind. 


A. H. 


Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Hess-Snyder Co., Massillon, Ohio 
Homer Furnace Co., 
Coldwater, Mich. 
International Heater Co., 
Utica, New York 
Lennox Furnace Co., 
Marshalltown, Ia.; Syracuse, N. Y. 
Liberty Foundry Co., 
St. Louis, Mo. 
Magirl Foundry & Furnace Co., 
oe = Bloomington, Ill. 
May-Fiebeger Furnace Co., 
Newark, Ohio 
Marshall Furnace Co., 
Marshall, Mich. 
Meyer Furnace Co., The, Peoria, IIL 
Midland Furnace Co., 
Columbus, Ohio 
Mt. Vernon Furnace & Mfg. Co., 
Mt. Vernon, IIl. 
Mueller Furnace Co., L. J., 
Milwaukee, Wis. 
Oakland Foundry Co., 
Belleville, I11. 
Peerless Foundry Co., 
Indianapolis, Ind. 
Premier Warm Air Heater Co., 
Dowagiac, Mich. 
Richardson & Boynton Co., 
New York, N. Y. 
Robinson Co., A. H., 
Massillon, Ohio 
Robinson Furnace Co., 
Chicago, IIl. 
Rudy Furnace Co., 
Dowagiac, Mich. 
Rybolt Heater Co., Ashland, Ohio 
Security Stove & Mfg. Co., 
Kansas City, Mo. 
Schill Bros. Co., 
Crestline, Ohio 
St. Louis Heating Co., 
St. Louis, Mo. 
Standard Furnace & Supply Co., 
Omaha, Neb. 
Standard Foundry & Furnace Co., 
De Kalb, Il. 
Success Heater Mfg. Co., 
Des Moines, Ia. 
Thatcher Co., Chicago, Ill. 
XXth Century Heating & Venti- 
lating Co. Akron, Ohio 
Waterman-Waterbury Co. 
Minneapolis, Minn. 
Western Steel Products Co., 
Duluth, Minn. 
Williamson Heater Co., 
Cincinnati, Ohio 
Wise Furnace Co., - Akron, Ohio 


Gas (Acetylene) Dissolved. 
Prest-O-Lite Co., Inc., 
New York, N. Y. 


Gas (Nitrogen). 
Linde Air Products Co., 
New York, N. Y. 


Gas (Oxygen). 
Linde Air Products Co., 
New York, N. Y 


Glass—Wire. 
Lupton's Sons Co., David, 
Philadelphia, Pa. 


Grilles. 
Auer Register Co., Cleveland, Ohio 
Harrington & King Perforating 
Co., Chicago, Il. 
Hart & Cooley Co., 
New Britain, Conn. 
Independent Reg. Co., 
Cleveland, Ohio 
Tuttle & Bailey Mfg. Co., 
Chicago, Ill. 


Grilles—Stove Front. 
Tuttle & Bailey Mfg. Co., 
Chicago, Il. 


Guards—Machine and Belt. 
Harrington & King Perforating 
Co., Chicago, Ill 


Handles—Boiler. 
Berger Bros. Co., Philadelphia, Pa. 


Handles—Soldering Iron. 
Hyre Mfg. Co., New York, N. Y. 


Har-zers—Eaves Trough. 
Berger Co., L. D., Philadelphia, Pa. 
Horan Stay Hanger Co., 

Louisville, Ky. 

Lupton’s Sons Co., David, 
Philadelvhia, Pa 

Milwaukee Corrugating Co., 
Mil, Ch'go, La Crosse, Kan, City 


Heat Regulation Systems. 
National Regulator Co., 

Chicago, Il. 

Heaters—Cabinet. 
Fox Furnace Co., “lyria, Ohio 

Mueller Furnace Co., L. J., 
Milwaukee, Wis. 

Waterman-Waterbury Co., 
Minneapolis, Minn 


Heaters—School Room. 
Floral City Heater Co., 
Monroe, Mich. 
Meyer Furnace Co., The, 
Peoria, Ill. 


L. J. Mueller Furnace Co., 
Milwaukee, W:s. 
Standard Furnace & Supply Co., 
Omaha, Neb. 
Waterman-Waterbury Co., 
Minneapolis, Minn. 


Hooks—Conductor. 
Berger Co., L. D., 
Philadelphia, Pa. 


Humidifiers. 
Automatic Humidifier Co., 
Cedar Falls, Iowa 
Chandler Pump Co., ; 
Cedar Rapids, lowa 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
Salada Mfg. Co., 
Minneapolis, Minn. 


Lath—Expanding Metal. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Machines—Crimping 
Bertsch & Co., 
Cambridge City, Ind. 


Machinery—Culvert. 
Bertsch & Co., 
Cambridge City, Ind. 


Machines—Tinsmith’s. 
Bertsch & Co., 
Cambridge City, Ind. 
Burton Co., The W. J., 
Detroit, Mich. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 
Interstate Machinery Co., 
Chicago, Ill. 
La Salle Machine Works, 
icago, Ill. 
Marshalltown Mfg. Co., 
Marshalltown, Iowa 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson & Son., Inc., Jos. T., 
Chicago, Ill. 
Y. 


Unishear Co., New York, N 


Mandrels. 
Hyro Mfg. Co., New York, N. Y. 
Metals—Perforated. 


Harrington & King Perforating 
Co., Chicago, Il. 


Miters. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Miters—Eaves Trough. 
Barnes Metal Products Co., 
Chicago, Ill. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’'go, La Crosse, Kan. City 


Nails—Hardened Masonry. 
Parker-Kalon Corp., 
New York, N. Y. 


Nails—Wire, 
American Steel & Wire Co., 
Chicago, Ill. 


Nitrogen (Gas). 
Linde Air Products Co., 
New York, N. Y. 


Oil Burners. 
McIlvaine Burner Corp., 
Evanston, Iii. 


Ornaments—Sheet Metal. 
Friedley-Vosrardt Co., 
Chicago, Ill. 
Gerock Bros. Mire. Co., 
St. Louis, Mo. 
Milwaukee Corru,rating Co., 
Mil., Ch’'go, La ‘Crosse, Kan. City 


Oxygen (Gas). 
Linde Air Products Co., 
lwew York, N. Y. 


Paint. 
Conners Paint Mfz. Co., Wm.. 
Troy, N. 


Patterns—Furnace and Stove. 
Cleveland Castings Pattern Co., 
Cleveland, Ohio 
Quincy Pattern Co., Quincy, IL 
Vedder Pattern Works, 
Troy, N. Y. 


(Continued on page 322) 
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PERFORATED METALS 


ee ||. 


All Sizes and Shapes of Holes 
In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Screenin y ey and Drainin 
EVERYTHING IN PERFORATED META 


Ine HARRINGTON & _ Seach © 


49 rFeLMO RE : 
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CHICAGO STEEL SLITTING SHEAR 


LIGHT—POWERFUL 
DURABLE 


Capacity 10 gauge sheets 
Any Length or Width 
Flat Bars 3/16x2” 
Weight 22 pounds 


Price $12.50 Net 
F. O. B. Chicago 
pressed 1 and ipped with 
es ct er cede ae 


cible steel. Most indispensable high grade shears made. Equal to 
other shears selling at over twice the price. ORDER YOuRS TODAY. 


DREIS & KRUMP MFG. CO., 7404 Loomis St., Chicago 














Sheet Metal 
. Products 
of all kinds— 


(MADE ELBOWS ALL 
=~ Ps 


sips! 


HEAVY LOCK SEAM S STEEL PIPE 


FLANGES AND FITTINGS FOR 
EVERY TYPE OF STEEL PIPE 


GALVANIZED AND TIN FURNACE 
PIPE AND ELBOWS 


—a AND BLACK SHEETS 


AMERICAN 


ARTISAN 


i Tie Roof 


means a roof made of 


\Jarget and Arrow, 
©)RoorING TINO) | 
- your prospective customer knows as | 
much about tin roofing as you do he 
will specify Taylor’s, but if he doesn’t he 
will leave it up to you or price. 


That's the time for you to tell him that 
TARGET and ARROW is the high- 
est quality, longest lived roofing tin in 
the world. 

Made by an old Welsh hand-dipped 
process—soaked for 35 minutes in suc- 
cessive pots of palm oil and molten 
metal. 


SOLD BY DISTRIBUTORS IN 
ALL PARTS OF THE COUNTRY 


N. & G. TAYLOR COMPANY 
Broad and Arch Streets Philadelphia 


Headquarters of Good Roofing Tin Since 1810 





CORRUGATED SHEETS 

Write for our sheet metal book- 
let. Send us your inquiry and 
receive our prices on your re- 
quirements. We have the neces- 
sary equipment to serve you 
promptly and efficiently. 


Sheet Metal 

Construction 
of every ») 
description— 


NESTED STOVE PIPE AND FITTINGS 
ROOFING AND SIDING 


EAVES TROUGH AND CONDUCTOR 
PIPE AND FITTINGS MADE IN GAL- 
VANIZED STEEL,COPPER AND ZINC 


SHEET METAL FORMING, STAMP- 
ING AND WELDING. 2 





Telephones: 
Lafayette 5754-5754 





CHICAGO METAL MFG. 





CO 3718 So. Rockwell Street 
. Chicago, Illirow 











Forming 
Dies 


WE specialize 

in designing 
and making 
dies for forming 
sheet metal in 
any shape. 


We are experts 
and use only 


the finest grade 
of steel. 


Write for Cata- 
60 log D10-47 
which shows 
numerous 


LI shapes. 
LA SALLE MACHINE WORKS 


3019 SO. LA SALLE ST., CHICAGO 














The NEW IMPROVED “ CT A NDARD” 


Rotable Ventilator 
Now made of Armco Iron 
This favorite cone-shaped ventilator 
is now improved in several impor- 

tant points. 
The weight of the ventilator body is 
now carried on & concave thrust 
bearing nested in the apex of the 
conical body. This bearing turns 
upon the pivot point of the station- 
ary center spindle. 
The bronze Guide Bushings are now 
made of non-corrosive bronze which 
minimizes friction and any tendency 
to screech when body is potating. 
rite 


Patents pending sage are other new features 
y for new catalog and price list. 


STANDARD VENTILATOR "CO., Lewisburg, Pa. 








Say you saw it in AMERICAN ARTISAN—Thank you! 
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BUYERS’ DIRECTORY 

















(Continued from page 320) 


Pipe and Fittings—Furnace. 
sienty, Furnace & Fdy. Co., 
Cleveland, Ohio 
Lamneck Co., W. E., 
Columbus, Ohio 
Meyer & Bro. Co., F., Peoria, Ill 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Mueller Furnace Co., L. J., 
Milwaukee, Wis. 
Peerless Foundry Co 
Indianapolis, Ind. 
Osborn Co., The J. M. A., 
Cleveland, Ohio 
Standard Furnace & Supply Co., 
Omaha, Neb. 


Pipe and Fittings—Stove. 
Meyer & Bro. Co., F., Peoria, Il. 
Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 


Pipe—Conductor. 
Barnes Metal Products Co., 
Chicago, Il. 
Berger Bros. Co., 
Philadelphia, Pa, 
Chicago Metal Mfg. Co., 
Chicago, Il. 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Friedley-Vosbardt Co., 
Chicago, Ill. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil, Ch’go, La Crosse, Kan. City 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Presses. 
la Salle Machine Works, 
Chicago, Il. 


Punches. 
Bertsch & Co., 
Cambridge City, Ind. 
Interstate Machinery Co., 
Chicago, IIL. 
La Salle Machine Works, 
Chicago, Il. 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson & Son, Inc., Jos. 
Chicago. Ill. 


Pu eedines, —~ om Bench and 


Hyro Mfg. Co., New York, N. Y. 

Ryerson & Son, Inc., Jos. T., 
Chicago, Ill. 

Whitney Mfg. Co., W. A., 
Rockford, IIl. 


Punches—Hand. 
Hyro Mfg. Co., New York, N. Y. 


Ryerson & Son, Inc., Jos. T., 
Chicago, Ill. 
Putty—Stove. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 


Radiator Cabinets. 
The Hart & Cooley Mfg. Co., 
New Britain, Conn. 
Tuttle & Bailey Mfg. Co., 
Chicago, Ill. 


Radiators—Shields. 
Beh & Co., Inc... New York, N. Y. 


Ranges—Combination Gas & Coal. 
Quick Meal Stove Co., 
St. Louis, Mo. 
Thatcher Co., Newark, N. J. 
ges—(Cias. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Register Shields. 
Beh & Co., Inc., New York, N. Y. 
Hall-Neal Furnace Co 
Indianapolis, Ind. 


Registers—Warm Air. 
Auer Register Co., Cleveland, Ohio 
Forest City-Walworth Run 
Foundries Co., Cleveland, Ohio 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace &°Fdy. Co., 
Cleveland, Ohio 
Independent Register & Mfg. Co., 
Cleveland, Ohio 
Lamneck & Co., W. E., 
Columbus, Ohio 
Meyer & Bro. Co., F., Peoria, IIl. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Mueller Furnace Co., L. J., 
Milwaukee, Wis. 
Rock Island Register Co., 
Rock Isiand, Ill. 
Stearns Register Co., 
Detroit, Mich. 





Standard Furrace & Supply Co., 
Omaha, Neb. 
Tuttle & Bailey M’g. Co., 
Chicago, Ill. 
United States Register Co., 
Battle Creek, Mich. 


- Waterloo Register Co., 


Waterloo, Iowa 


sters—W ood. 
ood Register Co. 
Plymouth, Ind. 
Auer Register Co., Cleveland, Ohio 
Marsh Lumber Co., Dover, Ohio 
McClure Builders Supply Co., 
East Palestine, Ohio 
rote Corrugating Co., 
Ch’'go, La Crosse, Kan. City 
Muelies Furnace Co., L. J., 
Milwaukee, Wis. 


American 


Repairs—-Stove and Furnace. 
Hessler Co., H. E., 
Syracuse, N. Y. 


Regulators—Heat. 
National Regulator Co., 


Chicago, Ill. 
H. M. Shear Co., Quincy, Ill. 


Ridging. 
Armco Distributors Ass’n of 
America, Middletown, Ohio 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Rivets—Stove. 
The Kirk-Latty Co., 
Cleveland, Ohio 
Lamson & Sessions Co., 
Cleveland, Ohio 
Ryerson & Son, Inc., Jos. T., 
Chicago, Ill. 


Rods—Stove. 
The Kirk-Latty Co., 
Cleveland, Ohio 
Lamson & Sessions Co., 
Cleveland, Ohio 


Rolls—Forming. 
Bertsch & Co. 
Cambridge City, Ind. 


Roofing Cement. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 


Roof—F lashing. 
Hessler Co., H. E., Syracuse, N. Y. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Roofing—Iron and Steel. 
Armco Distributors Ass'n of 
America, Middletown, Ohio 
Burton Co., The W. J., 
Detroit, Mich. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Inland Steel Co., Chicago, Ill. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Osborn Co., The J. M. L. 
Cleveland, Ohio 
Ryerson & Sons, Inc., Jos. 
"Chicago, “i. 
Wheeling Corrugating Co., 
Wheeling W. Va. 


Roofing—Tin. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Taylor Co., N. G., 
Philadelphia, Pa. 

Wheeling Corrugating Co., 
Wheeling W. Va. 


Roofing Tools. 
Wm. Eijermann, Brooklyn, N. Y. 
—Zinc. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 


Rubbish Burners. 
Hart & Cooley Co., 
New Britain, Conn. 
Schools—Sheet Metal Pattern 


Drafting. 
St. Louis omens * Institute, 
uis, Mo. 


Schools—Warm 
St. Louis Technical Institute, 
St. Louis, Mo. 


Screws—Hardened Metallic Drive. 
Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 
Parker-Kalon Corp 
200 Varick: St., New York 


Serewe— eas Self-Tapping, 
Sheet Metal. 


mppouies Corrugating Co., 
Ch’go, La Crosse, Kan. City 
partie nae Corp., 
200 Varick St., New York 


Screens—Perforated Metal. 
Harrington & King Perforating 
Co., Chicago, Ill. 


Screens—Roof. 
Grand Rapids Wire Products Co., 
Grand Rapids, Mich. 


Shears—Hand and Power. 
Interstate Machinery Co., 
Chicago, Ill. 
Marshalltown Mfg. Co., 
Marshalltown, Iowa 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson & Son, Inc., Jos. T., 


Chicago, Il. 

Unishear Co., Inc., 
New York, N. Y. 
Viking Shear Co., Erie, Pa. 


Sheet Metal Screws—Hardened, 
Self-Tapping. 
Parker-Kalon Corp., 
200 Varick St., New York 


Sheets—Black and Galvanized. 


Armco Distributors Ass'n of 

America, Middletown, Ohio 
Inland Steel Co., Chicago, Il. 
Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 
Osborn Co., The J. M. & L. 
Cleveland, Ohio 
Inc., Jos. 

Chicago, Il, 


Ryerson & Son., 


Taylor Co., N. & G., 
Philadelphia, Pa. 

Wheeling Corrugating Co., 
Wheeling, W. Va. 


Sheets—Iron. 
Armco Distributors Ass'n of 
America, Middletown, Ohio 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Ryerson & Son, Inc., Jos. 
Chicago, Il. 


Sheets—Tin. 
Taylor Co., N. & G., 
Philadelphia, Pa. 


Sheets—Zinc. 
New Jersey Zinc Sales Co., The, 
New York, N. 


Shingles and Tiles—Meial. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Wheeling Corrugating Co., 
Wheeling W. Va. 


Sifters—Ash. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 


Sky Lights. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
M'liwaukee Corrugating Co., 
MiL, Ch’go, La Crosse, Kan. City 


Snips. 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson & Son, Inc., Jos. T., 
Chicago, Il. 


Solder. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Soldering Furnaces. 
Burgess Soldering Furnace Co., 
Columbus, Ohio 
Diener Mfg. Co., G. W., 
Chicago, Il. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Ryerson & Son, Inc., Jos. T., 
Chicago, Ti. 


Specialties—Hardware. 
Diener Mfg. Co., G. fe 
Chicago, Ill. 


Hessler Co., H. E., Syracuse, N. Y. 


Stars—Hard Iron Cleaning. 
Fanner Mfg. Co., Cleveland, Ohio 


Statuary. 
Friedley-Voshardt Co., 


NN. Ill. 
Gerock Bros. Mfg. Co 
St. Louis, Mo. 


Steel Pipe—Welded. 
Chicago Metal Mfg. Co., 
Chicago, Ill. 


Stove Pipe Reducers. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Stoves—Camp. ; 
Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves—Gasoline and Oil. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves and Ranges. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Thatcher Co., Newark, N. J. 


Tinplate. 


Burton Co., The W. J., 
Detroit, Mich. 
Milwaukee Copvegeseg Co., 
Mil, Ch’'go, La a. Kan. City 
Osborn Co., The J. M. A., 
Cleveland, Ohio 
Taylor Co., N. & G., 
Philadelphia, Pa. 


Tools—Roofers. 
Wm. Eiermann, Brooklyn, N. Y. 


Tools—Tinsmith’s. 
Bertsch & Co., 
Cambridge City, Ind. 
Burton Co., The W. J., 
Detroit, Mich. 
Dries & Krump Mfg. Co., 
Chicago, =. 
Hyro Mfg. Co., New York, N. Y. 
Interstate Machinery Co., 


Chicago, Il. 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio- 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson & Son, Inc., Jos. A 
Chicago, Til. 
Viking Shear Co., Erie, Pa. 


Torches. 

Burgess Soldering Furnace Co., 

Columbus, Ohio. 
Diener Mfg. Co., G. « 
Chicago, Ill. 
Quick Meal Stove Co., 

St. Louis, Mo. 

Ryerson & Son, Inc., Jos. T., 
Chicago, Tih. 


Trade Extension. 
Copper & Brass Research As- 
sociation, New York, N. Y. 
Sheet Steel Trade Extension 
Committee, Pittsburgh, Pa. 


Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Ohio 


Ventilators. 
Aeolus Dickinson Co., Chicago, Ill. 
Akrat Ventilators, Inc., 
Chicago, Il. 
Arex Company, Chicago, Il. 
Berger Bros. Co., 
Philadelphia, Pa. 
Friedley-Voshardt Co., 
Chicago, Il. 
Kernchen Co., Chicago, Ill. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Standard Ventilator Co., 
Lewisburg, Pa. 


Ventilators—Ceiling. 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 


. 
Windows—Steel. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Zinc. 
New Jersey Zinc ae The, 
New York, N. Y. 








Say you saw it in AMERICAN ARTISAN—Thank you! 
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WANTS AND SALES 


Yearly subscribers to the 
AMERICAN ARTISAN may in- 
sert advertisements of not more 
than fifty words in our Want and 
Sales Columns WITHOUT 
CHARGE. 


Such advertisements, however, 
must be limited to help or situa- 
tion wanted, tools or equipment 
for sale, to exchange or to buy, 
business for sale or location de- 
sired and must reach our office 
by Thursday of the week of pub- 
lication. is privilege is not ex- 
tended to manufacturers or job- 
bers—or those making a business 
of buying and selling used ma- 
chines, employment agencies and 
brokers. 

When sending advertisement 


state whether your name or blind 
aumber is to be used. 








BUSINESS CHANCES 








AMERICAN ARTISAN 
SITUATION WANTED 


TINNERS’ TOOLS 











Wanted — Experienced furnace and 
i salesman, familiar with the Stand- 
ard Code, desires connection with re- 
~ utable concern as sales representative. 
an give convincing proof of my or! 
Address E-488, AMERICA 


to AnPISAN, 
620 S. Michigan Ave., Chicago. 





Position wanted by first-class sheet 
metal worker and furnace man. Can run 
shop, handle men, read blueprints and lay 
out patterns. Married and gener, Good 

ant a 





For Sale — One 8-ft. Dreis & Krump 
brake with cornice attachments; capacity 
18 gauge; nearly new; ice $100. Write 
or call Juhl Bros., 162i 9th St., Milwau- 
kee, Wis. Phone Kibb 5352. A-489 





Wanted—To — | for cash, one set 3”x 
36” slip and forming rolls. Address H. A. 
Duncan, 1412 N. Ventura Ave., Ventura, 
Cal. R-488 





For Sale—A few second-hand tinners’ 


























on inside and outside work tools at a very reasonable price. Addréss 
steady sition. Address W-488, AMER- Wm. F. Quirnbach, 1496 Willow Road, 
ICAN ARTISAN, 620 S. Michigan Ave., Winnetka, Illinois. H488 
Chicago, Il 

Wanted — First-class and experienced Th 
sheet metal worker on both light and e Rate for Special Notices 
heavy materials. Must be ale te oy, out — displayed want ads — 
work, such as cornice, skylights, ow- insertion 
pipe. = age machine = etc. $3.00 per inch per 
Steady wor or competent man. Open 
shop. Fully equipped. Full particulars When sen co state whether 
must accompany first letter for consider- your name or mumber is to be 
ation. Address J homas, FP. °; used—aleo how many insertions are 


Drawer 111, Lewistown, Pa. 





Wanted—Competent Roofing and Sheet 
Metal Foreman. Must be capable of han- 
dling big work, and get results with men. 
Only those who are thoroughly familiar 
with slate, tile and composition roofing 
will be wy Steady job for the 
~~ man. mn shop. Address Z-486, 

ERICAN g TISAN, 620 So. Michigan 
Ave., Chicago, 








ey 5 Rods—Dealers who are sell- 
ay ie art Mou make 
money to us for our latest 
te of Prices. We em no 

an and save u all over 
charges. Our Pure pper Cable and 
| en ge] are endorsed by the National 
f Fire Undereritess and hundreds 


Board o h 
of dealers. Write today for samples and 
orices. L. K. Diddie Company, Marsh- 


For Sale—Sheet metal and furnace 
business in city of 12,000 in southern 
Illinois. Wonderful op ppertanity for young 
man. Well equippe shop, long lease 
at reasonable rent, or bidg. can 
bought. Old age and r health forces 
me to sell. This will r investigation. 
Address K488, American Artisan, 620 
South Michigan Ave., Chicago, Il. 





Wanted — An all around sheet metal 
worker, one with practical experience in 
correct designing and building of the 
better grade electric signs, with knowl- 
edge of painting, wiring and erecting of 
such work. Address Virginia Sign Co., 
P. O. Box 123, North Emporia, Va. S-488 





Wanted—Experienced gas stove and re—- 
frigerator salesman for Wisconsin, also 
Chicago and suburbs. Trade—mark line. 
Address F-488, AMERICAN ARTISAN, 
620 S. Michigan Ave., Chicago, Ill. 


Wanted—A good live salesman for fur- 
nace fittings and registers for central and 
upper Wisconsin, on commission basis. 
Address B-489, AMERICAN ARTISAN, 
620 S. Michigan Ave., Chicago, Ill. 


MISCELLANEOUS 

















For Sale — One No. 10- Fuller rotary 
shear for slitting and cutting in and out- 
side we - oe eae 50” ca gape et 
gauge, in g working condition 
sell at bargain. Address D-488, AMERI- 
CAN ARTISAN, 620 S. Michigan Ave., 
Chicago, 


Wanted — Good sheet metal, plumber 
and heating man wants to rent goes 
shop or work on —w ie basis. 
references. Ad C488, AMERICAN 
QRSaEAR, 620 8. Michigan "Ave., Chicago, 








For Sale — Tin, furnace and plumbing 
shop in good town in Illinois. liing on 
account of health. Address J488, Ameri- 
can Artisan, 620 South Michigan Ave., 
Chicago, Il. 


For Sale—A well established heating 
and plumbing business in town in 
central Indiana. Good reason for selling. 
Address Box 227, Flora, Ind. P-488 


SITUATION WANTED 


Situation wanted by an all around 
plumber, steamfitter, tinner, sheet metal, 
furnace, ventilation, low and high pres-— 
sure work, steam or water. Married, 
strictly sober and good clean work. Can 
come at once. Address “‘Plumber,”’ 4632 
Second Blvd., Detroit, Mich. X-—488 

















Furnace salesman will be open January 
lst for position. Well acquainted with 
in mid-west and 
Address C-489, AMERI- 

620 S. Michigan Ave., 


dealers and jobbers 
eastern states. 
CAN ARTISAN, 
Chicago, I). 


For Sale—Patent in plumbing specialty. 
Can be made = any stove or light cast— 
ing found a rofit. Address 
Z-488, A RICAN ARTISAN, 620 5S. 
Michigan Ave., Chicago, Ill. 


TINNERS’ TOOLS 


For Sale—A lot of tinners’ tools and 
machines. Cheap for cash. They are in 
good working order. Write for list and 
price. Address Geo. H. Shoop, 610 Main 
St., Conneaut, Ohio. Y-488 


IN STOCK 


FOR IMMEDIATE SHIPMENT 























VISIT OUR PERMANENT DISPLAY 


Interstate Machinery Co. 
100 S. Jefferson St. Chicago, Il. 


— VISITORS ALWAYS WELCOME — 





desired. 


ATENTS 


HUBERT E. PECK 
Patent Attorney 


Barrister Bldg. WASHINGTON, D. C. 
WANTED 


Furnace Salesman for Iowa; old estab- 
lished line; only man with successful 
selling record need apply. Must be 
able to figure standard Code installa- 
tions. Address B-488, American Arti- 
san, 620 So. Michigan Ave., Chicago, 
Illinois. 











AT LIBERTY JANUARY FIRST 


Experienced furnace salesman, well ac- 
quainted with dealers and jobbers in 
the Mid-West, desires connection with 
a reputable concern, either as sales 
representative or Chicago branch man- 
ager. Can give convincing proofs of 
my ability to produce. Address M-486, 
American Artisan, 620 So. Michigan 
Ave., Chicago, IIl. 





TWO FURNACE 
SALESMEN WANTED 


We need two good, experienced 
furnace salesmen to sell a high 
grade, well known line, traveling 
out of Chicago. Tell us what we 
need to know about your sales 


experience. Address M-488, 
American Artisan, 620 South 
Michigan Avenue, Chicago, 
Illinois. 





Say you saw it in AMERICAN ARTISAN—Thank you! 
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SPECIAL NOTICES 


We Need a Salesman 
for an Unusual 
Opportunity— 


E manufacture a high grade 

steel furnace. 
We need a SALESMAN who 
knows warm air heating and 
CAN PRODUCE’ BUSINESS. 
We are willing to give ample 
backing, consistent trade paper 
advertising’ support and a free 
rein to the man who WILL 
WORK HARD to GET AND 
HOLD BUSINESS. 
We will pay well for RESULTS. 
The man who makes good has an 
opportunity unequalled in the fur- 
nace business as this is a young 
company LOOKING for the right 
man. Chicago territory and as 
much other as you can handle. 
Our organization knows of this 
advertisement. Write in full con- 
fidence for appointment. 
Address D-486, care of 
AMERICAN ARTISAN, 620 
South Michigan Ave., Chicago, 
Illinois. 


EXPERIENCED 


Furnace Salesman will be open Janu- 
ary Ist for position. Am thoroughly 
familiar with the Standard Code and 
can help dealers on_ installations. 
Address G-488, American Artisan, 620 
So. Michigan Ave., Chicago, III. 




















AMERICAN ARTISAN 


ADS BRING RESULTS 









THE STANDARD 
FOR MANY YEARS 
It Pulls Business Your Way ! 
ceygericaronee Shetis vis 


andyou 
never will have 








Ventilating Engineers 
333 N. MICH AVE., CHICAGO 





AMERICAN 








and a bonus. 


LANGENBERG MFG. CO. 





ARTISAN 


FRONT 


FFRONT NAME 


Three Salesmen Wanted Vi Who Can PRODUCE 


Division of territories creates this opportunity for three live-wire 
salesmen who can not only sell to the dealer but also lay out jobs 


according to the Standard Code and sell to the consumer. 
we want are not afraid of hard work. 


If you are seeking a real opportunity :whose only limits are your own 
ability and energy, write us at once, and we will send you a blank 
on which you can give us a complete record of your past experience. 





December 29, 1928 








RANE 


RANE 





The men 
Salary, traveling expenses 


4545 Euclid Ave., Saint Louis 




















Siphonage 
Ventilator 


GPECIFIED by Architects and Used 
More Contractors Because of Its I 
CREASED PULLING POWER. Give Your 
Customers Extra Efficiency by using AKRAT 
Ventilators. 
{Write for prices! 

AKRAT VENTILATORS INC. 

1191 Builders Bldg. Chicago Illinois 








ELIMINATE SMOKE, GAS, 


oil fumes, etc. Paint your 
furnace joints with INSA- 
LUTE CEMENT (liquid 
porcelain). Order an 8-Ib. 
can at $2.00 direct or thru 
<-\| your jobber. Used on all 
kinds of domestic furnaces. 














BOOKS 








The Ventilation Handbook, by Charlies 
L. Hubbard. A practical book designed 
to cover the principles and practice of 
ventilation as applied te furnace heating, 
@ucts, flues and dampers for gravity 
heating; fans and fan works for ventila- 
tion and hot blast heating by means of a 
comprehensive series of questions, an- 
swers and very plain descriptions easy to 
understand. Price $2.00. Order from 
Book Dept., AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Illinois. 





Manual of Automotive Radiator Con- 
struction and Repair, by F. L. Curfman 
and T. H. Leet—Anyone interested in 
Radiator Repairing will find the 185 pages 
of practical instructions and the 120 illus- 
trations showing actual construction and 
repairing a big help. In a condensed 
manner some four to five thousand an- 
swers to questions are given. It is thor- 
oughly practical as both authors are men 
of wide experience in this work. Printed 
in large, easy to read type. Measures 
6%x9 inches. Price $2.50. Order from 
Book Dept., AMERICAN ARTISAN, 620 
Seuth Michigan Avenue, Chicago. Ilinois 








50-INCH FORMING ROLL 


This Forming Roll is built in all 
standard sizes, with our Patented 
Opening Device by means of 
which it is opened and closed in 
a few seconds. 


We build a complete line of Shears 
and punches, ali sizes, for hand or 
belt power. 


Write for Catalog “R” 


BERTSCH & CO., Cambridge City, Ind. 














also for Fireplaces. 


KLINKER TONGS 


THE SEASON’S GREATEST SELLER 


Made of steel 3 ft. 4 in. long. Nicely finished in gray lacquer and aluminum. 
A most practical tool for removing clinkers from Boilers or Furnaces; 
Retails for $2.00, west of the Rockies $2.25. 
Dealers’ price $15.00 per dozen—special prices in quantities. 


WILKOWSKI MANUFACTURING CO. 

















Watertown, Wis. 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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ERI 3 the I aves Prough Nliter that's designed and built to withstand the elements stronges issaults 














The “Quaker City” Double Seamed Reinforced Corner Miter is the only one of its kind The seam 
Strongls built of 


is extra wide and the exclusive reinforced corner allows for expansion and contraction 
the best materials—Galvanized Steel, Armco lron, LToncay Metal or Coppe 
You obtain the “Quaker City Miter packed in cartons containing two dozen each from any jobber 


Po get the most serviceable miter insist on the Quaker Cty 


If vour jobber is out of them we will gladly ship any quantity from stock upon reeeipt of order and your 


jobbers name 


Vade by the makers of the famous “O 


___ BERGER BROTHERS CO. 





229 to 237 Arch Street - PHILA., PENNA. 
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4I1LCOR GALVANIZED | 
ELBOWS ALL HAVE 4 = 


XTRA DEEP SWEDGES NO. 135 MILCOR BOOT 





gues ANY TWO-PIECE REGISTER 
IS STREAK PROOF ON MIL NO. 46 MILCOR STACK 
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NO. 40 MILCOR STACK 


HEAD WITHOUT CAP MILCOR TRANSITION HEAD 














Sheet Metal Contractors, over a large 
portion of the United States, have sold 
Milcor Sheet Metal Products and de- 
pended upon Milcor stocks of Sheets 
and upon Milcor Service for over a 
quarter of a century. A great many 
of them “grew up” with Milcor. 


When a new division of Milcor Serv- 





NO. 242 ANGLE SOR WALL S ss ice, Furnace Pipe and Fittings, was 
begun three years ago, those products 





were accepted at once as being Ww orthy 
of the confidence of sheet metal and 
furnace men. This, because nothing 
that Milcor ever made and marketed 
had ever broken faith with the trade. 
Now, Milcor Service is again to be 
strengthened. The East and South is 
to be served from Canton, Ohio, from 
the plant of the Eller Manufacturing 
Co. And on the basis of improved 
> SSS SSS SSSF ;' ~~ Service, and true Milcor Quality, we 


solicit your Furnace Pipe and Fittings 











business, as we do your orders for 


Milcor products generally. 
Write for Milcor Catalog No. 25 
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MILWAUKEE CORRUGATING COMPANY, Milwaukee, Wis. 


Eastern Plant: CANTON, OHIO 
CHICAGO, ILL., KANSAS CITY, MO., LA CROSSE, WIS., BOSTON, MASS., ATLANTA, GA., DETROIT, MICH., MINNEAPOLIS, MINN. 
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